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Claims Head Tells 
Insurance Position 
In Aviation Losses 


Orr of USAIG Says Liability To- 
wards Passengers Is Dependent 
on Legal Liability 


An Airline Is Legally Not an In- 
surer of Its Passengers’ Safety; 
Explains CAB Reports 


\n aviation insurance viewpoint on 
the airliner disaster on June 13 in West 
Virginia in which fifty persons on a 
Capital Airlines DC-4 lost their lives is 
viven to this paper by George W. Orr, 
director of claims of the United States 
\ircraft Insurance Group. In his state- 
ment concerning this disaster Mr. Orr 
aims to remove some general misunder- 
standing concerning the part insurance 
plays in such accidents. Insurance com- 
panies are not automatically liable to 
passengers or their heirs under liability 
policies issued to airlines. There is no 
guarantee of safety. There must be 
legal liability on the part of the carrier 
established before insurance companies 
are called upon to pay under such pol- 
icles, 

In his discussion of this accident Mr. 
Orr said to The Eastern Underwriter : 

Experienced Pilot 

“This plane was owned by Pennsyl- 
vania Central Airlines Corporation and 
was being operated by said corporation 
on a regularly scheduled flight from 
Pittsburgh, Pa. to Washington, D. C. 

“The pilot in charge was one of the 
most experienced and able airline cap- 
tains. No complete investigation has yet 
been made but from facts presently indi- 
cated the pilot was advised that the 
flight would be delayed by congestion at 
the Washington, D. C. airport. This 
contemplated the continuance of the 
flight under instrument conditions. To 
avoid this delay the pilot asked approval 
of the government Air Traffic Control 
to come in on ‘contact’ (visual flight) as 
such an approach undoubtedly appeared 
feasible from the weather information 
he had. 

“Official approval was given this alter- 
hate plan and the pilot was ‘cleared’ to 
the Arcola range if he could fly ‘contact’ 
at 2,500 feet or less. The pilot was in- 
structed to report every time he de- 
cended 1,000 feet. At 6:05 E.S.T. he 
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deserve the best 


in protection 


720 more will go up in smoke today, 
and tomorrow, and the next day. 
That was the record last year — 
and it’s getting worse. 


Do your clients and_ prospects 
know it? 


Point out this increasing threat of 
fire. Point out, too, the protection 
offered by a policy in the London & Lancashire 
Group — an instrument of security relied on 
by home owners throughout the world. 


tH#E London ano Lancashire 
GROUP 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LID. @ ORIENT INSURANCE COM 
PANY © LAW UNION & ROCK INSURANCE COMPANY, LID. © SAFEGUARD INSURANCE 
COMPANY Of NEW YORK . 





STANDARD MARINE INSURANCE COMPANY, LID. 


(Five Department) . LONDON & LANCASHIRE INDEMNITY COMPANY Of AMERICA 


























The A.M. A. Centennial 


The American Medical Association (like the Penn Mutual) is 


holding a Centennial in 1947, 


In the 100 years between 1847 and 1947 there has been extra- 
ordinary progress made throughout the medical world. The 100 
years began with the introduction of chloroform and the discov- 
eries of scientific aids followed rapidly. Early included were 
such discoveries as the hypodermic syringe, the ophthalmoscope, 
modern nursing. Pasteur’s bacteriology. There became familiar 
such strange-sounding terms as gonococcus, streptococcus, staphy- 
lococeus, tubercle bacillus, anti-toxins, x-ray, radium, hormones, 
vitamins, insulin, bronchoscope, gastroscope, electrocardiograph, 


shock treatment. 


The members of the American Medical Association, now 
started on its second century, have before them many problems 
so far only touched upon. The medical field is still rich for 


development. 


1847 — Penn Mutual Centennial — 1947 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 
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White Sees Danger 
In Treasury Control 
Of Interest Rates 


State Mutual Head Accuses U. S. 
Agencies of Arbitrary and 
Artificial Manipulation 


IT’S HARMFUL TO INSURED 


Also Equivalent to Cutting Value 
of College and Hospital Endow- 
ments; Letter Wins Approval 


George Avery White, president ot 
State Mutual Life, thinks that the more 
that policvholders of the nation become 
acquainted with and interested in the 
position of the United States Treasury 
and other Government agencies relative 
to control of interest rates, and wha 
this attitude means to life insurance: 
the better. He also feels that college 
and hospitals should be constantly im 
pressed with what controlled interest 
rates mean to their endowments. 

Mr. White has written a letter on th 
subject which has not only gone to pol 
icvholders of State Mutual, but als 
was sent to the colleges and universitie 
of America and to members of Congres 
Many responses have been received. The 
replies show a 95% agreement with Mi: 
White's views. 

The Letter 

The letter ot President White to pol 
icyholders follows. Letters to member 
of Congress and to institutions havin 
endowments are similar in text. 

“For several years during the wa 
State Mutual issued an abbreviated ai 
nual report because of the paper short 
age. Policyholders seem to prefer thi 
concise, readable report to a longer onc 
[ hope you have taken the time to rea 
your copy of it which was sent to yo 
about the first of March. 

“Supplementing the annual report, 
have occasionally written to the membe1 
of our company regarding matters vitally 
affecting life insurance. I now take ov 
casion to do so again. 

“The artificial and arbitrary manipula 
tion of interest rates by Government 
agencies is causing real loss and hard 
ship to life insurance policyholders and 
constitutes a major problem. The avowed 
purpose of the U. S. Treasury Depart 
ment is to reduce the carrying chargé 
on the national debt and thereby reliev« 
the tax burden. But that is only one 
side of the picture. 

“The controlled interest rate set b 
the Government fixes the pattern of al 
interest rates. Not only do life insur 
ance policyholders receive less from their 
savings: the loss is also felt by all 


(Continued on Page 6) 





























The conquest of CAN CER 


1s progressing. 
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What are the “‘Danger Signals” 
that may mean Cancer? 





What should you do when 


warnings appear? Why are annual 


physical checkups important? 
















































They are: 1. Any unusual lump or thicken- 
ing, especially in the breast. 2. Any irregular or 
unexplained bleeding. 3. A sore that does not 
heal, particularly about the mouth, tongue, or 
lips. 4. Noticeable changes in the color or size 
of a mole or wart. 5. Loss of appetite or con- 
tinued unexplained indigestion. 6. Any per- 
sistent changes in normal elimination. 


Get medical advice at once! If cancer is present, 
immediate medical attention gives the greatest 
hope for cure, may save your life. But remem- 
ber, although the “danger signals” show that 
something is wrong, they are not sure signs of 
cancer. At one leading clinic nearly 9 out of 
every 10 women who came for examination 
because they recognized the warnings and sus- 
pected cancer, did not have the disease! 





















Cancer often starts without any warning sig- 
nals that the patient can detect. Only examina- 
tion by a skilled physician may discover these 
“silent”? cancers in their early stages. That is 
why annual medical examinations are so im- 
portant,. especially for older people. 









There is progress in cancer research, too! 
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M. B. Brainard Expresses Confidence 
In the General Business Outlook 


Aetna Life President Does Not Feel We Are Facing a Depres- 
sion; W. Ellery Allyn Sees Life Insurance as Important 
Factor in Economy of Nation 


Confidence in the general business 
uutlook was expressed by Morgan B. 
Brainard, president, Aetna Life, in an 
address delivered at the Western con- 
ference of the Aetna Life’s Corps of 
Regionnaires at Lake Tahoe, Cal., this 
month. 

Reporting that he senses a feeling in 
certain sections of the country that we 
are facing a business depression, Mr. 
Brainard declared that he does not 
share that feeling. While there might 
be a monetary slackening, one has only 
to travel across the country to see what 
inakes it great and to gain confidence, 
Mr. Brainard added. 

He expressed his pleasure that our 
country still offers free opportunity to 
rise and succeed, and said that we should 
enuard this right carefully to the end 
that we continue as a country with more 
equality of opportunities for freedom 
ond more prosperity than any place else 
in the world. 

Mr. Brainard expressed his deep ap- 
preciation of the contributions of the 
field organization to the growth and 
success of the company. “In fact,” he 
said, “you men and women in the field 
are the company.” 

Mr. Brainard commented upon the 
tremendous growth of the company in 
recent years in keeping with the expan- 
sion of the life insurance business as a 
whole and expressed his complete satis- 
faction in the present rate of growth 
of the company. 

In commenting on California, Mr. 
Brainard said that it was the first op- 
portunity he has had in twelve years to 
see, first-hand, important investments 
the Aetna organization has made in that 
rea, and that he was satisfied with the 
security for the loans. He said that the 
growth in California in recent years 1s 
almost beyond comprehension and that 
he believed it is a solid growth and that 
there is sound reason for it. 

Discussing “Life Insurance—A Public 
Service,” W. Ellery Allyn, Insurance 
Commissioner for Connecticut, declared: 

“Aetna Life has an honored name; it 
is an important part of the economy of 
our state, as life insurance in general 
is the most important single factor in 
the economy of the nation. Your com- 
pany has a long record of stability and 
fair dealing; it is conservative and yet 
its tremendous growth proves a pro- 
‘ressive and enterprising spirit. This 
s an ideal combination with which to 
build an enduring institution. I do not 
have to tell you that you are fortunate 
to have founded your business career on 
the strength of such a company.” 

Attacking proposals for universal 
ompulsory health insurance as “whole- 
ale regimentation and hostile to free 
enterprise,” Mr. Allyn said: “It is an in- 
exorable fact of life that you can’t get 
something for nothing. The greatest 
fallacy of all is to believe that all the 
people can get protection from the Gov- 
ernment for nothing. It is like trying 
o lift yourself by your bootstraps, only 
lar more expensive.” 

Concluding his address, Mr. 
stated: 

“You are in a good business with a 


Allyn 


good company. State supervision is a 
constant check against unfair and ruin- 
ous competition at the ultimate expense 
of the policyholder. The light of pub- 
licity insures against unfair and decep- 
tive practices. High prices and high 
taxes which irk us individually really 
create your market. Life insurance is 
the only answer to providing for the fu- 
ture. You are successful men in an hon- 
orable profession. You are the out- 
standing exponents of private enterprise 
in the business world. Life insurance is 
living proof that private enterprise is 
not incompatible with the public inter- 
est. May you live long and prosper in 
the public service.” 


MORGAN B. BRAINARD 


Professional Concept Now a Reality 
Coolidge Tells Aetna Regionnaires 


The responsibilities of the life insur- 
ance producer as a_ professional man 
were stressed by Robert B. Coolidge, 
vice president, Aetna Life, at the West- 
ern conference of the Aetna Life Corps 





ROBERT B. 


COOLIDGE 


of Regionnaires at Lake Tahoe, Cal., 
this month. 

“The 
longer merely a concept but is now a 
Mr. Coolidge He 
out that the insurance 


producer, as well as other professional 


professional concept is no 


reality,” declared. 
pointed life 
men, has heavy obligations. 
“You would never think of consulting 
a doctor or a lawyer who,has given up 
the study of his profession,’ Mr. Cool- 
that 
stake in 


“there 
the 


mendations of a life insurance producer 


idge said, adding may be 


just as much at recom- 
as in the recommendations of any other 


professional man. Consequently, you 


as life insurance producers, owe your 
clients the benefit of constant, never- 


ending study of chosen 


: ” 
sion, 


your profes- 
The Tahoe meeting was one of three 
regional conferences to be held for the 
Corps of Regionnaires, an organization 
the 
Aetna Life who meet the high quali- 
requirements. Other meetings 
held in Asheville, N. C., and in 
Several hundred 
cluding qualifying salesmen and their 
wives, general agents and supervisors 
and home office officials, attended the 
the 
tournaments, 


made up of leading salesmen of 


fication 
will be 


Quebec. persons, in- 


Tahoe meeting and took 
golf 


sight-seeing trips and other social ac- 


part in 
business sessions, 
tivities. 

The present time is a “golden era” in 
opportunity the 
insurance, I, F. Cook, secretary of the 


for sale of Group 
Group division, told the Regionnaires. 
“Probably,” said Mr. Cook, “there will 
never be more ideal conditions for the 
writing of Group business. With skilled 
labor still at a premium, high levels 


of employment and general endorse- 
ment of Group insurance by manage- 
ment and labor, it is casy to see why 
numerous life insurance companies are 
going into the Group business. Our 
strong forces of Group representatives, 
our long experience in the business, the 
and 


company enjoys should be all of 


our 
the 
inducement required for our agents to 
make the most of the prevailing oppor- 
tunities.” 

Introduced at the regional meetings, 
a revised business insurance sales kit, 
consisting of a presentation, a text book, 
a domenstrator and an evaluation sheet, 
was described by J. F. Euler, agency 
assistant, who gave a step-by-step dem- 
onstration of the use of its various com- 
ponents. “The need of close corpora 
tions, partnerships and sole proprictor 
ships for business life insurance is very 
great,” Mr. Euler said, “and the poten 
tial volume of business which can be 
sold to meet this need is enormous.” 
Mr. Euler declared that the Aetna Life’s 
new sales kit offered salesmen a sim- 


prestige prominence which 





plified and organized plan for tapping 
this market. 

D. P. Cavanaugh, associate counsel, 
and J. Denny Nelson, field supervisor, 
introduced a new sales presentation on 
the deferred compensation plan. Point- 
ing out that high income tax rates, low 
interest yields and increased living ex- 
penses combine to make it increasingly 
difficult for an executive to provide fu- 
ture security for himself and his de- 
pendents, Messrs. Cavanaugh and Nel- 
son declared that there is great oppor- 
tunity now for the use of deferred 
compensation plan under which the em- 
ployer-corporation agrees to provide 
future income to the executive or his 
estate. The contracts, agreements and 
insurance policies needed to put such a 
plan into effect were described by the 
speakers. 

Speaking on “Clients for Region- 
naires,” Donald E. Hanson, assistant su- 
perintendent of agencies, stressed the 
importance of the Aetna Life’s estate 
control plan in building clients. “You 
will be making a good living out of the 
business,” Mr. Hanson said. “Further- 
more, you will be doing more than that. 
You will be building estates—estates 
that guarantee comfortable retirement. 
Estates you help build will total ‘mil- 
lions of dollars. Can you think of any 
other way in which you can make a 
greater contribution to your commu- 
nity?” 

Curtis Lamb, home office direct mail 
consultant, described the growth of the 
Aetna Life’s direct mail program which, 
launched only six months ago, is now 
one of the largest programs of its 
type in the life insurance business. Mr 
Lamb stressed the importance of se- 
lective prospecting, saying: “Direct mail 
is only as important as the names sub- 
mitted by the salesman in the field.” In 
a forum discussion which followed, 
Charles H. Greeley of the Des Moines 
agency, Armond H. Schneider of the 
Denver agency, Rea A. Hardaway of 
the San Francisco agency and William 
B. Feldenheimer of the Portland, Ore- 





gon agency told of their experiences 
with direct mail and seconded Mr 
Lamb’s advice on the importance of 


selecting qualified prospects for mail- 
ing lists. 

S. W. Schember, of the San Francisco 
agency, a former Navy man who is now 
writing a large amount of business for 
Navy personnel in San Francisco, de- 
scribed the specific techniques which he 
uses to secure interviews leading to 
the sale of thrift plans. 

iE. H. Robinson, also of the San Fran- 
agency, declared that prompt 
and complete handling of accident in- 
surance claims is helping him to build 
a large clientele. Mr. Robinson de- 
scribed the almost universal need of 
accident insurance and declared that his 
prospecting problems are almost solved 
because of the strong client relationship 
which accident insurance is building for 
him. 

A. C. Coles, of the Vancouver agency, 


cisco 


a former Royal Canadian Air Force 
ace, compared the confidence which 
a successful fighter pilot must have 


with the confidence which must be pos- 
sessed by a _ successful life insurance 
salesman. He declared that confidence 
through mastery of the estate control 
plan was one of the most important as- 
sets an Aetna Life representative could 
possess. 

B. H. McGhee, of the Denver agency, 
described the major phases of client 
building and illustrated how the estab 
lishment of “client relationship” gradu 
ally solved both competitive and pros- 
pecting problems. 

j E. Nelson, of the Los Angeles 
agency, declared that self-imposed time 
control was the best supervisor a sale 
man could have and supported his stat 
ments by citing his production record 
in the six months before and the six 
months after he adopted a time control 
system. 
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H. J. Johnson Arrives 
In Sweden This Week 


TO BE AT MANAGEM’T MEETING 


International Congress Will Be Attended 
By 1,000; Niles and Hardin 
Also There 


Three men associated with insurance 
who are delegates to the International 
Management Ce ongress which will be held 
in Stockholm early in July arrived in 
Sweden this week as passengers on the 
Drottingholm. They are Holgar J. John- 
president, Institute of Life Insur- 

Henry E. Niles, vice president, 
Life; and Edward J. Hardin, 
Retail Credit Co. 


Son, 
ance; 
Jaltimore 


vice president, 

\bout 1,000 delegates in all will attend 
the Congress, the first held since 1938. 
They are from thirteen countries, repre- 
senting the major producing nations of 
North and South America and Western 
Europe. Major objectives of the Con- 


vress are to exchange management ideas 


and experience, to appraise the progress 


made in management fields in ia 
government, agriculture and the home 
since the last meeting in 1938, to assay 
the most promising directions for further 


development of management techniques 
and to discuss ways of allaying manage- 
ment-labor differences. All meetings will 
be held under the royal patronage of 
Crown Prince Bertil of Sweden, at the 
Stockholm Concert Hall, scene of the 
annual Nobel prize ceremonies. 

Opening address at the Congress will 
be delivered by Mr. Batt and subsequent 
sessions will feature the exchange of in- 
formation on the latest economic and 
technological developments in the coun- 
tries represented with the view of in- 
creasing production. Other technical and 
events during the week will in- 
clude visits to the Royal Palace, the 
Palace of Drottingholm and an official 
banquet to be tendered the delegates in 
the Stockholm Town Hall. 

Johnson to Visit London 

Mr. Johnson, who has been chairman 
of the Commerce and Industry Commit- 
tee for U. S. A. participation in the 
will visit London and Copen- 
hagen and possibly Paris while abroad 
and will return on the Swedish-American 
Line to arrive in the United States 
around the first of August. The Con- 
vress is supported in the United States 
by the National Management Council, 
one of whose members is the Life Office 
Management Association. 


social 


Congress, 


Brower and Brace Become 
Occidental Directors 


Howard W. Brower, executive vice 
president, Occidental Life of California, 
and Howard J. vice president and 
secretary, have to the board. 

Mr. Brower served in the Navy during 
World War I and saw service overseas. 
Returning to civilian life, he went with 
Jackson-Eno Rubber Co. In 1920 he en- 
tered the banking field with the Continental 
National Bank. Two years later, he joined 
the Bank of America and in the eleven 
years spent with it advanced to the 
post of assistant vice president. In Decem- 
ber, 1933, he entered the Occidental or- 
ganization as manager of the mortgage 
loan department. In 1935 he was elected 
assistant secretary, in 1943, vice president, 
and was made executive vice president in 
1946 

Mr. Brace began in 
tary for Security 
Idaho. A veteran of 
served overseas as a _ lieutenant in the 
infantry and returned after twenty months 
as captain. Joining the Idaho Insurance 
Department he was appointed Idaho Insur- 
ance Commissioner, in which post he served 
nearly five years. Mr. Brace then entered 
the Idaho State Life’s agency department 
and later became vice president. When that 
company was acquired by Occidental in 


Brace, 
been elected 


insurance as secre- 
Trust Co. of Idaho Falls, 
World War I, he 


1925, he was made assistant secretary and 
early in 1935 was elected secretary. He 
was made vice president and secretary in 
1943. 





Lincoln National Eastern Regional 
Convention Held at Bretton Woods 


Over 300 Top-Ranking Representatives Attend Three-Day 
Meeting; President A. J. McAndless Heads Home Office 
Delegation of Speakers 


Approximately 300 top-ranking repre- 
senatives of the Lincoln National Life 
attended the company’s Eastern conven- 
tion in Bretton Woods, N. H., Tues- 
day, Wednesday and Thursday ‘of this 
week, 

This was the largest convention ever 
held by the company. 

Features of the three-day gathering 
included talks by President A. J. Mc- 
Andless; C. F. Cross, vice president; 
F. J. Travers, second vice president; 
Dr. G, M. Graham, assistant medical 
director; H. F. Rood, actuary, Ordi- 
nary department; Arthur C. Rogers, 
manager, Group department; and a clos- 
ing address by Isaac S. Kibrick, Brock- 
ton, Mass., representative of the New 
York Life. 

Speaking at the opening session of 
the convention President McAndless 
paid tribute to Alfred L. Dern, vice 
president and director of agencies, who 
passed away May 29, and thanked the 
agents for their outstanding production 
in May—President’s Month. 


Vice President Cross presided at the 
opening session and introduced five of 
the company’s current Million Dollar 
Round Table members in attendance. 
He also introduced more than thirty- 
five winners of the National Quality 
Award who were present. 

F. J. Travers, second vice president, 
discussed, “Economic Adjustments — 
Then What?” He pointed out that the 


sooner people accept a more construc- 


tive point of view, the sooner the na- 
tion can make necessary economic ad- 
justments and the less drastic these 
adjustments will be. He showed how it 
is to the average policyholder’s ad- 
vantage to invest in life insurance dur- 
ing rising living costs. Mr. Travers 
also described the company’s invest- 
ment policy of careful selection, broad 
diversification, and continuous super- 
vision. 

Dr. G. M. Graham, assistant medical 


director, described, “Recent 
Risk Appraisals” and discussed liberal- 
ization of underwriting as a result of 
recent advances in medical treatment. 

Henry F. Rood, actuary, Ordinary 
department, discussed “The New Rate 
Book” and described the plans to be 
included, expected changes in policies, 
general level of rates, and reasons for 
the coming changes. 

The ladies at the meeting attended 
get-acquainted breakfast in the main 
dining room of the Mount Washington 
Hotel. The afternoon of the first day 
featured a trip to the summit of Mt. 
Washington. 

W. T. Plogsterth, director of field 
service, presided at the Tuesday busi- 
ness meeting. The theme of the session 
was: “Becoming a Career Underwriter,’ 
with the emphasis upon estate analysis, 
programming, and quality prospecting. 
The session opened with the “Program- 
ming Panel,” led by John D. Marsh, 
Washington general agent, during which 
the programming technique of the Wash- 
ington agency was demonstrated. Last 
year the average personal production 


Trends in 


of the six members of the agency who 
participated in the panel—C. B. Ray, 
Allan Rutledge, Jr., M. T. Curtis, R. H. 
Woodside, Colonel D. I. Moler, and 


Mr. Marsh—was almost $600,000 each. 
Each of the following four speakers 
discussed one specific method of qual- 
ity prospecting: J. P. Whiffen, CLU, 
of the W. C. Ulrich agency in Madi- 
son, Wis., discussed “Using a Simplified 
Programming Technique To Get and 
Sell the Better Prospect in the Coun- 
try” “Following Up Mortgage Redemp- 


tion Policyholders ‘Through the Social 
Security Approach” was presented by 
EK. R. Small, CLU, general agent, 





Peoria, Ill. L. Stanley Storms, Niles, 
Mich., representative of the O. Frank 
Helvie agency, South Bend, Ind., told 


how he prospects for business insurance. 
His method of “Prospecting with the 
Five Star Annuity” was presented by 
Harold F. Breuninger, of the Wm. R. 
Beardslee Agency, Newark. 

C. A. Benedict, CLU, of Muskegon 
Heights, Mich., cited his own personal 
experiences in answering the question, 
“Why Become a Career Underwriter?” 

Wednesday, following an afternoon of 
recreation and sight-seeing, those in at- 
tendance gathered at the banquet in the 
main dining room. Here individual and 
agency achievements of the past vear 
were recognized, club members and of- 
ficers 


were installed, and President 
McAndless extended greetings to all 
present. 


Mr. Cross presided at the 


Thursday 
morning business session, 


Dr. O. Abueg, agency supervisor of 
Theo. H. Davies & Co., Far East, 
Ltd. general agents in the Philippine 


Islands for the company, discussed 
post-occupation life insurance problems 


in the Philippines. 
Arthur C. Rogers, manager, Group 
department, told about “Selling Group 


Insurance.” He discussed informally, 
current needs for employer- employe 
benefit programs and outlined methods 
used today in selling these plans. 
Kibrick, Brockton, Massa- 
representative of the New 
appearing as guest speaker 


isaac S. 
chusetts, 
York Life, 


discussed “Why Men Buy.’ 

The session was ended with closing 
remarks by Mr. Cross. 

Other home office officials at the 
meeting were: Dr. W. E. Thornton, sec- 


ond vice president and medical director ; 
D. B. Semans, chief underwriter; J. 18 
Klingenberger, agency secretary; A. H. 
Hammond, superintendent of agencies : 
W. C. Brudi, superintendent of agen- 
cies; J. P. White, advertising manager, 
and S. L. Scholer, divisional supervisor. 

Following the Bretton Woods con- 
vention, members of the President’s Club 


entrained for Montreal where they 
boarded the S. S. Quebec for the fur- 
ther convention activities of this top 


production club of the company. 

The company’s western regional con- 
vention will be held in San Francisco, 
July 14, 15, and 16. 





TO HAVE $2,209,000 CAPITAL 
Northwestern National’s Board of Di- 
rectors Votes for Increased Par 
Value of Stock 
The board of Northwestern National 
Life has voted to increase the par value 
of the company’s capital stock from 
$7.50 to $10 a share which increases its 
capitalization from $1,650,000 to $2,200,- 
OOO. This was effected by transferring 
$550,000 from surplus of the stock de- 
partment to capital account, thereby in- 


creasing the permanent cushion of 
safety for policyholders in both the 
mutual and stock departments in line 
with the company’s growth. 


No increase in the amount of dividend 
per share of stock is contemplated at 
this time regardless of the increase in 
par value, President O. J. Arnold said. 


HEAR ROBERT W. WILKINSON 


Robert W. Wilkinson, assistant super- 
intendent of agencies, Mutual Benefit 
Life, Newark, addressed the Florida 
State Sales Congress recently on “Mer- 
chandising Insurance.” 





Krueger & Davidson Agency 
Marks Third Anniversary 


The third pce sabia id party of th 
Krueger & Davidson Agency, Northwest 
ern Mutual Life, New York, was held rx 
cently at the Hotel Roosevelt. The agency’ 
production leader is David B. Fluegelman 
with over $1,600,000 of Northwestern 
Mutual paid for business for the com- 
pany’s fiscal year of June to June. Second 
in production is Alvin H. Cohen wit! 
over $1,500,000 of business. Production in 
the company fiscal year was at an all-tim: 
high since the inception of this agency 
by the predecessor of Krueger & Davidso: 
in 1931. Paid for business was over $12,- 
000,000. 

Laflin C. Jones, assistant director of 
agencies, conducted a three-hour forum dis- 
cussion on advanced underwriting subjects 
After the business forum, a dinner was 
held. Guests included Edmund Fitzgerald, 
president, Northwestern Mutual; Lewis \\ 
S. Chapman, Agency Management Asso 
ciation and Dr. Lawrence G. Sykes, 
medical referee of Northwestern Mutual 
Charles H. Bradley, the leader of the 
agency’s quartet, was unable to attend 
the party due tc to illness. 


BUYS N. Y. PROPERTY 
Connecticut Mutual Investment in Real 
Estate Occupied by Hearn 
Department Store 
The Connecticut Mutual has an- 
nounced that it has bought for invest- 
ment several parcels of real estate occu- 
pied by the Hearn Department Stores 
at Fifth Avenue and 14th Street, New 
York City. The property is in a heavily 
populated section of New York City in 
the vicinity of several new, extensive 
housing developmentns including Stuy- 
vesant Town and Peter Cooper Village 
It is a concentrated area for retail es- 
tablishments handling a large volume of 

business. 

The properties which were bought 
from the Hearn Department Stores for 
$1,950,000 are leased back to the store 
for a thirty-year term. The rentals will 
aggregate about $3,500,000. 


William H. Gaither Resigns 

William H. Gaither has resigned 
as general agent for the Mutual Bene- 
fit Life in Charlotte, N. C., H. Bruce 
Palmer, superintendent of agencies, an- 
nounced. Mr. Gaither, who resigned upon 
the advice of his physician, has not settled 
upon any immediate future plans. Mr. 
Gaither joined Mutual Benefit as an agent 
in 1930, was called to the home office in 
Newark in 1937 to serve as agency field 
service manager and was appointed gen- 
eral agent for the state of North Carolina 
in 1939, 

Mr. Gaither was among the founders of 
the Mutual Benefit’s General Agents As 
sociation in 1944 and served as its first 
president. 


Boston Mutual Life Passes 
100 Million Industrial Mark 


The Boston Mutual Life has reached 
the 100 million mark for Industrial in 
surance in force. The first fifty million 


was achieved in 1935 after forty-four years 


and the second fifty million was gained 
in twelve years. ; 
New Industrial sales for the first five 


months of this year are running ahead 0: 
the same period for the banner year 194 
but the gain is slightly less. The combine 
Industrial and Ordinary insurance 1s 
averaging over $1 million per month an 
the combined total of insurance in fore: 
stood at $158 million on May 31. 


HONOR L. D. CAVANAUGH 


The field force of the Federal Lit: 
completed a special campaign on June , ) 
in honor of the birthday of President | 
D. Cavanaugh. This year’s Cavanaug! 
Month campaign set the record for tl 
largest volume of new business in an 
previous campaign. 
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THE ORGANIZER 


An important sales assistant for The Northwestern Mutual agent is his Organizer 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 


M 


or visual sales manual. 
life insurance needs and potent graphic illustrations and tables to help gain 


interest or cinch a sales point. 





Here are organized presentations for the principal 


New and revised pages are issued quarterly, 


making the Organizer a practical, up-to-the-minute sales assistant. 


SOONER OR LATER EVERYONE CROSSES THIS LINE 
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anus’ Companies Figure In 
Big Realty and Loan Situations 


Metropolitan, Prudential, Mutual Life, John Hancock and 
Mutual Benefit Transactions; Latter’s $3,000,000 
Land Purchase Here 


An nong impi rte int developments in the 
real estate and loan situation as it af- 
life insurance companies in the 
davs have been a loan of $18,- 
500,000 in a twenty-year term on the 
Field Building, Chicago; an arrange- 
ment by Metropolitan Life and Mutual 
Life in which they agree to loan $25,- 
(00,000 to Johns-Manville Corp. to be 
used in growth and improvement otf 
Johns-Manville; and a $3,000,000 cash 
transaction by Mutual Benefit in the 
Park Avenue section, New York. The 
last named transaction has to do with 
land bought by the Tishman Realty & 
Construction Co. on which has been 
completed the construction of a twenty- 
two story building occupying an entire 
blockfront on Park Avenue between 
iftv-sixth and Fifty-seventh Streets. 
The Tishman company also placed a 
£6 (KK).000 leasehold first mortgage to se- 
cure bonds maturing in twenty years 
and covering the = structure. Of this 
sum, bonds totaling $3,500,000 have "een 
taken by the John Hancock and the bal- 
totaling $2,500,000, has been taken 
Mutual Benefit. 

The Prudential Loan 

The Prudential loan is one of the 
largest ever made on a single building, 
the Field forty-five story structure be- 
at 135 South La Salle Street, Chi- 
cago. This office building, in the heart 
f§ Chicago’s financial and insurance dis- 
trict, i a plot 189 by 320 feet and 
was erected by George \. Fuller Con- 
truction Co. in 1934. It contains about 
1,000,000 square feet of rentable space. 

Johns-Manville 

The Johns-Manville arrangement by 
\ietropolitan Life and Mutual Life pro- 
for $5,000,000 to be advanced at 
he present time. Johns-Manville may, 
t its option, but not later than Decem- 
ber 31, 1950, obtain further advances up 

an additional $20,000,000 at the same 
nterest rate, in units of not less than 
$2.500,000. The borrower will pay a 
stand-by fee on the untaken amount un- 
til the privilege of additional borrowing 


iects 


past lew 


ance, 


by the 


expires 
\mounts loaned will mature in twenty 
vears, but will be amortized at the rate 
f 5% per year beginning at the end ot 
the fifth year. In addition, Johns-Man- 
ville has the option of prepaying at pai 


another 5% per year. The borrower 
may call all or any part of the loans at 
103 during the first five years, reduced 
by three-quarters of 1% in each subse- 


quent five years. 

Johns-Manville’s current expansion 
and improvement program, including 
three new plants well on their way to- 
ward completion, is being provided for 
by tunds already on hand and accruing 
from current operations, according to 
Lewis H. Brown, chairman of the board. 
se additional source of funds will 

ike it possible to take advantage of 
opportunities for growth and improve- 
ment that are developed by engineering 
and research during the next ©. years 
It is expected, Mr. Brown said that the 
arrangement will be renewed from time 
to time and thus become a continuing 
feature of Johns-Manvyille’s financial 
program, 

Mutual Benefit’s Purchase 

In buying the Jand from Tishman 
Realty & Construction Co. after com- 
pletion by that company of the twenty- 
two story building, the Tishman organ- 
ization, through a subsidiary, the Mu- 
tual Benefit, has taken a twenty-one 
year lease on the land at a rental of 
$175,000 a year net, with renewal op- 
tions for additional periods. 

The new building, the first of the 
large post-war office projects to be com- 


pleted in New York City, was designed 
by Ely Jacques Kahn and Robert Allen 
Jacobs, architects. It contains approxi- 
mately 243,000 net square feet of space 
above the street floor stores. 

All the office space, with the excep- 
tion of one floor, and all the avenue 
stores but one have been leased to na- 
tionally known corporations and institu- 
tions for long periods of years. It will 
be known as the Universal Pictures 
Building, after the internationally noted 
film producing organization which has 
taken a twenty-year lease of seven 
floors. The entire Fifty-seventh Street 
half of the first floor was leased to 
Bankers Trust Co. for its uptown 
branch. Other tenants include Mon- 
santo Chemical Co., Lehn & Fink Prod- 
ucts Corp., Dorothy Gray, Ltd., Alcoa 
Mining Co., Electric Boat Co., Alvord & 
Alvord and Diamond Productions, Inc. 
A large amount of store, basement and 
sub-basement space has been taken by 
the Salvin Park Avenue corporation for 
a new restaurant. 


SALES CONFERENCE HELD 
Great National Life, Dallas, held its 
annual sales conference at Estes Park, 
Colo., June 15-20. S. J. Hay is president 
of the company. 


MADE ASS’T TRUST OFFICER 

Robert R. Ferguson has been elected 
an assistant trust officer of the Republic 
National Bank of Dallas, Fred F. Flor- 
ence, president, announced, 





not necessary. 





All replies treated in strict confidence. 
Underwriter, 41 Maiden Lane, New York 7, N. Y. 





ARE YOU INTERESTED IN GENERAL AGENCY WORK 


A large and well established general agency in New York City is inter- 


ested in an assistant. Preferably a young man under age 35, who has had at 
least two years life insurance experience in New York City and whose average 


annual production is not less than $250,000. Previous supervisory experience 


Box 1712, The Eastern 








Zinn and Van Duren, 


State Life, Died This Month 
Two officers of State Life of Indiana- 
They were Alpha 
vice president and su- 
mortgage loan depart- 
ment, and George C. Van Duren, treas- 
urer of the company. 

Mr. Zinn joined the State Life in 
April, 1932, coming from the Commerce 
Trust Co. of Kansas City, Mo., where 
he was vice president in charge of the 
mortgage loan department. He was 
born in West Virginia, attended public 
schools in Kansas and State Normal 
School at Emporia. He had more than 
forty years’ experience in the mortgage 
loan business, had served as president 
of the Mortgage Bankers Association of 
America and was for several years a 
member of the board of governors of 
that association. He is survived by his 
widow, Charlotte S. Zinn, two sons, 
Robert S. of Indian; ipolis and James A. of 
Detroit; a daughter, Mrs. Robert D. 
Eaglesfield, Jr., of Indianapolis, and six 
grandchildren. 

Mr. Van Duren was a native of Hol- 
land, Mich., and a graduate of the Uni- 
versity of Michigan in actuarial science. 
He joined the State Life in 1919, and 
was for several years superintendent of 
the statistical division. He became 
treasurer in 1939. His widow, a son and 
daughter survive. 


polis died this month. 
Alexander Zinn, 
perintendent, 


NEVER IN HISTORY 


has it been so necessary 
to take care of tomorrow 
with the resources of 
to-day. Life Insurance 
meets the challenge of 


the unknown tomorrow 


by the insight, prudence 


and resources of to-day. 
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MONTREAL 
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Marks 35th Anniversary 


JAMES M. CAMPBELL 


The thirty-fifth service annniversary 
of James M. Campbell, second vice 
president of the Metropolitan Life, was 
celebrated by his associates at the com- 
pany’s home office last week. Mr. Camp- 
bell is in charge of Group insurance ad- 
ministration for the Metropolitan, and 
has directed the installing and servicing 
of many of the largest Group insurance 
contracts. 





FRED H. PERRY, JR., APPOINTED 

Fred H. Perry, Jr., has been appointed 
general agent of the Manhattan Life in 
Utica, N. Y. Mr. Perry, who has been 
in the life insurance business since 1928, 
started in May of that year on a part 
time basis with Mutual Life in John- 
ston, N. Y. In 1937 he went on a full 
time basis with the same company in 
Oneonta, and in 1939 he became super- 
visor of Mutual’s Albany office. In 1943, 
after attending the Aetna home office 
school, Mr. Perry became supervisor of 
Aetna’s Albany office and later became 
assistant general agent with that agency. 





Interest Rates 


(Continued from Page 1) 


thrifty people who have accumulated 
funds, 

Tax Burden Not Relieved 
“Nor does it stop there. Colleges, 


hospitals, and other endowed institutions 
are being forced to make inflationary in- 
creases in their charges and thereby de- 


prive many deserving people of their 
facilities. Arbitrarily low interest rates 
are the equivalent of cutting endow- 


ments to a fraction of their former value. 


“It is open to serious question whether 
these unprecedentedly low rates even ac- 
complish their avowed purpose of re- 
lieving the tax burden. By removing the 
incentive to save and to venture, busi- 
ness activity stagnates and the tax yield 
diminishes, ; 

“In my opinion present interest rates 
are ‘penny Wise and pound foolish” As 
a life insurassce policyholder you should 
become actively interested in this vital 
matter.” 
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Nadler Gets Ovation 
At Indiana Seminar 
STARTS INVESTMENT LECTURES 
Believes Long Teens — Are Under 

Influence of a _ Restricted 


Mortgage Market 


Interest rates was first subject dis- 


cussed at the 1947 session of Life Of- 
ficers Investment Seminar convening in 
Indiana University’s School of Business 


in Bloomington July 23. In attendance 
were eighty-one executtves of  sixty- 
eight ALC companies. Three provinces 
of Canada had representatives present. 
It was the fifth session of the seminar, 
first being in 1940. 

Dr. Marcus Nadler, New York Uni- 
professor, was given an ovation 
when he appeared and gave the first 
lecture. It was his fifth appearance at 
the seminar over the years. 

Indiana University School of Business 
is in charge of Director Harry C. 
Sauvain, professor of finance, who has 
been a major figure in these seminars. 


versity 


Dr. Nadler, in his opening lecture, 
stated his belief that business on the 
whole will remain at a high level, al- 


though there may be a small decline in 
the fall. With business good, he expects 
Treasury policies to lend toward a 
lightening money market and a_tend- 
ency toward an increase in short term 
rates. However, he believes that long 
term rates are under the influence of a 
restricted mortgage market, which tends 
to push the long term rates down. He 
concluded that the Treasury policy of 
a 2Y%% long term rate is fixed and that 
be maintained. 
The Regents 

In arranging the current session, Dr. 
Sauvain has had the active cooperation 
of Norman H. Nelson, vice president, 
Minnesota Mutual, who is. chairman, 


it will 


financial section, ALC, and a member 
of the Regents. Other Regents are 
Dwieht L. Clarke, president, Occidental 
Life and president, ALC; Willard N. 


Boyden, vice president, Continental As- 
surance; Joseph M. Bryan, vice presi- 
dent, Jefferson Standard; Paul E. 
Fisher, treasurer, Indianapolis Life; 
David W. Gordon, financial vice presi- 
dent, Monarch Life; Robert L. Hogg, 
executive vice president, ALC; R. B. 
Patrick, financial vice president, Bank- 
ers Life Co.; R. B. Richardson, presi- 
dent, Western Life, Helena, and Robert 
Kk. Sweeney, president, State Life. 

The seminar lectures, at the rate of 
five or six a day, will continue through 
July 3, with a total of forty-nine 
scheduled. 


International Claim Ass’n 


Receives U. S. Navy Award 


Louis L. Graham, secretary of the 
International Claim  Associtaion, has 
announced that the United States Navy 
has awarded to the association a cer- 
tificate of achievement in recognition of 


its services to naval personnel during 
World War Il. The letter from Vice 
Admiral G. D. Murray which accom- 
panied the certificate stated in part, 


“Representative groups in virtually every 
endeavor unhesitatingly volun- 
teered to make available their particu- 
lar services and talents. Without them 
the welfare of our four million men and 


field of 


women in the Navy might well have 
suffered. A few such contributions have 
been of such manifest significance that 
the Navy desires to express to you its 


appreciation. Therefore, I take pleasure 
in forwarding the enclosed certificate of 
achievement, in recognition of your 
services in behalf of the United States 
Navy during World War II.” 

In accepting the award on 
the association Mr. Graham 
the appreciation of the member 
conipanies of the International Claim 
\ssociation for the splendid coopera- 
tion which resulted in the adoption of 
measures designed to expedite payment 
members of the armed 


behalf of 
expressed 


deep 


aims on 


Or ¢ 


torces. 








CHICAGO ELECTIONS 





Edwin S. Hewitt, President of CLU 
Chapter; Elaine K. Frank, Presi- 
dent Women Underwriters 
Edwin S. Hewitt has been elected 
president of Chicago chapter CLU, suc- 
Carl =. 
Lindstrom is vice president and A, R. 

Soule secretary. 

Elaine K. Frank, Penn Mutual, Stumes 
& Loeb agency, is new president Chi- 
cago Women Life Underwriters. 

John L. Chapman, City National Bank 
& Trust Co., is new president of Chi- 
cago Life Insurance and Trust Council. 


ceeding Eugene I. Rappaport. 


LOUIS LIPSKY, 
President 


EISENDRATH AGENCY CHANGES 

Several changes in the Julius M. 
EKisendrath general agency of Guardian 
Life were made known this week. Jack 
Windheim, for fourteen years a personal 
producer in the agency, has been made 
production manager succeeding George 





= P. rompl, Sriendly Service—Try 


EASTERN LIFE INSURANCE COMPANY 
OF NEW YORK 


386 FOURTH AVE. 
NEW YORK CITY 16 


ISSUES ALL FORMS OF INSURANCE 


One ard Five Year Renewable Term, Ten Year Term and Term Expectancy; 

Family Income Riders; Juvenile Insurance; Insurance with Annuity; Life 

Premiums Reduced One-half After Twenty Years; Limited Payment and 
Endowment Contracts; also sub-standard policies. 


For further information write Harry Yarin, V. P. and Sup't. of Agencies 


“A Company with a Friendly Atmosphere" 





JACOB ISH-KISHOR, 
Vice-President and Secretary 





3obbe who recently died. A. Aaron 
Press, CLU, becomes brokerage mana- 
ger, and Sally Pindek, agency cashier, 
has been appointed office manager. Mr. 
Kisendrath has just left for Europe for 
a six weeks’ vacation. 


A perpetual life insurance professor- 
ship at School of Commerce, University 
of North Carolina, has been established 
as a memorial to the late Julian Price 
who was president of Jefferson Standard 
Life. 

An endowment of $80,000 has been 
given the School of Mrs. Joseph Mc- 
Kinley Bryan and Ralph C. Price, the 


CAL. ASS’N ELECTS OFFICERS 

California State of Life 
Underwriters, at its meeting in Fresno 
Saturday, elected these officers: 


Association 


President, Wm. K. Murphy, retired 
4 a aes ? . + ae Pa 
general agent, Northwestern Mutual, daughter and son of Mr. Price. Ralph 
Los Angeles; vice president, Ed. E C. Price is an alumnus of the university. 


Income from the endowment will be 
used to supplement the state salary scale, 
and provide a salary that will permit the 


Noyes, general agent, California-West- 
ern States Life, Sacramento; secretary, 
Walter Gutchar, San Diego; treasurer, 


Harold Osborn, San Jose; executive UMversity to obtain a distinguished pro- 
committeemen. Harold § Parsons Los ‘'¢#90F of life insurance, and to teach and 
Anoeles | ‘Travelers life for southern conduct research in the field of life in- 


California, and Emil Rasmussen, Stock- SUrance education. 


ton, for northern Caliornia; national 
committeeman, Kellogg Van Winkle, 
CLU, agency manager, Equitable So- 
ciety, Los Angeles. 


“The Memorial Chair established by 
his children, perpetuates the record of 
Julian Price as an instrument in soundly 
conceived civic movements aimed at 











Our Maine 
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. +.» today, as always, is friendly, effi- 
cient SERVICE. 
It’s true. . . we’re not as large as many 
... yet can you judge on size alone? 
We honestly strive to measure our stake 
in the &ind of a job we do. And biggest 
and best . . . molding profits plus . . . 
are our gains in friendly service. 
Thanks to our Field Force, gains have 


become a Union Mutual custom! 
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PORTLAND MAINE HOME OFFICE 


Rolland E. Irish, President 
Harland L. Knight, Agency Vice-President 
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Julian Price U. of N. C. Scholarship 


making a happier and more prosperous 
state for our people,” said Doctor Frank 
P. Graham, president of the University, 


in announcing the endowment for thx 
trustees. 
An honorary degree of Doctor of 


Laws was conferred on Mr. Price at 
the Sesquicentennial Celebration of the 
University last year. He was cited as 
an “Insurance executive and communit) 
builder who had a creative part in many 
business enterprises and_ philanthropic 
causes and who has developed one ot the 
largest life insurance companies in the 
Southern states.” 

Mr. Price was a charter member of 
the Business Foundation, of the Univer- 
sity of North Carolina. He was actively 
interested in the Foundation’s effort to 
build the University School of Com- 
merce to a leading position in its field 
in the nation. 





Dineen Tells Fraternals 


They Cooperate With Dept. 

Superintendent Robert E. Dineen of 
New York discussed fraternal insurance 
and supervision in a talk before the 
Protected Home Circle in Buffalo June 
25. He said the Department has had 
many indications over the years of 
willingness of fraternal benefit society) 
leaders to cooperate with the Depart- 
ment in strengthening and improvement 
of their life operations. 

Mr. Dineen discussed amendments to 
New York law becoming effective this 
year and having to do with fraternal 
insurance. A new subdivision was added 
to Section 470 of N. Y. Act under which 
all fraternal benefit societies authorized 
to do business in this state are required 
to accumulate within seven years an 
additional contingency reserve equal to 
the difference between 3%4% reserves 
and the actual reserves maintained on 
certificates valued at interest rates in 
excess of 3%. 

Another act of N. Y. legislature i 
1947 deals directly with a problem pecu 
liar to fraternal benefit societies—tha 
of suspension or expulsion of members 





Harry W. Falconer Dies 


Harry W. Falconer, who was con 
nected with the Aetna Life Affiliate 
Companies for forty years before hi 
retirement in 1937, died June 18 i: 
Toledo. 

3orn in Washington, D. C., on Jul 
22, 1862, Mr. Falconer joined the Aetn 


organization as an agent in 1897 an 
later founded the general agency © 
Falconer, Dunbar and Picton (now 


Picton-Cavanaugh). 

During his long career with the Aetna, 
Mr. Falconer compiled an outstandin 
record in agency building and manage 
ment. He was prominent in the affair 
of both the Toledo and Ohio Associa 
tions of Insurance Agents. 

Mr. Falconer leaves his wife; a son, 
Robert D, Falconer, and a daughter. 
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New Business Gained in 
Great Britain in 1946 
PURCHASES NEARLY DOUBLED 
Death Benefit Payments Practically 
the Same; Increase in Average 

Earning Rate 

life 
year 


Purchases of new insurance in 
ireat Britain last were nearly 
louble the previous year’s total and 
nearly three times the 1940 figure, the 
institute of Life reported. 
The report is based on the experience 
of British companies doing a substan- 
tial portion of that country’s business. 

Payments to policyholders and bene- 
ficiaries for death benefits, matured en- 
lowments and surrender value pay- 
ments, were slightly higher in 1946 than 
in 1945 and about 11% greater than prior 
to the ware 

Death Payments Down 

Death benefit payments in 1946 were 
nractically the same as in the previous 
vear and less than in 1944, even though 
the total life insurance at risk was 
larger. Payments under matured en- 
dowments were down slightly in 1946. 
Calls for policy cash surrender values 
were up materially, being some 72% 
vreater than in 1945 and two and one- 
half times as great as in 1944. 

Total premium income of these com- 
panies increased 8% last year, the larg- 
est annual gain in many years, bringing 
the year’s total to nearly one-third 
more than prior to the war. 

Total policy reserves increased to a 
record high total, up about 7% in the 
vear, compared with an average in- 
crease of nearly 5% annually for the 
past Six years. 


Insurance 


Earning Rate Increased 
The British life insurance companies 
last year showed an increase in the 
average earning rate on invested funds, 
the year’s 349% comparing with 3.43% 
in both 1945 and 1944. The rate was 
3.81% the year the war started. In spite 
of last year’s improvement in earning 
rate, the British companies report some 
concern over the future of this rate, in 
view of the expanding program of na- 
tionalization of industries in England. 
\s portions of their investment portfolios 
are replaced with lower income produc- 
ing Government securities, upon being 
taken over, some effect will probably be 

felt in the over-all earning rate. 





SURVEY OF 10,000 AGENTS 
Agency Management Association Finds 
They Want Companies to Do 
More Advertising 

Life Agency Management Association 
recently conducted a survey among 10,- 
000 agents representing twenty com- 
panies in United States and Canada on 
the subject of “Job Satisfaction.” 

In reply to the question, “What could 
vour home office do to improve your job 
and help you become more successful ?” 

the request that the companies do 
more advertising ranked first among the 
branch office companies and _ fourth 
among companies having general agen- 
ies. 

Replies indicate that while the agents 
ire satisfied with the text of advertising 
copy they want more space taken in 
papers of their home towns. 


$18,000,000 PRU GROUP 
More than 5,600 employes of Con- 
solidated Gas, Electric Light & Power 
Co., Baltimore, have been covered un- 
ler Prudential Group. The policy bene- 
fits range from $1,000 to $15,000 and 
involve over $18,000,000. 








A. E. BRAUN GETS DEGREE 
_ Arthur E. Braun, president, Reliance 
Life of Pittsburgh, was given the hon- 
orary degree of Doctor of Laws by Uni- 
versity of Pittsburgh. A similar degree 
was also given George H. Clapp, a di- 
rector of the company. 


Add Speakers to Pension 


Program in New Orleans 
Harold K. Kramer, vice 
president of the Borden Company, has 
been added to the list of speakers at the 


assistant 


two-day conference on employe pension 
and profit-sharing plans to be held at 
New Orleans, July 9 and 10, under the 
joint sponsorship of the Chamber of 
Commerce of the United States and the 
New Orleans Association of Commerce. 
Mr. Kramer will take the place of Mr. 
E. G. Becker, assistant secretary, Libby, 





Have Own 


Your 


New York 7, N. Y. 





Private 
RENT FREE — TELEPHONE SERVICE 
Brooklyn life agency in heart of Borough Hall has this set-up to offer. If 
you are interested write Box 1715, The Eastern Underwriter, 41 Maiden Lane, 


Office 








McNeill & Libby. He will 
the afternoon of July 10, 

A. D. Marshall, assistant secretary 
of the General Electric Co., Schenec- 
tady, will be the other speaker on the 
program representing an employer with 
long experience in the operation of a 
pension plan. 


speak on 


Vancouver Supervisor 


Monarch Life Assurance. 


Winnipeg, 
announces the appointment of Geoffrey 
Van- 


M. Payne as supervisor of the 


couver, B. C., office. 
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KIDNEY IN 
BRIGHT’S 
DISEASE 










BRIGHT’S DISEASE 


NORMAL KIDNEY 


The group of diseases commonly termed 
Bright’s Disease usually results in a 
marked shrinkage in size of the kidneys, 
and always causes either a great reduc- 
tion in the number of glomeruli or a sub- 
stantial decrease in their ability to filter 
waste matter from the blood. One form 
of Bright’s Disease is caused by strep- 
tococcic infection and another group is 





| associated with high blood pressure. | 


Semi-schematic drawings by Jean LE. Hirsch 


Longer life for people past 40 


At the left above is a normal adult 
kidney. The odds are better than 200 
to 1 that both of yours are in this 
same healthy condition. 

The other is a kidney shrunken to 
about half normal size as a result of 
“Bright’s disease”—the common 
term for any of several kidney ail- 
ments. As recently as 20 years ago 
these were hopelessly incurable. But 
modern treatment results in encour- 
aging improvement and in a large 
percentage of cases the man or 
woman with kidney disease may 
enjoy many extra years of comfort- 
able living. 

A little over 100 years ago the 
English physician Richard Bright 
showed the connection between 
dropsy and diseased kidneys. The 
kidney studies of Bright and his asso- 
ciates marked the earliest recorded 
instance of joint research in medicine. 
A few years later physicians of the 
United States founded the American 
Medical Association, which is cur- 


rently observing its 100th anniversary. 

This century of medical progress, 
in which the AMA has played so 
stimulating a part, has radically im- 
proved the lot of man on earth— 
at first through a sharp reduction 
in infant mortality, more recently 
through an increase in the life ex- 
pectancy of older persons. In 1847 
the man of 40 had already outlived 
his life expectancy. Today he can 
look forward to at least 30 more 
years of pleasure and accomplishment. 

This brighter prospect for the mid- 
dle-aged comes from geriatrics, the 
science of helping older people enjoy 
life longer. It has disarmed such once- 
fatal ailments as diabetes, heart 
disease, pernicious anemia and in- 


NORTHWESTERN 
INSURANCE 


O. J. Arnold, President 





fections. It is fast finding the key to 
such others as cancer and the mental 
diseases. 

Full enjoyment of these years calls 
for financial solvency, best attained 
through a sound program of savings 
and lifeinsurance. Your NYNLagent, 
paid not primarily for how much 
insurance he sel/s you but for what 
you keep in force, has a strong interest 
to provide you with just the kind and 
amount of life insurance you need 
and can afford. He can help you plan 
wisely for a financially comfortable 
future through life insurance. 
FREE PAMPHLET: “The Bright 
Sid: of Bright’s Disease’’ tells of recent 
accomplishments in treating kidney ail- 
ments. Sent free on request. 
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Minneapolis 4, Minn, 
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Sennad CLU Institute 
At University of Conn. 


FIFTY-FOUR LEADERS ATTEND 


Institute, Which Began on June 16, Con- 
cludes Today; Prominent Faculty 
Conducting 


Fiftv-four leaders in the field of life 


underwriting, representing twenty -hve 


companies and coming from twenty 
states and the District of Columbia, at- 
tended the second Chartered Life Un- 
derwriter Institute, held on the campus 
f the This 
Institute, which began June 16 and con- 
cludes today, is jointly sponsored by the 
American Society of Chartered Life Un- 
the School of Business 


University of Connecticut. 


derwriters and 
\dministration of the University of Con- 
necticut. The program involved one ma- 
jor study project, estate planning. [very 
phase of estate planning, including real 
ind personal property assets, was COv- 
ered. Life insurance as an aid in es- 
tate planning was emphasized 
Members of the faculty included Dents 


B. Maduro, insurance consultant and at- 
forney ol Ne W York, who served as di 
rector of the Institute. Other faculty 


members include: J. Elton Bragg, CLU, 
manager, the Guardian Life, New York 
City: David B. Fluegelman, CLU, Krue- 
ver & Davidson Agency, Northwestern 
Mutual, New York City; Robert J Law- 
thers, manager, benefit department, New 
England Mutual, Boston; J. Frank Hon- 
old, second vice president in joint charge 
Chase National 
Mever M. Gold- 


of trust investments, 


Bank, New York City; 


stein, CLU, general agent, Connecticut 
Mutual Life, New York City; David 
Stock, attornev, New York City; C. Pres- 


ton Dawson, CLU, general agent, New 
Eneland Mutual Life, New York City; 
Dr. S. S. Huebner, president, American 
College of Life Underwriters, Philadel- 
phia 

lohn A. McNulty, CLU, manager ot 
the Times Square Ordinary Agency, 
The Prudential, New York, served as 
chairman of the committee which organ 
ed the Institute 


JOINS FRANKLIN LIFE 


Ransome J. Williams, Former Governor 
of South Carolina, Appointed 
State Manager 

Ransome J. Williams, formerly Governor 
of South Carolina and one of the leading 
personal producers of the Jefferson 
Standard, has been named state mana- 

er in South Carolina for the Franklin 
Life of Springfield, I. 

Mr. Williams, a graduate pharmacist and 
owner of a drug business, became asso- 
ciated with the Jefferson Standard Life 
in 1918. He represented that company as 
one of their outstanding agents for twenty- 
nine years, having led the company in 
production several times. 

\s a voung man Mr. Williams became 
interested in civic affairs and made his 
first venture into politics as Mayor, in 
which capacity he served for eight years. 
He later served in the State Legislature 
In 1942 he was elected to the office of 
Lieutenant Governor and after two years 
became Governor to fill the unexpired term 
of Governor Olin Johnston. At the com- 
pletion of this term he returned in January 
t 


0 private life and to his business interests 


DEATH OF DR. W. L. MANN 


Drowned in Lake at Summer Home in 
Ontario; His Career Was 
Distinguished 
Dr. William Lawson, Mann, medical 
director, Great-West Life and a promi- 
recently 


at Min- 


nent Canadian surgeon, was 


drowned at his summer home 
aki, Ontario. 

A native of England, Dr. Mann joined 
the Great-West Life in 1926 as associ- 
ate medical referee. In 1931 he_ be- 
came chief medical referee, and in Janu- 
ary, 1946, was promoted to fill the newly- 
created post of medical director. At the 
University of Manitoba, he was gold 
medallist in medicine and surgery. Later 
he became a Fellow of the Royal Cana- 
dia College of Surgeons and of the 
\merican College of Surgeons. He 
served during World War I as a sur- 
geon with the Canadian Army and per- 
formed on the field the second success- 
ful rib resection in medical history. 


Dr. Mann was a member of the board 
of governors of the University of Mani- 
teba. For many years he was associate 
professor of clinical surgery at that 
university. 


TWO CLUB CONVENTIONS 


President’s Club Producers of Bankers 
National to Meet Aug. 26-Sept. 1; 
Master Producers Sept. 3-6 

Bankers National Life of Montelair, 
N. J., has set the dates for its two club 
conventions and agents of the company 
have been advised. The Master Pro- 
ducers Club will gather September 3-6 
at Brighton Hotel, Atlantic City, N. J., 
and forty or more agents will attend. 
The President’s Club, composed of top- 
ranking producers of Bankers National 
Life, will take the Saguenay River 
cruise from Montreal and will stop at 
the Manoir Richelieu Hotel, Murray 
say. The party will leave New York, 
\ugust 26 and the convention runs until 
September 1. 

Home office 
both meetings, 


Pacific Mutual Field 
Agents Ass’n Organized 


\ representative group of field agents 
of the Pacific Mutual Life met recently 
in St. Louis to officially form the Pacific 
Mutual Field Agents’ Association. Offi- 
cers were elected and a charter and by- 
laws were written and officially accepted. 
The objectives of the association are to 
better represent the interest of policy- 
holders; to tmprove the status of the 
field agent; to extend and develop better 
understanding and greater cooperation 
between agents, general agents, and the 
home office; to extend and improve pub- 
lic relations; to function as an = inde- 
pendent organization, cooperating with 
general agents and home office. 

Officers of the association are Charles 
I’. Linder, president and R. Earl Den- 
man, vice president. Board of directors 
include lt. M. Alexander, Robert A. 
Brown, John H Drummond, Norman A. 
Herberts, Fred L. Hirsch, Joseph B. 
Love, Jr., C. French Payton, Theo, FE. 


executives will attend 


Root. Committee chairmen are Harry 
H. Bettelman, membership; Louis W. 
Brant, Jr, public relations; Royal L. 


Brown, correlation; Wallace J. Cham- 
plain, mutualization; Herbert W. Wiede- 
mann, finance 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
41 PARK ROW, NEW YORK 
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FRANK J. HAIGHT, President 
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M. Jay Ream President of 
Pittsburgh Association 


At the recent annual meeting of the 
Pittsburgh Life Underwriters Association 
M. Jay Ream, general agent of the Mutual 
Benefit Life since 1930, was installed as 
president of the organization for the com- 
ing year. Other officers installed at the 
meeting were Charles R. Gies, first vice 
president; Harold S. Brownlee, second vice 
president; Harry H. Chase, treasurer. 
Directors include Donald W. Hooton, P. 
Fred Kamens, C. Robert Schar and F. 
J. Stevenson. 

The meeting was addressed by James 
F. Malone, Jr., Pennsylvania Insurance 
Commissioner. 


Life Insurance Purchases 


During May Decrease 7% 


Life insurance purchases in the United 
States in May showed a decrease of 7% 
from purchases in the corresponding 
month of last year but were 44% greater 
than the aggregate reported for May 
in 1945 and were nearly twice the pur- 
chases for May in pre-war 1941, it was 
reported by the Life Insurance Agency 
Management Association, Hartford. To- 
tal purchases in May were $1,829,245,000, 
compared with $1,956,796,000 in May of 
last year and $968,668,000 in May, 1941. 

Purchases of Ordinary life insurance 
in May were $1,229,757,000, down 15% 
from May a year ago, but more than 
twice the total in May, 1941. Indus- 
trial life insurance purchased in May 
amounted to $372,892,000, an increase of 
4% over the corresponding month last 
year and 22% over May, 1941. Group 
life insurance purchases were $226,596,- 
QOO in May, an increase of 56% over 
May a year ago and nearly four times 
the figure for May, 1941. These pur- 
chases represent new groups set up 
and do not include additions of insured 
personnel under Group insurance con- 
tracts already in force. 

In the first five months of the year 
total life insurance purchases were 
$8,931,382,000, an increase of 4% over 
the first five months of 1946 and 95% 
over the corresponding period of 1941. 
Purchases of Ordinary life insurance 
accounted for $6,197,822,000 of the five 
months’ aggregate, a decrease of 3% 
from last year but well over twice the 
1941 total. Industrial life insurance pur- 
chases represented $1,792,864,000 of the 
current year’s total, an increase of 8% 
as compared with last vear, while Group 
life insurance purchases amounted to 
$940,696,000, an increase of 76% as com- 
pared with the first five months of last 
vear, 





HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 














Wanted 
Production Assistant 


Progressive agency of large New York 
City Life Insurance Co. has excellent 
opportunity for a man experienced in 
recruiting, training and management 
work. Salary and commission basis. 
Exceptionally fine future for a man 
with the right kind of ability and am- 
bition. Confidential. Box 1718, The 
Eastern Underwriter, 41 Maiden Lane, 
New York 7, N. Y. 











Prudential Big Risk and 
Disability Cover Action 


The Prudential has announced, in con- 
nection with disability coverage on large 
amounts and aviation risks, that the 
Premium Waiver Disability provision 
will hereafter be included in all policies 
issued at standard rates without limit. 
Continuing it says: 


Outstanding policies issued at standard rates 
without this benefit because the total amount of 
insurance exceeded $100,000 may be submitted 
with form Ord 376A requesting inclusion of the 
current provision, If approved by the proper 
Ordinary Policy Division, the benefit will be 
included at no extra charge. For policies dated 
after April 16, 1947 only the face of form Ord 
376A need be completed, if received at the home 
office on or before July 16, 1947. Since cover- 
age ceases at Age 60, requests should not 
be made for inclusion of this benefit where the 
insured is Age 60 or older. 

Je are also pleased to announce that effec- 
tive immediately policies issued with an extra 
premium for any aviation activity will include 
the Premium Waiver Disability provision. Out- 
standing policies issued with an aviation extra 
premium and without this benefit may be sub- 
mitted with form Ord 376A requesting inclusion 
of the current provision, If approved by the 
proper Ordinary Policy Division the benefit will 
be included at no extra charge. For policies 
dated after April 16, 1947 only the face of form 
Ord 376A need be completed, if received at 
the home office on or before July 16, 1947. 

revised aviation clause will be used in 
new issues which places no restrictions on the 
disability provisions. Outstanding policies issued 
with the old type aviation clause will be con- 
sidered for substitution of the new clause upon 
application to the proper Ordinary Policy divi 
sion accompanied by a statement from the in- 
sured that he is not now disabled as a result of 
past aviation activities. It will not be neces 
sary to send in the policy with such applica 
tions, 








EXECUTIVE WANTED 
Experienced party to organize and manage Industrial 
Life Department for established company. Official 
position to right party. Unusual opportunity. 

Address Box No. 441, Philadelphia 5, Penna. 
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Kenagy Sees Threats to 
Present Agency System 


ADDRESSES SPRINGFIELD ASS’N 





Proposed Social Security Expansion, 
Savings Banks, Unionism, Among 
Current Threatening Factors 





Threats to the agency system of life 
insurance were discussed by H. G. 
Kenagy, vice president, Mutual Benefit 
Life, at the annual meeting of the Gen- 
eral Agents and Managers Association 
in Springfield, Mass., last week. Mr. 
Kenagy helped to organize the associa- 
tion when it was founded eighteen years 
ago and has missed only one of the an- 
nual meetings since that time. 

Speaking on the agency manager’s 
part in improved public relations, Mr. 
Kenagy told these men that three 
threats to the present system have risen 
recently: proposed expansion of social 
security, savings bank life insurance and 
the threat of unionism, that is the 
unionization of agents which will de- 
velop a gulf between the field and home 
office, not previously in existence. 

The speaker emphasized methods 
which must be used by the Life In- 
surance Institute, life companies and 
agency managers to stress the impor- 
tance of the individual agent to the 
policyowners who must be made more 
fully aware of the essential nature of 
the agent’s services. 

To accomplish this he suggested that 
general agents do a better job of selling 
the agent and his services, not only to 
the policyowners but to the general 
public through publicity and prestige 
mailing. He further advised setting up 
a program through which every agent 
will become a leader in some good cause 
outside life insurance and concluded with 
what he considers the most important 
method—the upgrading of field forces 
through constant training and elimina- 
tion of less effective men, so that a 
higher and higher percentage of agents 
will be men who can give a high degree 
of service. 





Gardiner Agency Outing 


The annual outing of the Harry Gardi- 
ner Agency, John Hancock, New York, 
was held recently. During the day the 
male members played golf, tennis, and 
went deep-sea fishing. In the afternoon 
the female employes of the agency joined 
the party. The day was spent at the 
Manasquan River Country Club, Brielle, 
N. J. A’ reception was given by Mr. 
Gardiner at his home in Manasquan, after 
which dinner was served at the Country 
Club. About forty-five members of the 
agency spent the day and had lunch at the 
country club.’ There were approximately 
sixty-five at the reception and the dinner. 


Canada Life Continues 
1946 Basic Annual Scale 

The Canada Life has continued the scale 
of basic annual dividends adopted July 
1, 1946, for the dividend commencing 
luly, 1947. The principle of annual extra 
dividends has been continued. 

The rate of interest allowed on cash 
dividends left to accumulate and also on 
the proceeds of participating Ordinary 
policies left with the company will be 
3%, or the guaranteed rate if this is higher. 


UNION CENTRAL INCREASES 


Union Central production on life in- 
urance plans during May amounted to 
59,693,270, an increase of 18% over busi- 
ess closed during the preceding month, 
nd 43% over the company’s average 
\lav production for the past ten years. 


BUFFALO ASS’N OUTING 
The annual outing and field day of the 
Buffalo Life Underwriters’ Association 
vas held this week at the Transit Valley 
Country Club. General chairman was 
Lloyd W. Tooley. 


Life Insurance Credits, 
Payments at New High 


Total Estimated at $5,750,000,000; Ex- 
ceeded Premiums by 5%; Large 
Additional Income 

American life insurance companies last 
year paid or credited to policyholders 
and beneficiaries, through direct benefits 
or additions to funds guaranteeing poli- 
cies, 5% more than they received in pre- 
miums from policyholders, the Institute 
of Life Insurance reports. 

Last year’s benefit payments’and addi- 
tions to policy funds reach a new high at 
an estimated $5,750,000,000, which is 40% 
greater than the pre-war 1941 figure of 
about $4,000,000,000. 

Premium payments accounted for 78.5 
cents of the average income dollar of the 
life insurance companies in 1946. Inter- 
est earnings and other income made up 
the remaining 21.5 cents. 

Payments to policyholders and bene- 
ficiaries represented 40.5 cents of the 
average income dollar; additions to 
policy reserves established to meet future 
claims required 40.3 cents; and 1.5 cents 
were used to add to special reserves and 
surplus funds. These combined to make 
82.3 cents of payments to policyholders 
and beneficiaries or additions to funds 
guaranteeing their future benefits. 

Expenses of operation required 15.5 
cents of the average income dollar, 9.7 
cents going for agency commissions and 
expenses and 5.8 cents for home office 
and miscellaneous expenses. Agency 
commissions and expenses were higher 
than in the previous year, due to an 
usually large increase in new business. 
Taxes required 1.8 cents and dividends to 
stockholders, going to shareholders of 
those companies in which there is a stock 
interest, represented 4/10 of a cent. 

“The large increase in the ownership 
of life insurance in recent years, com- 
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Samuel D. Rosan Agency, Inc. 
GENERAL AGENT 
Continental Assurance Company - - - 
76 William Street, New York 5, N. Y. 
WHitehall 4-7697 


We Offer: Disability Inc. $10 per mo. per 1,000; Also Non-Can. A. & H.; 
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Unusual opportunity for A. & H. Brokerage Man 


Do you want to build a home office general agency for accident, health, 
and _ hospitalization—individual and group—in New York City? We 
have thousands of inquiries from local brokers to turn over to an 
Send complete resume of past experience to Box 
1717, The Eastern Underwriter, 41 Maiden Lane, New York 7. All 
replies treated in strict confidence. 








bined with the continuously falling rate 
of investment earnings, has resulted in 
increasing the portion of the average in- 
come dollar which comes from premium 
payments,” Holgar J. Johnson, Institute 
president, commented. “In 1941, the pre- 
miums contributed 76.3 cents of the dol- 
lar, while in 1946, they accounted for 78.5 
cents. In contrast to this, the portion of 
the income dollar coming from invest- 
ment earnings and other income dropped 
from 23.7 cents in 1941 to 21.5 cents last 
year. 

“In the uses to which the income dollar 
was put, there were also some changes. 
Benefit payments, though larger in ag- 
eregate, represented a slightly smaller 
portion of the average dollar in 1946, as 
compared with 1941. The additions to 
reserve funds were greater both in ag- 
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gregate and in percentage of the whole, 
reflecting the larger amount of insur- 
ance and greater age of many policies in 
force. 

“Expenses of operation, reflecting ris- 
ing costs and payrolls and increased bus- 
iness, required more of the average life 
insurance dollar in 1946. Last year’s 
figure was 15.5 cents, compared with 13.2 
cents in 1945 and 14.0 in 1941. 

“These average income dollar figures 
do not, of course, reflect the actual ex- 
perience of any one policy or policy- 
holder. They are averages of figures for 
the life insurance business as a whole 
and make no attempt to reflect the de- 
tailed processes by which life insurance 
operates. Benefit payments in any one 
year are largely paid from reserves pre- 
viously built up for the purpose and not 
from the current year’s income. The 
average income dollar figures give a 
long-range view of what happens to the 
life insurance dollar.” 





TEXAS APPOINTMENT 
Charles F. Burdette, formerly an as- 
sistant manager in charge of the Victoria, 
Texas office of The Prudential, has been 
appointed assistant manager in charge 
of the Austin office. He will continue to 
serve as part of the company’s San 
\ntonio Agency, under the managership 
of Frank B. Falkstein and replaces 
Carne C. Cunningham who was recently 
transferred to the company’s Buffalo 
\geney. 


HUTCHINSON ASS’N MEETING 

Kenneth Fitch, Million Dollar Round 
Table producer with the New York Life, 
Wichita, was speaker at the May 21st 
meeting of the Hutchinson Life Under- 
writers. The Hutchinson Association 
held their annual election at their June 
meeting, the third Wednesday and heard 
reports of the Kansas Association an- 
nua meeting and sales congress held in 
Topeka last month. President Keith 
Hayes presided. 





L. A. CASHIERS ELECT 

Life Agency Cashiers Association of 
los Angeles held its annual meeting 
recently and elected the following offi- 
cers: President, Naomi Allen, Ameri- 
can National Life; vice president, Carl 
Webb, Bankers Life of Des Moines; 
secretary, Katherine Sanborn, Pacific 
Mutual; treasurer, H. W. Goetz, Manu- 
facturers Life. 


COLUMBIA MANAGERS MEET 

W. Clyde Sisson, general agent for 
South Carolina of the Aetna Insurance 
Co., was elected president of the Life 
Insurance General Agents and Managers 
Association of Columbia at its recent 
annual meeting. Other officers elected 
included Karl Thompson, vice president, 
and James Lake, secretary-treasurer. 
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lieve that you will all agree that. this 

definitely good business. . . . Last but 
not least, this program has within the 
last year resulted in a direct gain in 

embership for the association of more 
than 300 members.” 

An Educational Need 
QO. J. Breidenbaugh, the National As- 


sociation’s executive secretary, dwelt at 


leneth on the benefits derived from the 
Purdue educational courses both from 
standpoint of individual production in- 
creases and public relations value. But 


he could not promise, in closing his sales 
congress talk, an ever-expanding educa- 
The that the 


\ssociation been 


tional program. reason is 


National 
to find 


able 
the 
Mr. 
job 
can 


has not 
someone 
program and move 
Breidenbaugh said: “I 
that takes about all 
muster.” 

His Cc 


“perhaps 


who can take over 
it forward, and 
have another 
the effort I 


this point was, 
that we have 
association by 


miclusion on 

we can hope 
erved our purpose as at 
pointing out and demonstrating the 
value of this type of program, and that 
radually we can shift the responsibility 
for carrying it on to someone who has 
the facilities and the time to carry it 


ward.” 








Logic in Selling 
By Carl A 
Leading 


Ernst, 
Producers 
his talk Mr. Ernst said that 
instead of “qualifying the prospect,” 
vhich is a fallacy, “the prospect quali- 
the agent, in the first inter- 
view or call.” He thought that this sen- 
should hang over the mirror of 
msurance man as a constant re 
its meaning and significance 
the question of es the 
from another ang Mr. Ernst 
a number of things 80 the pros 
has a right to expect of the insur- 
ance agent. Among them, the prospect 
is entitled to know about the A. & H. 
contract as it applies to him, and not 
to be given only the advantages of the 
contract itself and leave him hanging in 
mid-air as to their meaning and inter- 
pretation, 

Mr. 


penees 


Chairman, 


Round Table 


Opening 


hes you, 


tence 
every 
minder of 
Viewing 
prospect” 
vave 
pect 


Ernst also 


place in 


put himself in the 
discussing “knowl 
eds saying that it is a natural desire 
that '“T would want you to know your 
business as a doctor knows his_ pro 
ession, If as an agent come to 
ine hoping only to make a sale 
am bound to Isse confidence in your 
integrity and ability. However, if you 
«me to me beiieving in what you have 
offer and knowing how it will fit 


you 


l 


miy needs, you have a good chance »%I 
selling, 

“Know something about me” was an- 
other suggestion made by the speaker 
The prospect doesn’t want to tell the 
went previous history and position 

especially if it isn’t one full of ac- 
complishment. It’s up to the agent to 
gain such information on his own in 
stead of having to ask personal ques 


tions which may be embarrassing to the 
prospect. For example, don’t ask for his 
age a second time. Write it down the 
first time—not in years but the date of 
birth. 

\s to sincerity, Mr. Ernst 
our sales demonstration you can apply 
all the pressure you want just so long 
as you are sincere and honest with the 
Furthermore, the prospect dis- 
having a_ sale te thy down his 
Instead, give him a choice of 

He wants to be convinced, 
confused. . . . In explaining the 
the contract and referring 
disability from accident or 


said: “In 


prospect. 
likes 
throat. 


contracts. 
not 
benefits of 
to 


death, 
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sickness, talk about the nice things of point, but it is important to do so be- 
life. fore the agent has finished his demon- 

Giving the prospect’s slant on the stration, and he should see that each 
canned sales talk, Mr. Ernst said: “Any objection is fully explained. The speaker 
time you call on me and the thought then said: “A very effective close that 
eoes through your mind, ‘What am I that we use is that the prospect must 
going to say to him?’ something is qualify on three scores—(1) morally; 


(2) financially; (3) physically. We have 
found this produces the largest number 
of immediate sales. 


wrong. Don’t go on. Go back to your 
home or office, or drive around the 
block, and plan a sales talk. The quality 


of the sales story will vary in contrast “Occasionally a negative close works. 
to its preparation in advance. For example, take a sheet of paper, 

Mr. Ernst said the prospect is en- draw a line down the center, put in 
titled to intelligent answers to his ob- one column a mistake of $3 or $30 per 
jections. It’s not necessary to answer year as compared to a mistake involy- 
them in the midst of a good selling ing $100 or $1,000.” 





THE EXTRA MAN 
IN YOUR 
ORGANIZATION 





How good a brokerage service is depends entirely 


on the extent to which it Ae/ps the broker operate and earn money. 


Many brokers have learned that Connecticut General offers 


“ ” e ° ° ” 
an “extra man” for the broker’s organization, an “extra man 


who helps brokers create business. 


This man saves them time by having the answers to many 
technical problems at his fingertips . . . . . he brings the 
efficiency and convenience of all forms of personal insurance from 
one source . . . . . he has close contact with Connecticut 
General’s home office, whose underwriters are as close as his 


phone 


. . . And the extra man is as close as your phone. 


CONNECTICUT 
GENERAL 


LIFE INSURANCE COMPANY 
HARTFORD, CONNECTICUT 


BETTER SERVICE 
THROUGH BETTER MEN 


LIFE INSYRANCE. ACCIDENT ANO 
HEALTH INSURANCE, SALARY 
ALLOTMENT INSURANCE AND AN- 
NUITIES ALL FORMS OF GROUP 
INSURANCE ano GROUP ANNUITIES 





P. C. Raye Made Secretary 
Of New England Mutua! 


7 





PHILIP’ ( 


Philip C. Raye has been elected sec- 
retary of the New England Mutual Life, 
effective September 2, at time 
Morris I’, Capen, vice president and 
secretary, will relinquish the office of 


RAYE 


which 


secretary. 

Mr, Raye, a native of Rumford, Me., 
graduated Amherst College in 
1927, and entered New England Mu- 
tual’s employ in July of that year. Af- 
ter seven years’ experience in the actu- 
arial department he became assistant 
to the underwriting vice president in 
1934. He was elected assistant secretary 
in 1940. 

Mr. Raye’s responsibilities have included 
executive underwriting and personnel su- 
pervision and he has worked extensively 
on problems involving modernization of 
policy forms. During the war he super- 
vised the application of Federal regula- 
tions affecting alien policyholders as 
well as policyholders in enemy and 
occupied. territories. He has also been 
active in administering the agents’ and 
home office retirement plans. An au- 
thority on life insurance tax problems 
Mr. Raye is well known throughout the 
industry for his tax experience. 


H. R. Bassford Talks to 
New England Actuaries 


Putting aside the problems of 1948 
rates for a day and lacing out drives 
instead of pointing off decimals, more 
than 100 members and students of Actu- 
aries’ Club of Boston and Actuaries’ 
Club of Hartford recently gathered for 
an afternoon of recreation and an eve- 
ning dinner meeting at the Wachusett 
Country Club in West Boylston, Mass. 
Host companies to the group were the 
State Mutual Life and Paul Revere 
Life, both of Worcester. 

Special guests included Horace R. 
Bassford, president of the Actuarial 
Society of America ‘and vice president 
and chief actuary, Metropolitan Life; 
Bruce E. Shepherd, manager, Life In- 
surance Association of America; Presi- 
dent George Avery White and Secre- 


from 





tary Nelson P. Wood, State Mutual, 
and President Frank L. Harrington, 
Vice President J. Harry Wood and 
Secretary Joseph CC. Molder, Paul 
Revere. 

Featured speaker at the dinner was 


of 
was 
to 


the Actuarial 
“The Actu- 
the General 


President Bassford 
Society whose topic 
ary’s Responsibility 
Public.” 

Alson C, Patton, associate actuary, 
Paul Revere, was chairman of the com- 
mittee for the dinner meeting. Richard 
C. Guest, vice president and actuary, 
State Mutual, was honorary chairman 
and toastmaster. 
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Employes’ Trust Data 
For Plan Termination 


QUERIES OF INCOME TAX UNIT 


Details of Information Wanted; Ask 
What Will Become of Funds 
Under Plans 
The Pension Trust Division Informa- 
‘tion Service, income tax unit, Bureau of 
internal Revenue, has sent out a state- 
ient of procedure with respect to ter- 
mination and curtailment of Employes’ 
Pension, Profit-Sharing and Stock 
Bonus plans. Requests for ruling on 
ermination and curtailment of em- 
yloyes’ trusts and related plans are for- 
varded to the Commissioner of Internal 
Revenue for attention of Pension Trust 
livision. Information suggested by the 
income Tax Unit for filing with appli- 
ation for ruling in connection with 
hese terminations or curtailments fol- 
Ows: 

1. The date as of which the plan (is 
proposed to be) terminated. 

2. A statement setting forth the rea- 
sons and circumstances relative to the 
(proposed) termination. 


3. A tabulation in columnar form 
showing the information specified below 
with respect to each of the twenty-five 
highest paid employes, listed in the or- 
der of their compensation, and for all 
other employes as a group (showing the 
number in such group), covered by the 
plan: 

a) Name. 

b) Whether an officer. 

c) Percentage of each class of stock owned 
directly or indirectly by the employe or 
members of his family. 

d) Data, separately for each year of the 
plan’s operation, with respect to: 

(i) Total compensation, other than de- 
ferred compensation. 

(ii) Employer’s contribution. 

(iii) Employe’s share in forfeitures. 

(iv) Employe’s contributions. 

e) Totals for each of the columns under (d) 
above, for each year. : 

f) Summary columns showing in aggregate 
(totaled horizontally) for all years, with 
respect to each of the employes listed and 
all others, data similar to the items called 
for under (d) above. 

g) A final column showing the total value of 
benefits distributed or to be distributed 
to each of the twenty-five highest paid em- 
ployes and to all others. 

4. A schedule, showing for each of 

the years of the plan’s operation: 

a) The number of participants at the begin- 
ning of the period. 

b) The number added. 

c) The number who dropped out. 

d) The number remaining at the end of the 
period. 

5. A statement as to whether any of 
the funds under the plan will revert to 
or become available to the employer; if 
so, details are to be furnished. 

6. A statement with full particulars 
as to any funds under the plan which 
at any time were contributed in the 
form of or invested in obligations or 
property of the employer or related 
companies. 





~ 


NEW LOS ANGELES COMPANY 


Col. Victor F. Pettric, President of Citi- 
zens Life & Casualty; 
Other Officers 

Citizens Life & Casualty Insurance 
Co., Los Angeles, now being organized 
with $200,000 capital and $200,000 sur- 
plus, was promoted by Col. Victor F. 
Pettric, CLU, who is its president. Other 
officers of the company are William A. 
Munster, vice president, and Anderson 
B. Crowe, secretary-treasurer. The di- 
rectors are the three officers of the com- 
pany and Francis H. Breen, Dr. C. G. 
Sutherlin, Peter J. Kennedy and Philip 
Harding. 

Col. Pettric organized and put into 
operation a few years ago the Constitu- 
tion Life of America, which was taken 
over by the Postal Union Life. 





JOINS JOHN O. TODD AGENCY 

Edwin T. Naff has joined the agency 
of John O. Todd & Associates of the 
Northwestern Mutual Life, Chicago. The 
Todd agency was established in March, 


1944 


Great American Reserve 
Promotions Announced 


The Great American Reserve has an- 
nounced the promotion of Bob Bour- 
dene as manager of the Dallas Group 
and Franchise Agency, Robert T. Kav- 
anaugh as manager of the South Texas 
Group and Franchise Agency, and L. 
Erickson as manager of the Oklahoma 
and North Texas Group and Franchise 
Agency. In establishing managerial po- 
sitions in the Group and Franchise 
department the Great American Re- 
serve departs from its past procedure of 
handling this business out of the home 
office by placing the responsibility on 
each geographical section under the 
managers. 





OKLAHOMA CITY ASS’N MEETS 


Herndon Lackey, CLU, Massachusetts 
Mutual, was elected president of the 
Oklahoma City Association of Life Un- 
derwriters at a joint meeting of the city 
and state associations recently. Ed- 
ward E. Waller, CLU, Mutual Life of 
New York was named secretary and F. 
P. Mulkey, Phoenix Mutual, treasurer. 
Speaker at the meeting was Grant L. 
Hill, vice president and director of agen- 
cies, Northwestern Mutual. 


Football Star E. J. Rentner 
Joins Pru in Chicago 


Ernest J. Rentner, Northwestern Uni- 
versity football star of the ’30’s, All- 
American halfback in 1931, has joined 
Chicago Group sales office of Prudential 
as home office representative. Upon 
leaving college he played with Boston 
Redskins and during the war he served 
for three and a half years in U. S. 
Navy as a lieutenant commander. Dan 
B. Glanzer, associate district manager, 
Chicago Group office, is a Wesleyan 
University graduate who entered insur- 
ance in 1933. He was a lieutenant in 
the Navy. 


PAYMOBILE PAYROLL SERVICE 

The Business Men’s Assurance has 
just inaugurated a special check cash- 
ing service for its employes known as 
the Paymobile Payroll Service. The 
home office of the company is located 
away from the downtown section of 
Kansas City and as a result is not within 
walking distance of banks. In the past 
employes have found it necessary to 
make a special trip to town in order to 
cash their checks semi-monthly. The 
new service is available to all employes 
between 11:45 a.m. and 1 p.m. 





THERE’S 


LIFE in rue BERKSHIRE 


**This is the complete kit of up-to-the-minute prac- 
tical sales tools designed expressly to help you get 





business. You will find this material immensely 





helpful in obtaining live leads, paving your 
way to sales interviews and in closing business.” 





ES, the Manual of Sales Literature is an up-to-date 
catalogue and ready reference file of printed sales 
tools which have met the test of proved results. 
Samples of all printed pieces available to Berkshire 
Associates are classified and filed according to the 
twenty-three basic needs for life insurance, with an ex- 
planation of the purpose of each item and suggestions 
as to how it may be used most effectively. 


 Beckshwoze 
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LIFE INSURANCE COMPANY 


INCORPORATED 1851 
HARRISON L. AMBER, President 


PITTSFIELD, MASS. 
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Fluegelman Endorsed as 


NALU Trustee Candidate 





DAVID B. FLUEGELMAN 


North- 


western Mutual Life, has been endorsed 


David B. Fluegelman, CLU, 
as a trustee candidate of the National 
Association of Life Underwriters by the 
New York State Association of Life Un- 
derwriters, the Life Underwriters’ Asso 
ciation of the City of New York, affili- 
ated New York City organizations and 
by member associations of the New York 
State Association. Mr. Fluegelman, who 
is a past president of the Life Under- 
writers Association of the City of New 
York, is currently serving as president 
of the New York State Association 





HEARD On The WAY 











In a summary to a booklet published 
last year which summarized the first 
two years of insurance as _ interstate 
commerce, the special committee on 
insurance law of the American Bar As- 
sociation’s insurance section (John V. 
Bloys, Life Insurance Association of 
\merica, chairman), the statement is 
made that restoration of the retaliatory 
laws in three states was an indirect re- 
sult of the SEUA decision although it 
was an entirely unrelated type of legis- 
lation. 

These states, Maine, Maryland and 
Oregon, re-enacted their retaliatory 
laws which had been repealed in 1945. 
The 1946 Supreme Court decisions in 
Hobbs v. Pacific Mutual and Pruden- 
tial v. Benjamin, dispelled the fear 
generally felt in 1945 that the tax im- 
posed on foreign companies by retalia- 
tory laws violated the Commerce Clause 
of the federal Constitution. 

Premium tax laws in six states were 
amended to restore exemption or lower 
rates for domestic companies. ‘These 
states are: Arkansas, Maine, North Car- 
olina, Oklahoma, Oregon, Washington. 

Prior to the Supreme Court’s decision 
in Prudential v. Benjamin (June_ 5, 
1946), such favored treatment of domes- 
tic companies had been feared to be a 
discrimination against interstate com- 
merce and a violation of the Commerce 
Clause, 

Uncle Francis. 


SPARTANBURG ASS’N ELECTS 

Walker Holt was reelected president of 
the Spartanburg (S.C.) Life Underwrit- 
ers Association at a meeting held re- 
cently. C. E. Harper was named vice presi- 
dent; J. I. Ratteree, secretary-treasurer. 
3oard of directors includes Perrin Dar- 
gan, Harry Wilkins, J. W. Fincher and 
Gilmore Daniel. 
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Panel Discusses Business Insurance 


A panel of three agents on “Selling 
Business Insurance, was the feature of 
the Wednesday morning session of the 
Mutual agents associa- 
tion convention in Atlantic City last 
week. Presided over by John M. Ham- 
mer, Jacksonville, the panel included 
Allen B. Coffman, Philadelphia; George 
M. Galt, Springfield, Mass., and T. 
Loehl O’Brien, CLU, Washington. 

Mr. Coffman told of ideas that pro- 
duce business insurance. “In selling 
personal insurance, it is necessary to 
appraise the dollar value of the pros- 
pect’s life to himself and his family,” 
he said, “and for a business it is nec- 
essary to determine the value of a 
man to the organization. To produce 
business insurance, the agent must con- 
stantly think of the concern’s needs. 

“There is no set rule for selling busi- 
ness insurance. There are various 
methods. Some underwriters develop 
cases through the solicitation of per- 
sonal business on the lives of corpora- 
tion officers, while others use the direct 
business insurance approach, which 
often develops business insurance and 
personal insurance at the same time. 
A plan for disposing of a stock inter- 
est, for example, presents opportu- 
nities for planning the estate of all the 
You don’t have to be an at- 


Massachusetts 


owners. 
torney, banker, or C.P.A., but you 
should be familiar with commercial 


reports and be able to interpret them,” 
Mr. Coffman stated. 

“The business insurance approach 
taps a rich source of business. It may 
be a sole proprietorship, partnership, 
stock purchase plan, retirement or pen- 
sion plan, key man or deferred compen- 
sation plan, executive employment con- 
tracts, estate plannine or other forms.” 
Mr. Galt spoke on key man insurance. 
Business life insurance is a necessity,” 
he said, “for almost any corporation is 
faced with the impending problems 
which arise from the necessity of trans- 
ferrin or liquidating a deceased own- 
er’s interest in the business, and from 
losing the services and_ specialized 
ability of a key man. Most companies, 
he went on, realize today that it is 
not so much the physical assets that 
make for the growth and success of a 
business as it is the man whose brain- 
power makes profits possible. Most 
business men recognize or can be shown 
the need for indemnification against the 
loss of this most perishable asset.” 

Mr. O’Brien, considered business in- 
surance selling procedures. He treated 


three aspects: the “who,” the “how,” 
and “when.” One point he stressed 
was that it is vital in selling busi- 





Cc. A. LEAF LEAVES FOR MANILA 

Carl A. Leaf, assistant secretary of 
United States Life, left recently for 
Manila, where he will continue his duties 
as supervisor of Far Eastern under- 
writing for the company. His departure 
was announced by Dr. J. Albert Avrack, 
vice president and medical director. 

Mr. Leaf, who joined United States 
Life in 1943, is a native New Yorker and 
studied banking and finance at Columbia 
University. In 1938 he joined Provident 
Mutual’s Sprague agency, and_ three 
years later was made brokerage super- 
visor. 


NAMED BY METROPOLITAN 


The Metropolitan Life has announced 
that Edward D. Hanson, formerly field 
training instructor for the New Eng- 
land territory, has been appointed mana- 
ger and placed in charge of the North 
Adams, Mass. district and Arthur J. 
Pariseau, formerly manager of the com- 
pany’s district office at Biddeford, Me., 
has been placed in charge of the Man- 
chester, N. H. district. Mr. Hanson suc- 
ceeds Lewis W. Merrow who has been 
transferred to Wakefield, Mass., district. 
Mr. Pariseau succeeds J. G. D. Le Bel 
who has retired under the company’s in- 
surance and retirement program. 


ness insurance to a partnership, to talk 


with both partners, not just one. One 
will not be able to decide for both; 
he will discuss any proposition with 


his associate, and the proposition may 
suffer. If the agent is trying to sell 
two or more men on a joint proposi- 
tion, he must talk to them jointly. 

The agent must take particular care, 
he said, in speaking with a client. The 
old expression, “It is not what you say 
but the way you say it,” is only too 
true in insurance selling. More sales 
have been lost, he went on, by failure 
to answer carefully questions the pros- 
pect asks, to make certain that the an- 
swers cannot be misinterpreted. 

In answering his own question “What 
is a proper sequence of events to use?” 
he mentioned different schools of 
thought—setting up the agreement first, 
getting policies in force first, or con- 
centrating on kev man insurance. He 
advocated that the medical examina- 
tions be concluded first. If the pros- 
pects are uninsurable, they cannot set 
up an agreement covered by insurance. 
The agent has also protected himself 
by determining their eligibility. When 
the agreement details are completed 
before ordering the policies, time is 
saved for both applicant and agent. 


Girard Life Convention 


Held at Virginia Beach 


Planned and conducted largely by the 
Girard Life Agency Association, the 
company’s first real post-war conven- 
tion was held recently at Virginia 
Beach. Representatives qualified for the 
convention by their production over a 
fifteen-month period. 

The convention was presided over by 
Theodore C. Jay, Newark, retiring presi- 
dent of the association. Among the home 
office officials that addressed the conven- 
tion were Walter K. Hardt, president 
and George A. Adsit, executive vice 
president. 

New officers and directors of the Gir- 
ard Life Agency Association for the en- 
suing year are A. Stanley Hyde, Phila- 
delphia, president; L. L. Williams, De- 
troit, vice president; Raymond S. Lerch, 
Reading, secretary-treasurer. 


JOINS NEW ENGLAND MUTUAL 

Horace E. Corwin, of Mineola, is now 
associated with the Brooklyn general 
agency of the New England Mutual Life. 
A graduate of Syracuse in 1940, Mr. 
Corwin is an Army veteran with nearly 
three years’ service. He is a former 


vice president of Phi Delta Theta frater- 
nity and is a member of the American 
Legion. 



































































































































































HEAVY, 


HEAVY 
HANGS... 


Tn HEAVY HANGS the mortgage over the uninsured 
home owner and his family, unless... . 


...Unless he is protected under one of Occidental’s three 
new “Home Security Plans” for mortgage borrowers. 


Two of these plans provide payments to meet the 
mortgage instalments during disability, as well as at 
death. This is the something new that sells them. 


These new policies are written on individuals or on large 
groups of the borrowers of a common lending institu- 
tion. Group, Wholesale or Ordinary plans may be used. 


Home Security Plans” is our new book that tells complete 
facts about all three plans. Write for a copy-today! 




















































































































OCCIDENTAL LIFE Insurance Company 


of California * V.H. JENKINS, Senior Vice-President 


“We pay lifetime renewals-they last as long as you do” 





Doctor of Law Degree to 
Stevenson From Temple U. 


On June 19 John A. Stevenson, pres 
dent, Penn Mutual Life, was the con 
mencement speaker of exercises at Ten 
ple University in Philadelphia. He re 
ceived the honorary degree of Doctc: 
of Law as did James H. Duff, Govern 
of Pennsylvania. 

Mr. Stevenson, at the commencemei 
exercises in Convention Hall, spoke t 
893 graduates and about 3,000 othe 
guests attending the ceremony. Tl 
theme of his address was that more edu 
cation of the type adapted to meetin 
the problems of the modern world 3; 
needed if democracy is to be preserved 
He said that the hope of democracy 
“does not lie in yearning for the type 
of leadership that will solve our difficu! 
ties, but in the willingness of enlight- 
ened individuals to put their shoulders 
to the wheel in solving the problems 
which exist in their spheres of activity.” 





CONN. MUTUAL LEADERS 

The Connecticut Mutual Life Insur- 
ance Company has announced that Fred 
Brand, Jr., Pittsburgh, led all Connecti- 
cut Mutual representatives for the club 
year just completed. Noel C. Willis, 
Houston, led all agents of the company 
in number of cases, with 388 to his 
credit for the year. Richard W. Moore, 
Detroit, is the leading first year agent 
in amount of life insurance; Charles 
H. Gibson of San Antonio led the first 
year agents in number of cases; Robert 
A. Grashorn of Grand Rapids led the 
second year agents in amount of life 
insurance; and Margaret L. Whelpley 
of Portland, Maine led the second year 
agents in number of cases. : 

Vice President George F. B. Smith 
stated that the club year just closed 
shows a larger number of agents in 
the higher production brackets than in 
any previous year, the total number be- 
ing 26% greater than the previous high 
year which happened to be 1946, 





METROPOLITAN FIELD CHANGES 

Ervin A. Riechman, formerly manager 
of the Metropolitan Life’s Humboldt, 
Chicago, district, has been placed in 
charge of the Elgin, IIl., district succeed- 
ing Edson H. Chapman who has been 
transferred to Central Park (Chicago) 
district. Thomas J. Groark, formerly 
manager at Nyack, N. Y., takes over 
at New London, Conn., succeeding 
George E. Mott. 
_ Mr. Riechman joined the Metropolitan 
in 1930 as an agent and was advanced to 
assistant manager in 1933, He was made 
a field training instructor in 1944. Mr. 
Groark joined the company as a clerk 
in the home office in 1926 and became 
an agent at Bridgeport in 1928, In 1934 
he was made an assistant manager and 
subsequently became field training in- 
structor, field training supervisor, and 
agency supervisor. He was appointed a 
manager in 1946, 


N. C. ASS’N NAMES OFFICERS 

A. P. Mulligan, of Greensboro, has 
been elected president of the North 
Carolina Association of Life Underwrit- 


ers. Other new officers, elected at the 
recent annual meeting in Winston- 
Salem, include Charles N. Siewers, 


Winston-Salem, first vice president; 
Reuben Johnson, Asheville, second vice 
president; N. W. Peterson, Charlotte, 
treasurer; Robert T. Bridges, Greens- 
boro, secretary. Joseph Babb, Durham, 
was reelected national committeeman. 





AMA AWARDS DIPLOMAS TO 67 

Sixty-seven students of the re- 
cent Agency Management Association’s 
school conducted at the Chateau Fron- 
tenac, Quebec, have been awarded diplo- 
mas by the association. During the 
course, agency executives studied new 
training techniques, methods of select- 
ing, and other administrative and sales 
subjects. 
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Named General Agent 
The New England Mutual Life, Boston, 
has appointed J. Hicks Baldwin, CLU, as 
veneral agent for the District of Columbia. 
\ native of Washington, he attended the 
local public schools and graduated from 
\llegheny College in 1927. He immediately 


became associated with his father’s life 
insurance agency and in the past twenty 
years has become one of the city’s out- 
standing producers. 

Mr. Baldwin earned his designation as 
a CLU in 1932. He is a past president 
of the District of Columbia CLU Chapter, 
4 member of the District of Columbia 
Life Underwriters Association, and Phi 
Kappa Psi and Delta Sigma Rho fraterni- 
t1es. 

During World War II, Mr. Baldwin 
served in the Coast Guard for three years 
and at the time of his release held the 
rank of lieutenant commander. 





PROFIT-SHARING 
Term Has Many Definitions, Says 
M. M. Goldstein Talking to 
CLU Institute 

There is much confusion in connec- 
tion with the relationship of profit- 
sharing plans to labor relations. In fact 
the term profit-sharing itself means dif- 
ferent things to different people. In the 
final analysis all employe benefits are 
derived from profits. For instance, to 
Henry Ford I, running a young company 
in a young industry, it may have meant 
the highest possible regular pay en- 
velope. To others like Eric Johnston, it 
means a formal profit-sharing bonus in- 
centive plan, but also as take home pay. 
To other employers, like Sears Roebuck 
& Co. it means a formal profit-sharing 
plan to accumulate funds, primarily in- 
vested in its common stock, to provide 
some retirement benefits for its em- 
ployes. To other employers, numbering 
in the thousands, including A. T. & T., 
it means that profits are being distrib- 
uted to employes in the form of a re- 
tirement and disability plan. To such 
employers as Standard Oil of N. J. an 
older company in an older industry, it 
is expressed through not only high 
wages but also a pension plan and other 
employe benefits such as group life in- 
surance. To other employers, such as 
Bankers Trust Co. of New York, it 
means a good pension plan and a de- 
ferred distribution profit-sharing plan 
with the privilege to participants to in- 
vest their profit-share in the bank’s 
common stock. 

These were the opening remarks of 
Mever M. Goldstein, director of the 
Pension Planning Co. of New York, at 
the University of Connecticut’s Second 
Chartered Life Underwriter Institute 
held on June 23, 1947, 





Leyendecker-Schnur Move 
The Leyendecker-Schnur Agency, 
Guardian Life, is now located at 25 
Cliff Street, New York. The agency 
moved from their former headquarters, 
84+ William Street, last Friday. Started 
in 1934, the Leyendecker - Schnur 
\gency is one of the company’s top- 
producing agencies. The agency reports 
hat its paid-for business for the past 
orty-seven consecutive months has to- 
taled more than $1 million per month. 
lhe agency’s record year was 1946: 
$16 millions on over a thousand lives. 





ON REPUBLIC NATIONAL BOARD 

James C. Dycus, vice president of the 
Oak Cliff Bank and Trust Co., has been 
named to the board of directors of Re- 
public National Life, according to an 
innouncement by President Theo. P. 
Beasley. He has also been made a mem- 
ber of the finance and investment com- 
nittee. 





EAST ORANGE HOUSING 
Construction work on the four-build- 
150-unit, East Orange (N. J.) hous- 
wroject of The Prudential will start 


i 
July 1. 
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Took Near Fatality to Lead Agent 
Into Accident and Health Selling 


An interesting personal history story 
which reveals why he is a leader in 
selling accident and health insurance 
was written by Francis P. White of the 
Cleveland agency of the Aetna Life In- 
surance Co., and published in the cur- 
rent issue of “The Life Aetna-izer.” Its 
title is “Double Trouble.” 

Mr. White led all of his associates in 
the Cleveland agency of the company 
in 1946 and ranks well up in the roster 
for 1947. Exclusively a life insurance 
salesman from 1923 to 1937, it took 
near-fatality and knowledge that he 
himself had no accident and health in- 
surance to persuade him to devote a 
great deal of his time to this line. 

While in Mr. White’s own case, it was 
first the need of health insurance which 
he did not have and then the need for 
accident insurance, which by this time 
he did have, he feels that these two 
coverages should be sold as a unit. His 
lack of health coverage which so im- 
pressed him is told in his own words: 


Underwent Tonsillectomy 
July, 1937, 


expecting to be confined 


I underwent a simple 
tonsillectomy, 
to bed about one day and back on the 
job in about three days. However, things 
did not work out as planned. I was con- 
fined to bed for eight months and was 
not able to return to work for eighteen 
months. My surgeon, who was consid- 
ered one of the best throat specialists 
in this section of the country, had on 
his hands his first ‘pulmonary abscess 
following tonsillectomy’ case, and I was 
it. 

“I not only had refrained from selling 
health and accident insurance, but I had 
also neglected to buy any for myself. 
| think you will agree that this experi- 
ence should cause me to be genuinely 
enthusiastic about health insurance. 


In Automobile Accident 

“Now for accident insurance. In 1941, 
| was comfortably riding as a passenger 
in the front seat of a new Buick sedan. 
It was a beauty and had only about 
eight thousand miles on the _ speed- 
ometer. The driver, one of my _ best 
friends, drives thousands of miles a 
year and is considered an_ excellent 
operator; however, a large truck and 
the Buick reached the same spot at the 
same time, and when they met each 
car was stopped by the impact, but I 
continued to travel through the wind- 
shield. A perfect profile was left in the 
shatterproof glass. (I understand it was 
shatterproof before my face hit it, but 


my face changed all that.) Within a few 
minutes | was reclining in an ambu- 
lance and entering the city of Terre 
Haute, Ind., preceded by a motorcycle 
police escort. (The Buick was junked.) 
Oh yes, I had purchased Aetna accident 
and health insurance in the interim be- 
tween the date of my recovery from the 
illness and the date of the accident, and 
was I glad! 

“There were hospital, nurses’ and doc- 
tors’ bills and then the plastic surgeon. 
If it had not been for the plastic sur- 
geon, it would not have been possible 
for me to have continued my business 
of contacting the public. I could not 
have expected anyone to subject himself 
to gazing upon my face, the appearance 
of which was terrible. Thanks to my 
plastic surgeon, the appearance of my 
face no longer causes people to shud- 
der. Don’t misunderstand me; it is still 
far from handsome. Most important of 
all, I do not hesitate to meet people 
on account of my face—thanks to my 
accident policy which contained medical 
expense reimbursement which paid all 
the bills (and they were for plenty). 
Does this explain my enthusiasm for 
health and accident insurance? Don’t 
you think you owe it to your clients to 
offer them this protection? I do.” 





To Revise Aptitude Index; 
Letter Goes to Companies 


The Aptitude Index, widely used de- 
vice for the selection of life insurance 
agents, will undergo a careful reexami- 
nation and revision, it has been an- 
nounced by Dr. S. Rains Wallace, 
Jr., Agency Management Association 
research director. In a circular letter 
to the member companies asking their 
cooperation in the project, Dr. Wallace 
said the following questions would be 
answered: 

How good a job is the Aptitude Index 
doing today? How can it be revised 
to a do a better job? Is the present 
scoring system well adapted to today’s 
recruiting and selection situation? Can 
more accurate prediction be accom- 
plished with other tests? Can a num- 
ber of tests be combined with the Apti- 
tude Index to give us even more effec- 
tive selection? If so, what is the best 
method of combining the scores on 
these tests. 

Member companies have been asked 
to set aside September during which 
all agent selection test forms of any 
kind will be sent to the Association 
research department. They will include 
all men tested. A unique aspect of this 
study will be the inclusion for the first 
time of data on the test scores of men 
who are not hired. 
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Weed s Gussee Million 
Table Now Totals 78 


RUTH M. KELLEY IS CHAIRMAN 


Roster of 1947 Has 37 Additional Quali- 
fiers; Qualifying Period 
Closes July 31 


With 
thirty-seven additional qualifiers, the 
roster of the 1947 Women’s Quarter 
Million Dollar Round Table of the Na- 
tional Association of 


announcement this week of 


Life Underwriters 
now totals seventy-eight, 
Ruth M. 


troit, chairman. 


according to 
Manhattan Life, De- 
Twenty-nine of this 
total have qualified for the Round Table 
for the first time this year; 
qualified for two 
twelve 


Kelley, 


sixteen have 
successive years; 
have qualified for three succes- 
. to become new life members, 
and twenty-one are already life mem- 
bers who have qualified again this year. 

Che qualifying period for this year’s 
Round Table closes July 31. Applica- 
tions must be filed before August 10. 
Requests for application forms and add 
tional information should be addressed 
to Ruth M. Kelley, Manhattan Life In- 
surance Co., 854 Buhl Building, Detroit 
26. 

Plans for this year’s meeting of the 
Women’s Quarter Million Dollar Round 
lable, to be held at the time of the Na- 
tional Association’s annual convention 
in Boston, include a Round Table lunch- 
eon on Monday, September 8, to be fol- 
lowed by a program honoring the found- 
ers and charter members of the organi- 
zation. rhe annual meeting and election 
of officers of the Round Table will be 
held that afternoon. On Tuesday eve- 
ning, September 9, a reception will be 
civen for the members of the Round 
lable, which will be followed by the an- 
nual banquet. \ll members of the 
Round Table are invited to attend these 
functions. 

The names of those appearing 
second list of qualifiers are: 

First year qualifiers: Anna Barber, Aetna 
Life, West Palm Beach, Florida; Kathryn Kays 
Lez arned, New York Life, Normal, Illinois; 
Selma Roos Levy, Connecticut Mutual, Houston; 
Mes. Albert M. I zight, National Life of Ver- 
mont, Detroit; Eunice W. Mecaskey, Connecti 
cut General, Kansas City, Missouri; Elizabeth S 
Mowatt, Penn Mutual, Detroit; Frances W. 
Reimenschneider, Penn Mutual, Lansdowne, 


Pennsylvania; Iva D. Tucker, CLU, Central Life 
Assurance Society, Wausau, Wisconsin: Helen 


sive years 


on the 


R. Ulrich, Equitable Society, New York, and 
Edna A. Webb, Equitable Life of lowa, St. 
Louis 

Second year quailfiers: Jean Begleiter, New 


York Life, New York; Alice C. Boone, Con- 
necticut Mutual, Hartford; Therese J. Cohn, 
CLU, Equitable Society, Portland, 
Elizabeth B. Cook, National Life of Vermont, 
Baltimore; Ouida N. Cox, Kansas City Life, 
Phoenix; Esther C. Hollmer, John Hancock, 
Dallas; Mary LaBella, Manhattan Life, Los An- 
geles:; Florence M. McConnell, John Hancock, 
Galesburg, Illinois; Winnifred P ickering, Canada 
Life, Toronto; Hazel Pink, Canada Life, Tor- 
onto, and Leola A. Zavodsky, Equitable Life of 
lowa, Cedar Rapids. 
New life members: 


Gladys C. Brockus, Cali- 


fornia-Western States Life, Corpus Christi; 
Mabel J. Kester, CLU, Equitable Society, Port- 
land, Oregon; Agnes C. Schuette, CLU, New 


York Life, Chicago; Mabel E. Smith, Massachu 
setts Mutual, Springfield, Ohio; Eva N. Wal- 
ters, Prudential, Charlotte, N. C., and Genevieve 
Wernicke, Equitable Society, Cincinnati. 

Life and qualifying members: Isabel L. God 
win, Equitable Society, Hempstead, Wei 
Minna W. Hensley, Franklin Life, Salina, Kan- 
sas; Lillian L. Joseph, Home Life, New York; 
Rae C. Levy, Johm Hancock, Dallas; Ann 5S. 
Liston, Northwestern Mutual, South Bend; Mil 
dred P. Miller, Penn Mutual, Kansas City, 
Missouri; Estelle W. Nagle, New York Life, 
San Francisco; Lillian Oliver, Security Life & 
Accident, Atlanta, Texas; Lillian L. Probst, 
Franklin Life, West Columbia, Texas, and B 
Ruth Loehr, Lincoln National, Cleveland. 


MADE AN AETNA pr ago 

Richard P. Fuchs, of the C. E. Clinton 
general agency of the Aetna Life Insur- 
ance Co. in Omaha, Nebraska, has been 
named an instructor in the company’s 
life insurance schools in Hartford. He 
first became associated with the Aetna 
Life in December, 1945, and qualified in 
1946 and 1947 for the company’s Region- 
naires, an organization of leading sales- 
man for the Aetna Life. He attended 
Grinnell College and the University of 
Nebraska. 
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AGENTS’ STATUS UNDER NEW 


SUPREME COURT OPINION 

The moot point of whether a salesman 
of insurance is an employe of an insur- 
ance company or an independent con- 
tractor under Social Security is up for 
discussion again as a result of the 
recent United States Supreme Court de- 
United States vs. 


cision in the case of 


Silk Coal Co. The latter is a Kansas 
corporation. Majority opinion was 
given by Justice Reed 

Before 1940 there were a number of 


rulings in the Treasury and elsewhere 


based upon what is called the common 


law definition of employe—that he is 
an independent contractor, Then, along 
came a decision in the Labor Relations 
Board vs. Hearst Publications in which 
California newsboys were held to be 
employes under the labor act. When 


that case was decided by the Supreme 
Court of the United States the higher 
court said that the 


tion of employe was not the test under 


common law defini- 


the labor act as all the objectives of 
the legislation had to be taken into 
consideration. 

The Silk Coal Co. case adopts the 
definition in the Hearst 
purpose of the Social Security Act, the 
Hearst 
act. 

The broad question now confronting 
new 


case for the 


case being based on the labor 


the insurance business is does the 
opinion mean that life insurance agents 
are employes, and not independent con- 
tractors, for the purpose of the SS act? 

A paragraph of the majority opinion 
follows: 


of Justice Reed 


Perhaps it is quite impossible to 
extract from the statute a rule to define 
the liability of the employer-employe 
relationship. The Social Security agency 
and the courts will find that degrees of 
control, opportunities for profit or loss, 
investment in facilities, permanency of 
relations and skill required in the 
claimed independent operations are im- 
portant for decision. No one is con- 
trolling nor is the list complete. 


Whether the Treasury Department 
will revise rulings which have been 
made with respect to employe relation- 


ship definition may soon be revealed 
as the Silk Coal Co. opinion is regarded 


as one of major importance. 


Ray C. Anderson has resigned as Los 
Angeles manager of the Preferred Acci- 
dent to become a special agent for the 
Maryland Casualty Co. with headquar- 


ters in Sacramento. 





EUA PROGRAM OF ACTIVITY 

The Eastern Underwriters Associa- 
tion has acted in a commendable manner 
to revise its constitution, by-laws and 
rules of practice to meet changed con- 
ditions and has also cooperated and 
worked with each field club within its 
territory on the same problems with 
the result that all changes recommended 
have been adopted. These facts were 
brought to the fore by President Peter 
J. Berry, who is also head of the Se- 
curity when he addressed the 
large gathering of EUA members at 
Manchester, Vt., last week. 

Mr. Berry told recent 
years the EUA has been through try- 
ing problems raised by the U. S. Su- 
preme Court decision in the SEUA case 
and faces problems to be raised 
by adoption of rating bills in most of 
territory. The EUA 
is moving in directions at the 
time to improve conditions in 
which will strengthen the 
still better public 


Group, 


how during 


now 
the states in this 
several 
present 
fire insurance 
business and_ bring 
relations, 
made a strong plea for 
voluntary the member- 
ship in striving to accomplish the ob- 
jects and purposes of the EUA and in 
every situation that might 
with all that the association 
stands for in the business. 

Public relations activities as supple- 
mentary to the of the National 
Board of Fire Underwriters is well un- 
Mr. Berry told the company 
Response by the fieldmen of 
companies through their field 
that a continuing pro- 
aid in translating the public 


Mr. Berry 
cooperation by 


reviewing 
not square 


work 


der way, 
executives. 
member 
clubs indicates 
gram will 
relations efforts in terms of accom- 
plishment through cooperation between 
fieldmen and_ local throughout 
the EUA territory. The public relations 
committee of the EUA, after studying 
long established practices in the West 
fire prevention asso- 
ciation has recommended that 


similar work be undertaken in the East. 


agents 


of having state 


activities, 


These associations, created through 
field clubs, participate in important 
town inspections. 


Horace H. Hunt of Buffalo, N. Y., has 
been appointed district agent for Chau- 
tauqua County by the Charles F. Joyce 
Co., Inc., Buffalo, general agents for the 
Continental Cos. of Chicago, and will 
have his headquarters in Jamestown, N. Y. 











Conway Studios, Inc. 


ENTWORTH 


COL. N. H. W 


Col. N. H. Wentworth, ficld superin- 
tendent of American Foreign Insurance 
Association, has returned from a visit 
to North Africa, Portugal, Spain, France, 
3elgium, Holland and Denmark where 
the AFIA has extensive operations. He 
observed post-war developments and 
visited agents. As soon as the war ended 
AFIA reopened agencies in countries 
where its operations had been inter- 
rupted by the conflict. This was Colonel 
Wentworth’s second visit to Europe and 
North Africa since the war ended. 

a a 

Mrs. Loretta Miazza, newly elected 
president, and other officers, were in- 
stalled at a meeting of the New Or- 
leans Insurance Women. Joel Conway, 
president of the New Orleans Insur- 
ance Exchange, made the installation. 

x x x 

Col. W. A. Blair, a member of the 
board of directors of the Jefferson 
Standard Life, received an honorary de- 
gree of Doctor of Laws at the recent 
commencement exercises of the Uni- 
versity of North Carolina. 

x * x 

Alex M. Hammer, Boston general 
agent for Provident Mutual Life, was 
recently elected to the board of Emer- 
son Hospital in that city. 

x * * 

Lawrence H. House, general agent at 
Utica for Aetna Life, is now president 
of the Rotary Club of Utica after hav- 
ing served as vice president and pro- 
gram chairman. 

* 


* * 

Theodore A. Bolte, formerly senior 
investigator in the Los Angeles office of 
the California Department of Insurancé, 
has resigned to become a were real 
estate comiissioner in the California 
Department of Real Estate as of July 1. 


M. P. Shiel, cae British author who 
died in February of this year, left his 
home in Sussex, England, to the 13-year- 
old son of Annamarie V. Miller, secre- 
tary to the editor of The Eastern Un- 
derwriter. Mr. Shiel and Mrs. Miller 
had never met, but had corresponded 
with each other since 1931 when she 
wrote to Mr. Shiel expressing her ad- 
miration of his unusual style of writing. 
He replied to her letter and over the 
ensuing years more than 100 letters were 
exchanged. Some of these letters are 
to be incorporated in a biography of the 
author which is now being prepared, in 
London. Mrs. Miller* has almost a com- 
plete set of Mr. Shiel’s books, many of 
which are difficult to obtain and are 
widely sought by collectors, 





Mrs. Ejisendrath, 





Phelps Olds, executive secretary of th 
Life Underwriters’ Association of the 
City of New York, has been appointed 
chairman of the Cub Scout Planning 
Committee of the Greater New York 
Council of Boy Scouts of America. Mr. 
Olds has been interested in and has par- 
ticipated in Boy Scout affairs for many 
years. 

* * x 

Fred W. Braun, vice president and 
chief engineer, Employers Mutual of 
Wausau, has been reelected chairman 
of the casualty engineering committee 
of the National Association of Mutual 
Casualty Cos. He has already served 
two one-year terms. 

* * * 

George W. Cahoon, supervisor, Robert 
N. Waddell agency, Pittsburgh, has won 
the bronze plaque offered by the Con- 
necticut Mutual Life to its leading su- 
pervisor. Mr. Cahoon’s award was 
based on leadership in organization de- 
velopment and he was in competi- 


tion with the company’s supervisors 
throughout the United States. He has 
represented the Connecticut Mutual 


since 1935, at first as a personal pro- 
ducer and during the past four years as 
a supervisor. 





EISENDRATH 


JULIUS M. 


Julius Eisendrath, general agent, Guar- 
dian Life, Empire State Building, and 
sailed for Europe on 
the S.S. Veendam on Tuesday night. 
They will visit Amsterdam and also 
spend a week in Lucerne. A native of 
Holland, Mr. Eisendrath has not been 
there since 1938. 

* * 

Ben J. Helphand of the actuarial de- 
partment of the South Carolina Depart- 
ment of Insurance, has resigned that 
position and will resume his former 
association in the actuarial department 
of the Pacific Mutual Life. Mr. Help- 
hand joined the South Carolina Depart- 
ment after service in World War II. 

x ok Ox 

Helen Tierney of the Toronto office 
of the Insurance Co. of North America 
was a New York visitor last week, at- 
tending the meetings at the Hotel Com- 
modore of the National Association of 
Insurance Women. 

x * Ox 

R. Nelson Cartwright, Jr., Deputy Super- 
intendent of Insurance of Alabama, has 
resigned to accept a position as execu- 
tive vice president of the Farmers Na- 
tional Bank of Opelika, Ala. Mr. Cart- 
wright acted as Superintendent of Insur- 
ance from June, 1945, to February, 1947, 
and, in addition to duties in the Bureau 
of Insurance has served concurrently in 
various other capacities in the Depart- 
ment of Commerce—including supervisor 
of rates, bureau of rates, chief deputy 
Fire Marshal and supervisor, bureau 
of loans. 
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New Book on Bank Frauds 
Lester A. Pratt, CPA, Washington, 
1). C., is author of a new book which 
is published by the Ronald Press Co., 
New York, and is called “Bank 
Frauds.” Its subtitle is “Their Detec- 
tion and Prevention.” 


In an analysis of 210 known ways 
of defrauding a bank Mr. Pratt says 
that close co-operation between a bank’s 
officers and employes, as well as be- 
tween employes themselves, is neces- 
sary for effective maintenance of ex- 
ternal and internal bank controls. 

The book contains illustrative case 
histories covering the several depart- 
ments of a bank. 

Mr, Pratt’s experience finds that bank 
employes are no more dishonest than 
any other class whose work involves 
a large measure of public trust. Many 
times they get into trouble due to care- 
lessness of bank managers. Appreciat- 
ing that the bank managements want 
to avoid costly trouble Mr. Pratt says 
it is only good sense to know in 
advance the dangers, hazards and 
faulty techniques which are likely to 
cause losses, 

“We cannot control the desire to 
steal,” he says. “We can, however, to 
a large extent control the opportunities 
which lead to theft. The principal pur- 
pose of this book is to assist in con- 
trolling those opportunities and to pre- 
sent methods for detecting embezzle- 
ments in their early stages so that 
losses may be minimized.” 

Mr. Pratt has appeared at many con- 
ventions of bankers, and has_ been 
consulted by governmental officials, 
surety and bonding companies and 
others in those fields. 

6 


Lederer Talks at Aviation Safety 
Forum 


An Aviation Safety Forum, spon- 
sored by the aviation section, New 
York Board of Trade, was held yes- 
terday at the Board’s executive offices, 
291 Broadway. 

Herbert J. Lyall, chairman of the 
section, said object was to bring to- 
gether persons representing the manu- 
facturing, maintenance and operations 
phases of Civil Aviation “in order to do 
our part to encourage all types of 
afety in connection with aviation op- 

‘rations on the ground and in the air.’ 

Jerome Lederer of Aero Insurance 
Underwriters, who is the Board’s con- 
ultant to the aviation section on air- 
ports, was among the speakers. He 
was a research consultant on strategic 
urveys in Europe during the war. He 
discussed methods of improving safety 
onditions in the aviation industry. 
\nother speaker was Frank R. Adams, 
lead of aerial navigation division of the 


ederal _Telecommunications Labora- 
fories of International T. & T. He 
poke on instrument landing system 


and ground control approach. 

















800 at Insurance Women’s Dinner 


The National Association of Insurance 
Women’s convention here last week was 
an eye-opener. It brought to New York 
women agents from all parts of the coun- 
try, many of whom are unusually well 
qualified representatives of insurance com- 
panies. They are career women in the 
best sense of the word, and are following 
careers where experience, intelligence and 
resourcefulness count. 

Many of these women entered insurance 
offices as stenographers or in a clerical 
capacity. Some run agencies which their 
late husbands operated. 

Then, too, World War II demonstrated 
that there are large numbers of women who 
can successfully run an insurance agency. 
Their husbands turned the agencies over 
to them while they were away to the 
wars. This meant not only that they had 
to handle insurance affairs of the clients 
of the agencies, but also they went out 
and got new business. 

Insurance Women of New York—mem- 
bers of National Association of Insurance 
are not agents, but are secretaries 
of top executives or of heads of insurance 
divisions in fire and casualty companies. 
They are unusually able personalities, many 
with fine executive ability. They are among 
the best known and valuable people in 
the business. Of the representatives from 
Chicago a number were also secretaries 
of top insurance executives there. Their 
standing in Chicago is also high. 


Following the informative sessions about 
insurance matters the convention closed 
with one of the best dinners which has 
been held in the chief ballroom of the 
Commodore. It was attended by 600 women 
and by about 200 executives of insurance 
companies, including many of the leading 
insurance executives of Greater New York. 
Speakers at the dinner were Deputy Super- 
intendent of Insurance Alfred Bohlinger 
and George E. Sokolsky, columnist of the 
New York Sun and other daily papers. 


Mr. Sokolsky discussed world events and 
the great crisis confronting many of the 
countries. It was a grim picture which he 
presented, but he feels that the courage 
and common sense of the American people 
will have an important bearing in making 
the future of the world more secure. He 
advocated the appointment of a committee 
to study what the United States can do 
in aiding foreign countries. It turned out 
that this was a good idea as President 
Truman on Sunday of this week appointed 
a committee along this line. 


At the convention in New York last 
week of the National Association of Insur- 
ance Women Helen Stombs of the Charles 
J. Montgomery agency, Rock Island, II, 
was elected president. Her agency repre- 
sents Aetna C. & S., Crum & Forster, 
Baltimore American, American of 
Newark: and Hartford A. & I. 





First vice president is Mrs. Clarkie King 
of the Henry P. Briggs agency, Coral 
Gables, Fla., representing the Home Group 
and Phoenix-London Group. Second vice 
president is Margaret L. Garrett of Cohen- 
Wichita, 


Steenrod Co., representing the 


Century, Crum & Forster, Carolina of 
Home Group and Globe & Rutgers. 

Corresponding secretary is Harriett John- 
ston, Oakland Insurance Agency, Moline, 
Ill., representing New York Underwriters, 
Norwich Union Fire, American Surety 
and Fidelity & Casualty. Recording Secre- 
tary is “Sailor” Hodges of the Philip 
R. Faler agency, Tacoma, which repre- 
sents the Accident & Casualty, Manhattan 
Fire & Marine, Carolina of Home Group, 
Northwestern and Mutual Fire Association. 
Treasurer is Mary E. Keck of Freehold 
Real Estate Co., Pittsburgh, representing 
Centennial, America Fore, Insurance Co. 
of North America, Palatine and the Ocean 
Accident. 

The National Association of Insurance 
Women was organized in June, 1940, in 
Denver, the first president being Mrs. Elsie 
B. Mayer of the Rockwell Investment Co., 
Denver, which represents the Atlas Assur- 
ance, Employers, Citizens of New Jersey, 
General Accident and Sun Insurance Office. 
She was succeeded in 1942 by Mrs. Ada 

Doyle of the James A. Doyle agency, 
Caldwell, N. J., which represents Franklin 
Fire, Continental, Niagara Fire, West- 
chester, Fidelity & Casualty and U. S. 
F. & G. Third president, elected in 1945, 
was Mrs. Fern H. Anderson of Marsh & 
McLennan, St. Paul, representing Aetna, 
Commercial Union, Fireman’s Fund, Im- 


perial, Standard, Hartford, Seaboard, 
Home, Commercial Union, Liverpool, 
Travelers. 

* * * 


Insurance Company Employes in 
Camera Contest 


On June 15 camera-minded employes 
of American-Associated Insurance Com- 
panies of St. Louis entered a “snap- 
shot contest” which will be of three 
months duration. To send in pictures 
it is not necessary to be either a pro- 
fessional photographer or even an ad- 
vanced amateur. The contestants are 
told that some of the finest pictures 
ever made have been taken’ with 
Brownies or other i inexpe nsive cameras. 
“As a matter of fact,” the announce- 
ment said, “you don’t need to own a 
camera to enter the contest. If neces- 
Sary you can borrow one. The only 
qualification is that the pictures entered 
must have been taken by the person 
submitting them.” It is recalled also 
that the principal award announced 
in 1947 for pictures sent to the Pulitzer 
committee came from a person not em- 
ployed on a newspaper. That was the 
shot of a woman jumping to her death 
as she tried to escape being burned 
alive in an Atlanta hotel fire. 

In suggesting subjects for striking 

pictures the American-Associated con- 
test managers called attention to babies 
and children (to be judged for cuteness, 
expression of character or mood) young 
people and adults (subjects may be 
posed or engaged in sports, games, hob- 
bies or occupation; at home, at work 
Or on a holiday) ; scenes and_sstill 
life; animals and wild life. 
_ Each month during the contest Amer- 
ican-Associated will publish the best 
entry in the four classifications received 
during the month and the winners will 
receive Merit Award Certificates. At the 
end of the contest the persons ‘submit- 
ting the best entry in each of the 
classifications will receive $25 in cash. 
Second place winners will get $10, and 
third prize will be $5. In addition, a 
prize of $50 will go for the best over- 
all picture. 


Snapshot contest editor is Rhea Hurd. 
He has already found that the contest 
is extremely popular and many pic- 
tures have already been received. How- 
ever, his neck is not out, as the 
judging will be done by recognized 
authorities in the field of advertising 
and photography who are not connected 
with the American-Associated Insur- 
ance Companies. 

* * Ba 


Allen’s SEP Article 


George FE. Allen, now with the 
Kemper Organization, and who is treas- 
urer of the National Democratic Com- 
mittee, has joined the ranks of public 








_ Writes Book « on | Frauds — 





LESTER A. PRATT, 


CPA 


men writing memoirs in magazines of 
national circulation. In the Saturday 
Evening Post of last week his article 
bore the title, “My Two Years With 
Truman.” It gave Washington low- 
downs. Everyone who knows Mr. Allen 
thought before reading the article that 
it would be written without his putting 
his neck out, and at the same _ time 
would be striking and readable. He 
turned out a good article and did not 
get in Dutch with anybody 


Higher Gold Valuation Would 
Not Help Nations 

Kenneth R. Wilson, writing from 
Ottawa to the Financial Post of Tor 
onto doubts if increase in gold prices 
will relieve the international situation. 
“A higher price for gold is ruled out 
here as neither a wise nor a useful solu- 
tion in the present dollar crisis,” is his 
opinion. “There is no expectation or 
belief that a round-the-world boost 
would be either desirable or effective 
in overcoming the present world short 
age of U.S. dollars.” 

Mr. Wilson gives these impressions 
as to how top financial officials look 
at the situation. 

“A higher gold price would help 
nations like Canada which produce the 
metal; but the extent of that aid is 
deemed quite inadequate, beside the 
over-all problem. Put in terms of 
dollars and cents, the relations are 
something like this: 

“1. To meet the dollar needs of 
Europe and Britain in the next three 
years, perhaps at least $15 billions of 
direct U. S. aid must be found. 

“2. Even if the Price of gold were 
boosted 50% to $52.50 an ounce, the 
total additional ‘aid’ which might be 
expected to accrue to foreign countries 
in terms of U.S. dollars over the next 
three years, would probably not ex 
ceed $5 billions. And much of thi 
‘windfall’ would accrue to Switzerlan 
and other nations, not now in need o 
such aid. 

“Furthermore, any tampering wit 
the price of gold at present would hav 
inevitable inflationary consequences 1 
the United States, thus nullifying 
considerable measure, the superficia! 
relief it might initially provide. Eve 
if the United States Government tor 
steps to ‘sterilize’ the monetary effect 
of a higher gold price in terms of i 
own economy, the additional pressu 
of further ‘dollar purchases’ by for 
eign countries as a result of their ne 
found ‘wealth, would inevitably hav 
serious inflationary results. 

“The only real solution is thougl 
here to be an outright and carefull 
integrated program of direct aid b 


United States—aid that is meshed 
directly into the needs of Europe 
itself.” 
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North America Expands 
In Latin America 


APPOINTS TURNBULL MANAGER 


New Head for Central and South Amer- 
ica Has Been Manager of Mexico City 
Office for Last Eleven Years 


A program of expansion in Central 
and South American countries has been 
announced by V. I. G. Petersen, foreign 
assistant secretary of the Insurance 
Company of North America at the head 


office, Philadelphia. “The appointment 
of a manager for Latin America is the 
first step in a plan to further develop 
direct and reinsurance business south of 
the Rio Grande,” said Mr. Petersen. 
The newly-appointed manager for 
Latin America ts Robert B. E. Turnbull, 


) 
manager of the Mexico City office of 
North America Companies for the past 
eleven years. Felix R. Calixtro of the 
Mexico City staff has been advanced to 
manager for Mexico. 

Complete Survey Made 


assistant 


Mr. Turnbull has recently completed 
a survey of the insurance situation in all 
of the countries of Central and South 


America. He \ 


isited the capital of every 


Latin American country and many sec- 
ondary cities, as well. He was accom- 
panied by Don Manuel Alonso de Hlor- 
ida, general manager of “La Azteca” 


Insurance Company of Mexico. 

Mr. Turnbull was born of English 
parents, in Pueblo, Mexico, He attended 
Bishop's College in Quebec, Canada, and 
later served as scout pilot in the Royal 
Flying Corps from which he was dis- 
charged as acting captain in 1919. After 
discharge he became vice consul at- 
tached to the British Legation in 
Mexico, In 1921 he entered the general 
agency of Watson Phillips & Company, 
Mexico City. In 1926 he became man- 
aver of the Mexican-American Corpora- 


tion, a general agency which in 1928 ac- 
quired the representation of the North 
America. 

In 1936, when most American and 


British Companies retired from Mexico, 
Mr. Turnbull became manager of North 
America’s Mexico office, handling rein- 
surance of “La Azteca Cia. Mexicana de 
with which North America had 
treaties in force. Since then further 
treaties have been effected by the North 
America Group with two other Mexican 
companies “Oriente de Mexico” and 
“Union de Seguros.” 
Mr. Calixtro was 
Sonora. He received his education in 
Nogales, Arizona. In 1931 he was em- 
ployed by the Mexican-American Corpo- 
ration as clerk and in 1936 followed Mr. 
Turnbull to the North America’s office in 
Mexico City. 


Seevros” 
2 


born in Nogales, 


SOULE CONFIRMED IN ME. 


NAIA HITS NARROW MARKETS’ 


Executive Committee Says Decreasing 
Facilities Are Causing Serious 
Concern in Many Sections 
convention session 
the New Ocean 
Mass., in conjunc- 


Closing a two-day 
held June 21-22 at 
House, Swampscott, 
tion with the annual meeting of the 
New England Advisory Board, the ex- 
ecutive committee of the Nz tional Asso- 
ciation of Insurance Agents raised a 
warning signal that the decreasing mar- 
ket for coverage furnished by the insur- 
ance companies was causing serious 
concern in many section of the country. 

“Service to the public as rendered by 
the insurance agent in protecting our 
country’s post-war building program is 
gravely threatened,” said William P. 
Welsh, Pasadena, Cal., vice president of 
NAIA, who presided as chairman of 
the executive committee, “and we must 
take immediate steps to see what can 
be done to better the situation.” 

The meeting was highlighted by pres- 
entation of the problem as it affects 
members of the Florida Association who 
are seeking immediate relief in the field 
of windstorm coverage. The Florida 
delegation reported that the existing 
market is approaching what company 
representatives term the — saturation 
point, and this at a time when the post- 
war building program is about to get 
under way in the Southern state. The 
point was made that this example is 
only typical of other lines affecting 
commodities and services which are 
peculiar to other representative sections 
of the country and a plan of action was 
recommended for immediate implemen- 
tation by the NAIA. 

Other subjects on the two-day agenda 
included a study of automobile rate in- 
creases. 


$20,000, 000 isiaiien on 
Los Angeles Harbor Risks 


The Los Angeles Harbor Commission 
carried a total of $19,970,000 insurance 
on city harbor property involved in the 
explosion disaster of June 22. This had 
been increased within the past few 
weeks to that sum from a_ total of 
$11,000,000. Insurance is carried on a 
repair and replacement form, with a 
depreciation endorsement, the endorse- 
ment having become effective June 15. 

The Harbor Commission places its 
insurance under an agreement with the 
Los Angeles Insurance Association 
which acts as a medium to cut down 
detail work and claims work, with all 
members of the association and all non- 
board and non-affiliated agents being 
included in the program, as well as the 


members of the San Pedro Insurance 
Agents Association. It is understood 
that approximately 65% of the total 


goes to companies represented by asso- 
ciation agents; 20% to San Pedro 
agents, and 15% to non-board and non- 
affiliated agents. 


New England Agents 
Hold Summer Meeting 


HARRINGTON ASKS RATE LAWS 


He and Warfield Back Fair Trade Prac- 
tices Acts; Spottke Promises Full 
Cooperation With Agents 
Insurance must accept its full share 
of responsibility for the preservation of 
state regulz ition of insurance, Commis- 
sioner Charles F. J. Harrington of 
Massachusetts told the summer meeting 
of the New England Associations of 
Insurance Agents at the New Ocean 
House in Swampscott, Mass., last week. 
He does not believe that some states are 
acting yet to establish effective super- 
vision nor does he feel that Congress 
will consider non-existent or inadequate 
administration of laws as_ regulation 
within the meaning of Public Law 15. 
Asking for rate laws in the states and 
the type of administration which will en- 
courage competition Mr. Harrington 

continued: 
“Tt should be borne in mind that there 


are methods of pooling statistics and 
arriving at insurance rates not in con- 
flict with the anti-trust laws. If the 


effect of rating laws results in the con- 
traction or elimination of competitive 
rates and policy forms in the insurance 
business, the states will have acted in a 
manner inconsistent with the philosophy 
of the anti-trust laws. The consequences 
of such a situation would be grave in- 
deed for the insurance business.” 
Fair Trade Practices Act 


“You as agents should be most con- 


cerned with the enactment of a fair 
trade practices act which will retain to 
the state the right to regulate unfair 


and deceptive practices in the business 
of insurance. Failure to enact a law 
dealing with this subject affords the op- 
portunity for the application of the Fed- 
eral Trade Commission Act to the busi- 
ness of insurance. 

Guy T. Warfield, president of the Na- 
tional Association of Insurance Agents, 
declared that the association agreed with 
Mr. Harrington that state fair trade 
practices acts were fully as important, 
if not more important to the agents, as 


the rating laws and asserted that the 
association was in favor of fair prac- 


tices acts. 

“Our number one problem is manage- 
ment,” he continued. “We must know 
all about our business from the selling 
end through the bookkeeping, cost ac- 
counting, manufacturing (the company 
side of the picture), advertising and all 
the other phases.” 

Spottke on Truck Underwriting 

A discussion of truck underwriting 
problems and a promise that the casualty 
companies will continue to discuss pro- 
posals with agents in advance of adop- 
tion was presented by Secretary Albert 
E. Spottke of the National Bureau of 
Casualty & Surety Underwriters. He 
termed the catastrophe hazard the root 
of the long-haul truck underwriting 
problem and called for development of a 
rating system which would allow the 


companies to build up reserves to meet. 


the catastrophe losses, which, he said, 
“come along as surely as the day follows 
the night.” 

Mr. Spottke feels the difficulty lies in 





THEME PICKED FOR IAC MEET 


Insurance Ad _ Experts to Discuss 
“What’s Ahead” at Annual Gathering 
Sept. 14-16 at West Dennis, Mass. 

The Insurance Advertising Confer- 
ence has selected a triple keynote theme 
for its annual meeting September 14-16 
at the Lighthouse Inn, West Dennis, 
Mass. It is to be “What’s Ahead—for 
America—for advertising—for insur- 
ance.” The program committee is in- 
viting three outstanding speakers (to 
be announced later) to present their 
views on the future in keeping with this 
theme. There will also be panel dis- 
cussions and open forums. Suggestions 
are welcome and should be sent to 
Clark W. Smitheman, North America 
Companies, Philadelphia 1, Pa. 


North British Group 
Rearranges L. I. Field 


Effective July 1 the North British 
Group announces appointment of Paul 
J. Mayer, Jr., as special agent for Nas- 
sau and Suffolk Counties, Long Island, 
Ns We: succeeding Special Agent Edwin 
H. Place in that territory. In this rear- 
rangement of field territories Special 
Agent Place will resume his active 
duties as fieldman in Queens and Rich- 
mond Counties. 

Mr. Mayer has been 
the North British Group for more 
fifteen years, latterly as inspector serv- 
ing in Nassau and Suffolk Counties. His 
knowledge and experience qualify him 
to assume his new duties. He will make 





with 
than 


associated 


his headquarters with Special Agent 
Place at the Bar Building, 161-19 Ja- 
maica Avenue, Jamaica. 


Berlenbach Mgr. H Home’s 
Metropolitan Loss Dept. 


The Home vig announces that staff 
adjuster Joseph F. Berlenbach has been 
appointed manager of the company’s 
metropolitan and suburban loss depart- 
ment, effective immediately. 

Mr. Berlenbach was employed by the 
Home as an adjuster on October 1, 1928, 
having been previously rey ed by the 
Merchants & Shippers. in March, 1936, 
he was appointed staff adjuster in the 
Long Island field office, and in 1946 was 
transferred to the home office as a su- 
pervisor in the metropolitan and subur- 
ban divisions. 





the fact that sooner or later a truck risk 
is almost sure to have a catastrophe loss 
which will wipe out several years’ fav- 
orable experience. While the experienc: 
is still favorable on a given risk, how- 
ever, he said that present rating plans 
produce reductions in rates annually, 
making the rate inadequate. Companies 
and agents, he said, “ought to give some 
thought to a plan which would take out 
of the premium each year a sizeable pro- 
portion which would be set aside for 
catastrophe losses.” 

Mr. Harrington commended Mr. 
Spottke on what the Commissioner called 
“the finest address I’ve ever heard con 
out of a supervisory or rating organiza- 
tion.” 

E. Shepley Paul of Auburn, Me., who 
was presiding as chairman of the New 
England Advisory Board, also lauded the 
casualty companies for their program of 
conferring with agents’ representatives 








David S. Soule was last week con- 
firmed as the new Insurance Commis- 
sioner of Maine. 

- ” 
Ga 









ee 

i] d 

Whi Sita 
PEM iittes 
JUS as teaoe 

















THINGS THAT ENDURE: %tough TINAE 


NOTRE DAME — Famous Cathedral of France built on the small island 
of "La Cite". This beautiful edifice was started in the year 1163 and 
completed in the thirteenth century. It has been a haven of worship 


for more than 700 years. 


The Northern Assurance was organized in Aberdeen, Scotland in 1836 


as an Agency Company. It has remained so all-ways. 


THE NORTHERN ASSURANCE C0. Ltd. 


FIRE AND ALLIED LINES, 


NEW YORK « CHICAGO ° 


AUTOMOBILE 
MARINE-: REPORTING FORM-: FLOATER CONTRACTS 





INLAND 
SAN FRANCISCO 
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Bohlinger Tells Insurance Women 
Of Activities of New York Dept. 


Some interesting facts on the licens- 
ing and supervision of the activities of 
igents and brokers in New York State 
Deputy Insurance 
Bohlinger in 


were presented by 
Superintendent Alfred J. 
an address which he made at the ban- 
quet of the National Association of In- 
surance Women at the Hotel Commo- 
dore in New York last Friday. The 
NAIW held its annual meeting in this 
city last week. Mr. Bohlinger also 
described in some detail activities of 
the New York Department with re- 
spect to examination of insurance com- 
panies, rating procedures and examina- 
tions of rate-making organizations. 

Over 60,000 Producers in N. Y. S. 

“At the present time there are 44,975 
life, health and accident agency licenses 
in force,” said Mr. Bohlinger. “The 
average agent in this group represents 
approximately two companies which 
means that there are almost 22,500 sep- 
arate agents in this branch of the busi- 
ness. There are 95,765 fire, marine, cas- 
ualty, surety and other agency licenses 
now in force and based on an average 
representation of five companies by each 
agent you will observe that there are 
upwards of 19,000 separate agents in 
this group. There are presently li- 
censed by the New York Department 
20,219 brokers. 

“T need not stress the importance 
of the work which is done by these 
licensees in the production of business 
for the companies. In recent years there 
has been a marked increase in_ the 
number of applicants for licenses as 
brokers, agents and adjusters. For ex- 
ample in 1946 the New York Depart- 
ment examined 10,786 candidates for li- 
censes, representing an increase of ap- 
proximately 85% over 1940, the last full 
pre-war year. 

“This astounding increase has placed 
the New York Department under a 
severe burden to handle the applications 
inasmuch as practically everyone otf 
the applicants is required to pass a 
written examination. There is a very 
small percentage of applicants who 
seek non-resident licenses and who 
transact their business principally in 
states with which the New York De- 
partment has reciprocal agreements un- 
der which examinations are waived. 
The scope of the examinations con- 
ducted by the Department is left en- 
tirely to the discretion of the Superin- 
tendent. 

“Applicants for licenses as_ brokers 
are required by law as a condition prec- 
edent to taking the examinations given 
by the New York Department to have 
completed a course of study at a recog- 
nized school or in the alternative to 
have been regularly employed by an 
insurance company, agent or broker 
for a period of periods aggregating not 
less than one year during the three 
years next preceding the date of appli- 
cation, in responsible duties relating to 
underwriting or adjusting of losses. 

“As to applicants for agents’ licenses 
the experience and educational qualifi- 
cations are not required. This stems 
irom the fact that agents are appointed 
only upon application of a company 
and the primary responsibility for prep- 
aration in the case of agents’ examina- 
tions lies first with the sponsoring 
‘ompany and, of course, ultimately with 
the individuals themselves. Many of the 
‘ompanies in New York realizing that 
the examinations are designed to test 
competency have set up courses of 
study for prospective agents. There 
are many instances however where a 
company sponsors an applicant and 
gives him or her no formal training. 
This type of applicant finds great 
difficulty in passing the examination 
given by the New York Department. 

“The brokers’ examination and the 
agents’ general examinations are of six 
hours’ duration,” Mr. Bohlinger contin- 


ued. “All other examinations are of 
three hours’ duration. The brokers’ ex- 
aminations contain questions on fire, in- 
land marine, fidelty, casualty, accident 
and health and Insurance Law and 
ethics. The agents’ general examina- 
tion follows the same pattern except 
that applicants are not required to an- 
swer questions on accident and health 
insurance. An applicant for an agent’s 
license in one branch of the business, 
such as fire and marine, of course, is 
examined only on those subjects. 

“Great care is taken to perfect as 
nearly as possible the content validity 
of examinations. However in this con- 
nection it should always be borne in 
mind that educators who devote their 
lives to the pursuit of scientific study 
of the skill of testing agree that they 
themselves have not yet found the per- 
fect test. I can assure you, however, 
that every paper is conscientiously 
graded. 

“We in New York regard brokers 
and agents as professional men and 
women. In fact one of the licensing 
sections of the New York Insurance 
Law states that the purpose of the sec- 
tion is to protect the public by requiring 


Highlights 


IN INSURANCE HISTORY 


and maintaining professional standards Tngyranee Women Hear 


of conduct on the part of all insurance 


brokers acting as such within the State 


of New York. The aim of the New 


York Department is to 


maintain the 


highest standards, for, only by ability, 


integrity and a hich regard for ethics 
on the part of agents and brokers can 
the insuring public be fully protected 
and receive the services to which it is 
justly entitled. 

Complaint Bureau 

“Among this large body of licensees 
human fraility takes its toll and it be- 
comes our unpleasant duty at times to 
take disciplinary steps in order to cor- 
rect violations of the law. The work 
of reviewing the acts of the trans- 
gressors falls upon the Complaint Bu- 
reau,” said Mr. Bohlinger. 

“The Complaint Bureau of the New 
York Department, as the name implies, 
is the repository for the wide variety 
of complaints which annually come into 
the New York Department and which 
for the year 1946 reached a total of 
1,224. Not all complaints are against 
agents and brokers. Many of them con- 
cern. dissatisfied policyholders and 
claimants who feel that they are not 
receiving fair treatment in the adjust- 
ment of their claims. In the year 1946 
there were 761 complaints against com- 
panies and 463 complaints against 
agents, brokers and adjusters. These 
figures represent a marked decrease 

(Continued on Page 22) 
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National Union 
and Birmingham 
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Mallalieu and Dorsett 
LATTER TALKS ON FUTURE 


Freedom of Individual Must Be Pre- 
served He Says; Mallalieu Tells 
of National Board Services 


Drastic shake-ups in which business 


will be judged by its ability to serve 
the public and not by its ability to make 
money, important as that is, 
dicted by A 


manager of the 


were pre- 


Dewey Dorsett, general 


\ssociation of Casualty 
and Surety 


Companies, in a_ speech 


before the sixth annual convention of 


the National 
Women in 


Insurance 
week. He 


minds of 


Association of 
New York last 
that the 
must 


pointed out 
the world 


ereat 
concentrate upon the 
preservation of peace and that the tas< 
leaves no time for fostering the “isms” 
which would restrict individual freedom 


Opposes Collectivism 

“IT do not believe that the solution 
of the world problem is to be found 
in socialism or in any form of national 
collectivism,” Mr. Dorsett told the in- 
surance women. “We must know where 
we want to go and we must make plans 
for getting there. This will inevitably 
require some further degree of cen- 
tralized control, but in my opinion the 
movement in that direction will be only 
what, under the circumstances, seems 
actually necessary and it will not be 
considered as being, in itself, any solu 
tion of the problem. Any such move- 
ment, if it were entered into seriously, 
would be in the direction of totalitarian- 
ism and in the direction of just what 
we are trying to get away from. 

“In the dynamic world of the future 
we cannot afford to lose the initiative, 
the resourcefulness, the driving force 
and the enthusiasm that goes with the 
freedom of the individual.” 

Mr. Dorsett said that any business 
and any industry that has a real place 
in our national life will be left to work 
out its own salvation with a minimum ot 
necessary regulation. “There wiil be 
too much else that needs to be done to 
tolerate any interference,” he added. 

Pointing out that the insurance bus’- 
ness seeks not only to relieve the effect; 
of misfortune but to prevent misfortune 
itself, Mr. Dorsett said: 

“Something like this needs to be done 
for our life in general. This is the par 
ticular contribution that insurance ¢ n 
make to a sick world, a world that needs 
not merely to have its sickness light 
ened and cured, but a world that needs 
to be built so well that there will be no 
place where sickness can get in.” 

Mallalieu on National Board 

W. E. Mallalieu, general manager of 
the National Board of Fire Underwrit- 
ers, in addressing the women at the 
same luncheon at which Mr. Dorsett 
spoke, briefly described many public 
services of the board. He declared the 
board is not anti-trust, not a monopoly 
and not money-making, but a spender 
of money in the interest of conserva 
tion. He paid tribute to the women oc! 
the National Board and the Underwri 
ers’ Laboratories who are active in tl 
NAIW. 


Moratorium Extension 


May Get Real Suppor: 
There is a possibility that Congre 
may be asked to extend beyond Janua 
1 next the present moratorium und 
Public Law 15 to application of Fede: 
statutes to many features of insuran 
regulation. Senator Homer Ferguson o! 
Michigan is studying the matter and 
may sponsor a move to get an extensio 
Meantime the House committee consid 
ering rate regulatory bills for the Dis- 
trict of Columbia has failed to reach 
any agreement and the likelihood of 
such legislation this year is conside e! 
small. 
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and the number of licensed agents ~_ 
e ° 9 D we in the Department are continuously 
Martineau Emphasizes Agents , uty impressed with the general high stand- 


ard of conduct. It must be assumed that, 


where agents try to gain a special and 

¢ ° oJ “ee of . ° 

I O Ooo erate ith Rate Revisions unfair advantage for their assureds, it 

p is more often due to lack of thought 

than to wilful misconduct. ; 

Agents’ responsibilities to cooperate erage which he offers nor for the con- “The recent fire insurance rate revi- 
with their companies and State Insur-  niver who specializes in showing the sion in this state illustrates the type 
assured how he can take improper ad- of situation which can arise,” Mr. Mar- 


nce Departments in rating matters were : , i : 
: ? . vantage of the insurance company. An tineau continued. “It was common 


stressed by Deputy Insurance Superin- agent who so conducts himself discredits knowledge that agents and brokers en- 
tendent Walter F. Martineau of New himself as a representative of the in- gaged in a widespread program of can- 
York in a talk he made before a meet- surance business and renders a dis-_ cellation and rewriting of fire insurance 
ing of the Queens County Insurance — service to his fellow-agent. He thereby business for several days prior to the 
Agents Association on Long Island last lowers the respect which the policy- effective date of the rate revision. This 
week. He asked the producers particu- holder would otherwise have for the cancellation and rewriting was under- 
larly not to cancel and rewrite policies principles upon which the insurance’ taken of course, in order to avoid a 
mmediately prior to rate increases as business is conducted. presumed increase in premiums for the 
ich rate changes would not be made Generel’ Blah Stanierds of Aguats particular assureds. Apparently many 


unless they were required for the good agents do not regard such actions as 

of the business. He said the actions of “There are approximately 126,000 improper. 

some agents in violating good ethics agents’ licenses outstanding in the State 

can injure public impressions of the of New York and the administration of 

insurance business, the Insurance Department brings us in “Incidents of this sort cannot be 
“It is evident that the agent can close touch with the activities of these lightly dismissed as an inevitable result 

properly represent insurance only when licensees. Unfortunately, of course, we of our system of doing business. It has 


Obligations of Agents 


he harmonizes his conduct with the de- are compelled to give most of our at- been frequently stated since the enact- 

ires of the companies which he repre- tention to those few agents who violate ment of U. S. Public Law 15 that our 
Se ents,” said Mr. Martineau. “There is the standards of their profession or the present system of conducting and super- 
no place in this scheme of things for laws of the state, but the number of  vising the business of insurance is on 
the agent who sets himself up as an _— such violations is so small in proportion trial. A new and greater obligation has 
apologist for the rates or forms of cov- to the volume of business transacted been imposed upon all insurance com- 

















Frankly, I was “stumped” when I had to 
choose between the Completed Value or the 
Automatic Builder’s Risk form. Luckily, I 
had a copy of the Royal-Liverpool Group’s 
folder, “Looking Ahead ... in the Building 
Field.” It certainly straightened me out. 


With the increased activity in the building 
field no insurance agent can afford to be 
perplexed about how to economically pro- 
tect this class of clients. 
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panies and rating bureaus to justify the 
rates charged. 

“An equal burden has been imposed 
upon state supervisory authorities unde: 
rating laws enacted in many states t 
pass upon rate filings on the basis of 
the statistical justification which thi 
companies or bureaus supply. Much 
time, effort and money has been ex 
pended by the companies and by State 
Insurance Departments in a comprehen 
sive study of the special problems relat 
ing to rate making which now confront 
them. 

“Under these circumstances how ca: 
we overlook the obligation of the agent 
to align his position with that of th 
companies which he represents? How 
can we permit some agents to spend 
their time finding ways and means to 
circumvent the rate revisions which the 
experience of the business makes neces 
sary? 

“It should be pointed out that the 
agent who re-writes in order to prevent 
an increase in rates from becoming ef- 
fective thereby deprives himself of the 
higher commissions which the new rates 
would provide,’ Mr. Martineau stressed. 
“When rates have been decreased agents 
have complained about the loss in dol- 
lars of commission which they were 
compelled to take. Their opportunity to 
recoup such losses is provided by rate 
increases and it is hard to reconcile their 
interest in total commission income with 
the actions of those who engage in re- 
writing to prevent rate increases from 
taking effect. 


Under Stress Is Strength Tested 

“Tt is always under conditions of stress 
that the strength of any institution is 
tested. The rules which govern the con- 
duct of the insurance agency business 
under normal conditions are rather well 
understood. The test comes when un- 
usual conditions are presented and when 
practical decisions have to be made. 

“The sales force of any business is al- 
ways put on its mettle when it must in- 
form the customer of an increase in 
price. When insurance rates are in- 
creased, the agency system should pre- 
sent to the public the reasons why the 
increase is necessary and should do so 
with dignity and restraint. It takes but 
little reflection to realize that there is 
an important difference in the sort of 
public relations that will result from the 
actions of the agent who tries to induce 
his assured to avoid the price rise, com- 
pared wtih the result produced by an 
agent who tries to present the reasons 
why the increase in cost is necessary and 
how it will improve the protection which 
the insurance contract affords and 
thereby redound to the benefit of the 
assured, 

“The agent who conducts himself in a 
statesmanlike manner will in the long 
run convey the impression that fair play 
prevails in the insurance business and 
add to his professional stature. 

Agents’ Part in Loss Adjustments 

“This is perhaps an opportune moment 
to comment on the part which insurance 
agents can play in persuading assureds 
that fair play prevails in the settlement 
of losses. There are, of course, in 
stances in which assureds feel that they 
have been unjustly treated in the settle- 
ment of loss claims. Nevertheless, there 
is considerable evidence that there are 
many more cases in which losses are 
settled for amounts in excess of what 
the policyholder would have considered 
to be fair and reasonable. 

“Certainly every just loss should and 
must be paid in full but the payment 0! 
losses for which there is no liability un- 
der the contract and the over-payment 
of just losses cannot help but produce 
the feeling among assureds that insur- 
ance is a loosely conducted enterprise 
and one in which everyone is expectec 
to take advantage of the company if it is 
possible to do so. The agent can do 
much to prevent the improper payment 
of losses just as he can do much to pro- 
tect the assured from improper denial 
of liability. : 

“The American agency system 1s 
highly organized through national, state 


(Continued on Page 26) 
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No one would deny that the first step in skippering a boat is to 
learn the rules of navigation. 


But the very next step—and this is where you come in—is to 
make sure the skipper’s craft is covered adequately with a pleasure 
boat policy written by a dependable marine company. 


You can take that step, and take it easily, by contacting the 
owners of pleasure boats in your community, and by placing their 
risks through the Marine Office of America. 


It isn’t difficult to sell Marine Insurance to boat owners—they 
need and want the coverage. They’re aware of the perils of the 


—and the Very 
ext Step... 





waterways—the threat of fire, theft, shipwreck and storm; the 
financial danger lurking behind injury to persons or damage to 


property. 


Furthermore, boat owners know about the Marine Office of 
America through our national advertising now appearing in major 
yachting and boating publications. 


To earn additional premiums, your only task is to get in touch 
with local boat owners, prepare a brief application form, and send 
it to the Marine Office of America. We will follow through and 
deliver the policy to you. Write for application forms TODAY! 











of AMERICA 


116 JOHN STREET 







ALL CLASSES OF OCEAN AND INLAND MARINE INSURANCE 


MARINE OFFICE 


NEW YORK 7, NEW YORK San Francisco 4, California 


SERVICE OFFICES 


Baltimore, Maryland 
Boston, Massachusetts 


WESTERN DEPARTMENT SOUTHERN DEPARTMENT 


Insurance Exchange Bidg. Canal Building Cleveland, Ohio 
Chicago 4, Illinois New Orleans 12, Louisiana Detroit, Michigan 
‘ ‘ Houston, Texas 


Indianapolis, Indiana 
PACIFIC DEPARTMENT NORTHWESTERN DEPARTMENT Jacksonville, Florida 
340 Pine Street Colman Building Los Angeles, California 


- Philadelphia, Pennsylvania 
Seattle 4, Washington Pittsburgh, Pennsylvania 


St. Louis, Missouri 
Stockton, California 
Syracuse, New York 
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Many Whiskey Risks Now Over- 
Insured Due to Fall in Prices 


Considerable refiguring of whiskey 
values and reduction of imsurance 1s m 
order it) would appear. At this’ time, 
despite the fact that whiskey values 
have declined materially, whiskey cover 


is difficult to write. Many compames are 
full up and unable to accept additional 


business on new locations. 

additional 
and things 
fieldmen, 
stocks in 
something 
Owners in 
premiums on 
not be able 
should occur, 
breaking late last yeal 
and have dropped con 
past two to three 
and older whiskey, 
around $11 per orig- 


hand much 
written, 
companies, 
assured, if 
down to 
value 
paying 


would 


other 
could be 
tor 
the 
written 

market 
are 
they 


losses 


On the 
business 
made easier 
agents and 
bond were 
approaching 
Many instances 
amounts that 
ollect, if 

Prices started 
n bulk whiskey, 
siderably in the 
months. Four year 
venerally quoted at 


t< © 


inal proof gallon, in bond, last Novem 
ber, is generally priced now at trom 
$6.25 to $6.60 on brokers sheets, and 
some sales have been at lower prices 
One lot of Illinois whiskey was re- 
ported sold recently at $5 a gallon, for 
whiskey about five years old. Some 
Kentucky bourbon, over six years of 
ve, was offered recently at $5.75 and 
could probably have been lad for less. 


New Whiskey Prices Fall 
January, 1945, production, Kentucky, 
which was priced at $5.50 to $6 a gal 
lon, around the first of the year, is now 
queted at $4 a gallon, tops. July, 1945, 


just turning two vears old, $2.75 to $3. 
Spring, 1946, is offered on brokers sheets 
at $1.65 

Reports several weeks ago of two 
sales involving 25,000 barrels each, as 


made by one of the large companies, to 
two other big companies, and involving 


whisk \ hour vears of ave or older, were 
reported to have been made at $7.50 
per OPG. But that was some time ago, 


and $6 would be closer to tops today. 


Distillery plants are generally closing 
down due t the fact that there are 
toda around 450,000,000) gallons — of 

hiske in bonded warehouses of. the 
country, whereas 500,000,000 gallons hes 
been generally conceded to represent 
saturation point. Previously when there 


was a half billion gallons in warehouses, 
between 50,000,000) and 100,000,000 gal 
lons were held by investors and/or1 
speculators, whereas today, virtually all 
holdings are in the hands of distillers 
or wholesalers 

Production has been eased off stead 
ily tor the past two or three months, 
due to high cost of production, along 
with declining consumption. Some agents 
and company men are inclined to feel 
that it would be better all around from 


insurance angle if owners could be 
convinced that they are overinsured, 
under policies written in 1946, 
New Production To Be Limited 
With indications that 


the 


new production 
will be limited from July to November 
or later, there will not be any great 


demand for additional whiskey coverage. 
Production next fall will be largely a 
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question of just how the 1947 corn crop 
turns out. Tremendous normal acreages 


have not even been planted as yet due 
to adverse weather conditions, 

Some company men in recent letters 
have expressed fear that due to dis- 


tilleries being closed down the fire haz- 
ard might be increased. This is dis- 
counted. Closing down of production 
reduces fire dangers, it is said, and 
does not mean that the plants are not 
properly supervised. Even though pro- 
duction is down near normal, warehouse 
forces are needed to recooper barrels, 
look for leaks and get out barrels to 
be tax paid or shipped. 
CANADIAN LOSSES RISE 

Fire losses in Canada for May were 
only moderately ahead of the same 
month last year, but the aggregate for 
the first five months of 1947 was around 
$2,000,000 over the same 1946 period, 
according to Monetary Times. Losses 
for May were placed at $3,941,700 com- 
pared with $3,806,010 in the same 1946 
month, while for the five months losses 
were $29,353,085 compared with $27,- 


Starling Heads Canadian 


Underwriters Association 
Robert Lynch Starling, Canadian 
manager of the Sun Insurance Office, 
has been elected president of the Cana- 
dian Underwriters Association, which 
held its annual meeting this week at 
Tadoussac, Quebec. R. De Grandpre of 
Montreal, retiring president, said that 
insurance companies, other than _ life, 
disbursed a record $76,000,000 in claims 
to Canadians in 1946. He deplored this 
huge waste but held that the importance 
of insurance companies in the economic 
life of Canada is emphasized by the 
fact that the companies work for the 
common good through payment of such 
losses to afflicted assured. 





o 
Bohlinger 
(Continued from Page 19) 
from prior years, particularly during 
the depression years of the 1930’s when 
total complaints annually ran into the 
several thousands. 

“Every complaint received is investi- 
gated carefully, irrespective of the 
source of the complaint or the reason 
which motivates the complainant to 
appeal to the New York Departinent. 
Of course we have, as is to be ex- 
pected, many complaints which upon 
investigation are found to be without 
justification. However, if upon investi- 
gation a complaint is found to be justi- 
fied, appropriate action is taken by the 
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DISHONESTY INSURANCE 


ewe has there been a time in history when dis- 
honesty insurance, and for adequate amounts, is 


so urgently needed as it is today. Reliable sources 
estimate annual dishonesty losses in excess of 


$200,000,000. These losses occur where and 
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THE UNION MARINE & GENERAL INSURANCE CO., Ltd. 





when they are least expected. Dishonesty on 
the part of the employees, is an ever-present 
danger which in many instances has 
caused financial embarrassment and bank- 
ruptcy to employers. Concerns are 
constantly faced with turnover in employ- 
ees whose salaries at times are not com- 
mensurate with rising living costs. There- 
fore, it should not be difficult to sell dishonesty 
insurance. Knowledge by the employee 
that he is bonded and must answer for 
any dishonest act to a relentless surety 
company will be a definite restraining 
influence on employees who may have 
dishonest tendencies—in any event, 
the employer will be protected. 


Every employer is a prospect! 


GROUP 
55 FIFTH AVENUE: NEW YORK 


Department to the condition 
complained of. 

“This action may take the form of a 
disciplinary proceeding against a broke: 
or agent and where such disciplinary 
proceeding is instituted the respondent 
is served with a complete list of thx 
charges and a hearing is accorded t 
him, pursuant to the statute. The De- 
partment attorneys are required tc 
prove their case and the respondent, 
who, if he chooses, may be represented 
by counsel, is given every opportunit, 
to offer evidence either to refute th 
charges or in mitigation. If upon th« 
hearing, the charges are sustained, the 
licensee is subject to fine, suspension 
or removal. The determination of thx 
Department in imposing any penalty is, 
pursuant to statute, subject to review 
by the courts. In the case of com- 
plaints against companies or their of- 
ficials, if investigation discloses im- 
proper practices or violations of the 
law, the Insurance Law makes provi- 
sion for appropriate hearing and_ thx 
application of effective action against 
the company.” 


correct 





Camden County Agents Elect 


The Camden County (N. J.) Insur- 
ance Agents Association has elected 
Joseph W. Goldberg president for thx 
fiscal year beginning September 1. First 
vice president is Samuel R. Worthing 
ton; second vice president, Frank B. 
Anderson; secretary, Richard L. Schmid, 
and treasurer, Vinal A, Johnson, The 
last two were reelected. Retiring presi 
dent is Richard J. Clark, who was 
elected a county vice president of the 
state association. Frederick W. Dore- 
mus, manager of the Eastern Under- 
writers Association, was guest speaker 
at this week’s meeting, his subject be- 
ing public relations. Members of the 
South Jersey Field Club and the South 
Jersey Casualty Special Agents Organi- 
zation were present at this joint session. 


DUXBURY HEADS COMMITTEE 

George H. Duxbury, North Britisi 
Group, has been elected a director of 
the New York Board of Fire Under- 
writers and also chairman of the com- 
mittee on laws and legislation. Jolin 
R. Barry, Corroon & Reynolds, has 
been elected vice chairman of the com- 
mittee. 





KURBYWEIT CHAIRMAN 

Victor Kurbyweit, America Fore, has 
been re-elected chairman of the commit- 
tee of public relations of the New York 
Board of Fire Underwriters. He is also 
a director of the board. Joseph J. 
Magrath, Chubb & Son, has been elected 
vce chairman of the committee. 


( )) 
Fire, Casualty 
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Chicago Office 
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The Family Legal Liability policy is an excellent 
introduction to new prospects. In our current national advertising 
we tell the public about this coverage and provide America Fore 
agents with related material to use in soliciting this business. 
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Warfield Holds Management Vital 
Problem of Local Agencies ‘Today 


“Business cycles spell agency cycles,” 
Guy T. Warfield, Jr., Baltimore, presi- 
dent of the National Association of In- 
surance Agents, told the delegates to the 
annual convention of the New England 
Associations of Insurance Agents’ meet- 
ing at the New Ocean House at Swamp- 
scott, Mass., last Friday. Commenting 
n the economic trends that follow the 
post-war period of American economy 
Mr. Warfield urged the New England 
agents to adjust their agency operations 


to the end that they might more effec- 
tively serve the public and at. the same 
healthy production proce- 


{ime promote ¢ 
i insurance coverage 1n 


dures in general 

the industry. 
“Insurance agents as small business 

men manifest one of the basic freedoms 


in our American economy—the freedom 
to enter or leave business at will; to 
start small and grow big; to expand, 
contract—or even to fail,” Mr. Warfield 
said. “Such freedom to be enterprising 


is an aspect of the economic democracy 
without which our political democracy 
can not exist,” he continued, 

Agents Must Get Back to Selling 

In tracing the history of small business 
as it relates to the business cycles of the 
American economy Mr. Warfield warned 
fellow agents that they must get back to 
selling and gear their agency operations 
to the post-war adjustment. 

“Our number one problem is manage 
he continued. “We must know 


ment,” | n 
our business from the selling 


all about 


MARSH & McLENNAN GOLF 
Marsh & McLennan’s annual 
tournament and managers’ 
in Chicago, June 17-18, had a record at- 
visiting officials from the 
offices. C. W. 


S. Kennedy, president, 


golf 


meeting held 


tendance of 
firm’s various Seabury, 


chairman, and L, 


were hosts to the following visitors: H. 


I. Eegert and W. D. Maus, New York; 
\l. T. Kelleher, Boston; F. V. Rudd and 
Rk. T. Johnstone, Detroit; F. L. Hull, 
Pittsbureh: Geo. E. Home and F. B. 
Troeger, Indianapolis; J. B. Sturges, St. 
Louis; C. I. Long and J. M. Regan, 


M. Hannaford and Cecil 
Read, St. Paul; P. H. Kelsey and H. M. 
Hansen, San Francisco; F. M. Hughes, 
Los Angeles; Ormond Rankin, Portland ; 


Minneapolis; J. 


Geo. W. Farnsworth, Seattle; J. G. 
Cochrane, Vancouver; A. Leslie Smith, 
Buffalo; Louis A. Brawley, Cleveland; 


and Howard G. Manley, Duluth. 


NORWICH UNION SPECIAL 
The Norwich Union Fire announces 
the appointment of Frank H. Terry as 
special agent in Virginia, under George 
3B. Townsend, state agent, effective July 
1. Mr. Terry is a native of Roanoke, a 
graduate of Hampden-Sydney College, 
and was a captain in the U. S. Army. 
He has had several years’ experience in 
the Fire Companies’ Adjustment Bureau, 
Mr. Terry’s office will be in the Citizens 
National Bank Building, Petersburg, Va. 





and through the bookkeeping, cost ac- 
counting, manufacturing (the company 
side of the picture), advertising and all 
the other phases. Most business men 
begin their venture because they have 
skill or interest in one major phase 
usually production or selling. They tend 
to underrate or ignore the others. 

“In these days we must analyze every 
phase of our business whether it is im- 
mediately attractive to us as a study, 
or not,’ Mr. Warfield continued. ‘We 
must pool our experience, broaden our 


knowledge by drawing on the abilities 
and training ot others. We must seek 
expert guidance in the matter of cost 


accounting and merchandising. We must 
be constantly learning.” 

Mr. Warfield spoke at length of the 
services available to members furnished 
by the education division of the NAIA 
in training agents through the standard 
course which consists of a training pro- 
gram and study in coverages, both older 
forms and the latest developments in 
all fields. He also that in an- 
alyzing agency personnel a job of re 
training should be embarked upon to 
raise the level of agency staff efficiency. 
He mentioned that the educational divi- 
sion introductory course was designed 
to train junior employes both in under- 
standing the historical place which the 
\merican Agency System occupies in 
the marketing of insurance and_ provid- 
ing a working knowledge of those con- 
tracts which form the basis of insur- 
ance operation. 


stressed 


CITY WITH BOSTON AGENCY 

Fairfield & Ellis of Boston, general 
agency, announce that Robert L. City 
has been named marine department 
manager. He represented Appleton & 
Cox, Inc., for twelve years working in 
the New York home office and also in 
the New England’ and Mid-Western 
fields. In 1941 he was transferred to 
Boston. Later he served for two years 
in the inland marine department of the 
National Union Fire in New England 
and in 1944 Mr. City went with the 
North British Group. A year later he 
was appointed special agent of the Prov- 
idence Washington in charge of both 
ocean and inland marine, working in 
the Boston area. 


JAMES L. HANWAY DIES 

James L. Hanway, 67, head of the 
Dallas local fire and casualty agency of 
Hanway & Williams, established in 
1916, died of a heart attack in his office 
June 16. He had served as secretary 
of the Dallas Kiwanis Club for twenty- 
six years, having been a member of that 
group thirty-one years. He was an ac- 
tive member of the Dallas Insurance 
Agents’ Association of which he was a 
charter member. 


Charles A. Walker has been appointed 
special agent for upper New York State 
territory for the General of America, 
Seattle. He will have his headquarters 
in Syracuse. Mr. Walker was formerly 
with the Michigan Millers Mutual Fire. 





Producer Explains Why 
Markets Are Curtailed 


TOO MUCH INSURANCE SOUGHT 


Williams of F. L. Gray Co. Tells How 
Companies Are Acting to Meet 
Present Unusual Situation 


in Commercial 
West, leading financial journal of the Min- 
Wheaton A. Williams, ex- 
Fred L. Gray 
Co., explains why many insurance buyers 


In a three page article 


neapolis area, 
ecutive vice president of 


these days are finding it difficult to get 
fire and automobile coverage. His article 
was prompted by the fact that many people 
have expressed surprise at this situation. 

“Whoever thought the day would come 
when an insurance agent would say, ‘I 
can’t write your insurance?” Mr. Wil- 
liams’ article began. “Well, that day has 
come, and mainly because too many people 
want to buy. Too much business cramps 
the operations of an insurance company in 
much the same manner as the merchant 
or manufacturer who finds himself over- 
stocked and over-supplied and cannot sell 
his products fast enough to bring in money 
io replace the working capital invested in 
unsold products. That results in merchants 
and manufacturers selling products at a 
loss, banks tightening up on credit and 
all business affected is then thrown into 
« period of readjustment. 

“That is just what is happening to the 
Aire and casualty insurance business today. 
More insurance than usual is being bought. 
This causes the tying up of surplus funds 
resulting in a shortage of working capital, 
jor the more insurance the companies sell, 
the greater the drain on working capital. 
Another drain on insurance funds comes 
irom today’s unusual loss payments.” 

Mr. Williams cites the steps the com- 
yenies have taken to meet this situation, 
such as increasing rates and being more 
selective in the business they write. In 
Minnesota, he said, some companies have 
withdrawn from hundreds of agencies and 
in some states they have withdrawn en- 
tirely. Having take these steps, Mr. Wil- 
liams says, there is nothing to fear so 
jar as the solvency of the companies is 
concerned. 


Install Penna as Head of 
N. Y. Suburban Fieldmen 


The Suburban New York Field held its 
annual field day last week and installed 
the newly elected officers. They are Charles 
J. Penna, London Assurance, president; 
George Wood, America Fore, vice presi- 
dent; Raymond Wiley, Agricultural, secre- 
tary, and Walter F. Ficke, Providence 
Washington, treasurer. 

Forty-three members and guests partici- 
pated in the golf tournament. The trophy of 
the Home was won by Harry Wainwright 
of the General Adjustment Bureau. Other 
winners included William Chandler, 
Stuart F. Richardson, Ernest Gesswein, 
Clark Hall, Rod Clark and Mr. Wiley. 
\mong the guests were Andrew J. 
Bucksar, Suburban Division, New York 
Fire Insurance Rating Organization, and 
kugene Richard, American of Newark. 
Mess Chandler, Wood and Clark were 
in charge of arrangements for the affair. 





Retiring President Edwin Misner, Insur- 
ance Company of North America, was 
presented with a pen and pencil set. 





WATERTOWN AGENCY SOLD 


The Clifton F. Dano Insurance agency 
of Watertown, N. Y., has been purchased 
by Raymond H. Smith of Dexter, N. Y., 
becoming the fourth insurance agency to 
be consolidated with the Smith interests. 
Mr. Dano, founder of the agency, died 
recently. 

Mr. Smith was engaged in the insur- 
ance business at Natural Bridge for two 
years before he went to Dexter in 1940. 
He received his state license in January, 
1938, and was previously associated with 
the Metropolitan Life. 
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Auto Rates Follow 
Increased Car Values 


WEST COAST PRODUCERS TOLD 





Reason for Higher Rates Is Because 
Cars Have Doubled in Value, 
Letter States 
Producers in Southern California were 
recently given a new slant on automobile 
rate increases through a letter from a 
manager of a large group. He heads his 
letter “Re: the $64 Question! Have Auto- 

mobile Rates Increased?” and says: 

“My answer to this question is ‘No. 
You might disagree, but let us consider 
the facts. Automobile collisions and com- 
prehensive fire and theft insurance 1s 
written on a flat rate basis and the recent 
revision in the premiums should not he 
considered as an increase in rates, but 
merely a revision to reflect the increased 
value of the automobile. 

“The $1,000 automobile of a few years 
ago is now selling for $1,600 to $2,000 
Why talk about increased rates? Explain 
to your assured that the reason for the 
higher premium is that his automobile is 
now worth twice what it was a few years 
ago. Present bodily injury and property 
damage rates are just about the same as 
they were before the war time rates were 
placed in effect. 

“The fire insurance industry did an ex- 
cellent job on increased values. Many fire 
insurance premiums were doubled and even 
trebled—no one talked about increased 
rates and even the assured was grateful 
for the service rendered by the industry 
and its agents. Why not apply the same 
sales psychology to the sale of automobile 
insurance. 

No One Has Explained Reason 

“Agents, trade journals, and newspapers, 
in fact practically everyone has been talk- 
ing about the terrifically high automobile 
rates, but to my knowledge, no one has 
taken time out to explain the reason; 
consequently, the solicitation of automo- 
bile insurance has more or less been on a 
‘take it or leave it’ basis, and here are 
the results: the assured who has carried 
automobile insurance for many years, never 
sustained a loss, oftentimes concludes that 
automobile insurance is a luxury, which is 
out of his reach and decides to carry lis 
own risk. This assured needs protection to- 
day more than ever, and is the type ©! 
risk that is desired by all companies. The 
loss producer is no problem—he will always 
be with us. 

“Beginning today, let us resolve that we 
will never again talk about increased aut 
mobile rates and whenever the subject 1s 
brought up, state that there has not been 
an increase in automobile rates, but. that 
the higher premiums have been brouglit 
about by the increased cost of the auto- 
mobile that’ is insured. A little salesman- 
ship at this time will keep valuable a 
counts on your books.” 
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at Katonah, New York, was the natural ful- 


BEDFORD 
HOUSE 


€¢ 4 T LENGTH, my good friend, I am 
A amivea at the land of my nativity; 
and I bless God that it is also the land of 
light, liberty and plenty. My emotions can- 
not be described.” 


















The library where Jay read, wrote and died 


This sentiment, written to a friend by 
John Jay upon his return from nine months 
abroad, is indicative of the love and devo- 
tion this great statesman held for his coun- 
try and home. His life had been dedicated 
to loyal service as a member of the Conti- 
nental Congresses, special envoy to Great 
Britain, Minister to Spain and Governor of 
New York. His greatest moment had come 
in 1789 — his appointment by George 
Washington as the first Chief Justice of the 
Supreme Court of the United States. 

When, in 1800, President John Adams 
nominated Jay as Chief Justice for a second 
time, the appointment was declined. The 
jurist was determined to withdraw perma- 
nently from the public life he had faith- 
fully served for twenty-seven years. 

That John Jay should retire to Bedford 
House, his country estate of 85,000 acres 





fillment of a long-cherished dream. 
Affairs of state put aside, he could 
devote his time in full to rural 
neighborhood interests, his family 
and the development of his farm. 
An early riser, he cut a hole: 
in the solid shutter so that 
the sun’s first rays might 
awaken him. Weather per- 
mitting, he would ride 
by horseback about the 
grounds, supervising the 
labors of his farm hands. 
John Jay was especially 
fond of his house, a hand- 
some structure of wood 
which he built in 1800. It is situated on ris- 
ing ground backed with lush woods and a 
beautiful lawn at the south front which 


“Tt always gives me pleasure to see trees which | have reared and planted”’ 





Our first Chief Justice 






He died in 1829 in the library of Bedford 
House where so many hours had been spent 
in reading and correspondence. As a stutes- 
man no less than as a private citizen, John 
Jay was governed by the highest moral prin- 
ciples and unswerving de- 
votion to duty. Public office 
to him was a public trust. 
Upon his death a contem- 
porary jurist said, “Few men 
in any country, perhaps 
scarcely one in this, have 
filled a lafger space, and 
few ever passed through 
life with such perfect puri- 
ty, integrity and honour.” 

The Home, through its agents and brok- 
ers, is America’s leading insurance protector 
of American Homes and the Homes of 


commands a pleasant view of Long Island American Industry. 


Sound. The original house 
stands today with only the 
addition of several rooms, 
and its present owner takes 
pride in keeping up its ap- 
pearance as her great-great 
grandfather, John Jay him- 
self, would have had her do. FIRE - 
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NICE JOINS NATIONAL BOARD 


Former Air Force Major Becomes As- 
sistant to General Counsel Berry; 
Distinguished War Service 


Albert T. Nice, former major in the 
United States Army Air Forces, has 
joined the National Board of Fire Un- 


derwriters as assistant to General Coun- 
sel J. Raymond Berry. Major Nice goes 
to the National Board from the law fitm 
of Curtis, Mallet-Prevost, Colt and 
Mosle, of 63 Wall Street. He received 
his LL.B. last October from St. Johns 
University School of Law, Brooklyn, and 


was admitted to the bar of the State of 
New York in December, 1946. 

As a flying fortress navigator Major 
Nice saw combat action in the early 


days of the war, flying against the Japan- 


ese from bases in Java, the Netherlands 
East Indies, Australia and New Guinea 
asa member of the famous Nineteenth 


somb Group. During the last two years 
of the war he was staff nz wigator of the 
Third Bomber Command in_ Florida, 
which trained about a third of all bom- 
ber crews sent overseas. 

Major Nice holds the Air Medal, the 
Distinguished Flying Cross, and the Sil- 


ver Star with oak leaf cluster. 


Causes of Canadian Fires 
During 1946 Are Analyzed 


were 55,397 fires in Canada 
during 1946 for a property loss of $49,- 
329,863, according to W. L. Clairmont, 
Dominion fire commissioner. However, 
in addition to these national 
and other crown property to the 


There 


losses, 


defense 
value of at least $1,500,000 was de- 
stroved, boosting the aggregate to 
nearly $51,000,000. This resulted in a 
per capita loss of $4 and a total loss 
of life of 408, including 164 children. 
There were, Mr. Clairmont reports, 
41,004 residential property fires for a 


$10,544,257. Mercantile proper- 
ties accounted for 5,594 fires and a loss 
of $11,923,334; there were 3,348 farm 
fires for a loss of $4,236,157; 1,948 manu- 
facturing property fires and a loss of 
$11,405,178; 784 fires in institutional and 
assembly buildings for a loss of $4,878,- 


loss ot 


748, and in , miscellaneous properties 
there were 2,719 fires and loss of 
$6,342,189. 

Smokers’ carelessness caused the 


largest number of fires and a total loss 
of $3,474,371 in 18,964 instances. Stoves, 


furnaces and boilers were responsible 
for 5,697 fires and losses of $3,490,938; 
one and overheated chimneys and 


flues 3.494 fires and losses of $1,780,402; 
ee il wiring and appliances 4,832 
fires and losses of $4,203,019; petroleum 
and its products 1,621 fires and losses 
of $1,755,760; incendiarism, 306 fires and 
losses of $638,632; unknown, 6,546 fires 
and losses of $19,863,450. 


Berry Backs AIC Bills 
Before Va. Committee 


\doption in Virginia of the = All- 
Industry bills’ pattern of insurance regu- 
lation in lieu of the present laws of that 
state providing prior approval of rates 
was recommended to a Virginia advisory 
legislative council committee meeting in 
Richmond last week. Raymond Berry, 
general counsel for the National Board 
of Fire Underwriters and other spokes- 


men for the companies backed the AIC 
bills. The committee arranged further 
meeting for July 22 and July 29 for fur- 


ther study of the rate regulation prob- 
lem. 


James O. Cobb Dies 


James O. Cobb, for many years a 
leading insurance executive of Durham, 
N. C., passed away June 22 at the Duke 


Hospital in that city. He had been ill 
for several months. Mr. Cobb was active 


head of James O. Cobb & Co., one of 
the largest insurance agencies in the 
South, and also was active in the or- 
ganization of the Southern Fire Insur- 
ance Co. The deceased is survived by 
his widow, two sons and a daughter, 
two sisters and a brother. 





_UNDERWRIT ER TZ 





June 27, 1947 








National Union Aims to R. Cholmeley-Jones Dies Mobile Junior Chamber 
Increase Capital Funds Roynon Cholmeley -Jones, secretary of Wins N. Y. Underwriters Cup 
the Pacific Fire, Jersey of New York and eae 


Directors of the National Union Fire 
of Pittsburgh have called a special meet- 
ing of stockholders for Wednesday, Au- 
gust 20, to act on proposals to increase 
the capital from $1,100,000 to $2,000,000, 
to reduce the par value of the shares 
from $20 each to $5 to exchange 220,000 
of the new $5 shares for the 55,000 pres- 
ent $20 shares and to sell the additional 
180,000 new shares at a price in excess 
of par. 

President John M. Thomas of the Na- 
tional Union says ere of the sug- 
gested changes are to broaden the mar- 
ket for stock of the company and to in- 
crease capital funds. In view of the fact 
that the company’s business has more 
than doubled since the last capital 
change in 1932 it is desirable, Mr. 
Thomas, that additions be made to the 
capital structure. He says the directors 
believe that if the proposed recapitaliza- 
tion is adopted and put into effect con- 
tinuance of the present rate of dividends 
will be practicable. 


says 


ROYAL ASSISTANT “MANAGER 

James Matson, manager for Canada 
of the Royal Insurance Co., announces 
appointment of Donald B. Martin as 
assistant manager for Canada. Mr. Mar- 
tin has come to Canada from the head 
office in Liverpool, where he was assist- 
ant secretary. 


Bankers & Shippers for many years, and 


a director also of the last-named com- 
pany, died last week at St. Luke’s Hos- 
pital in New York City. He was 62 
- years old. During World War I Mr. 
Cholmeley-Jones was a major in the 
Army in command of the Port of Em- 
barkation at St. Nazaire, France. He 


was a past commander of ‘the John Pur- 
roy Mitchell Post of the American Le- 
gion, member of the Veterans of Foreign 
Wars, president of the Badminton Club 
and a trustee of the Kips Bay Boys Club. 
3orn in New York and educated in the 
public schools of Philadelphia he served 
with the Mutual Life in New York from 
1900 to 1906. 

Mr. Cholmeley-Jones is survived by his 
widow, Mrs. Grace Coffin Cholmeley- 
Jones; a daughter, Miss Gay; a brother, 
Nigel, an a sister mats. Percy Litchfield. 


HUBBARD COMM’R OF IDAHO 


James Hubbard of Lewiston has been 
named as Idaho Insurance Commissioner. 
He will succeed Edward B. McMonigle 
on July 1, the latter having held the title 
of Director. This year the legislature 
divorced the Insurance Department from 


the Finance Department. Mr. Hubbard 
represented the New York Life for 
twenty years at Pullman, Wash., before 


moving to Lewiston. 
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=——— Losses paid exceed Three Hundred Fifty Million Dolla 





The annual convention of the Unite 


States Chamber of Commerce, held jy 
Long Beach, Calif., during the pas 
week, had for one of its features {!, 


awarding to a member Junior Chambe; 
of Commerce of the New York Und 


writers Insurance Co.’s perpetual ci) 
for the best work done in the way 4j 
fire prevention during the year. At tle 


convention the cup went to the Mobile 
Ala., Junior Chamber, it having bx 

adjudged as having made the outstand- 
ing record in the way of advancing fi: 
prevention and fire protective measures 

The perpetual cup goes to the win- 
ner each year, and replica of it is 
presented to any member chamber that 
wins it often enough to have permanent 
possession. 

Executive Special Agent Paul Har- 
rington of the Pacific department of thy 
company presented the cup to the Mo- 
bile Chamber delegates, headed }y 
Adrian K. Roberts, general chairman 
of the fire prevention committee of the 
chamber. 





Aetna (Fire) Registers 
250,000 New Shares 


The Aetna (Fire) of Hartford last 
week registered with the Securities and 
Exchange Commission 250,000 shares of 
capital stock which the company pro- 
poses to offer to present stockholders. 

According to the prospectus, stock- 
holders of record at the close of busi- 
ness on June 18, 1947, will be entitled 
to subscribe for the additional 250,000 
shares at the rate of one new share for 
each three shares held. The subscrip- 
tion price and date of expiration oi 
rights will be filed later by amendment 
to the registration statement. The cem- 
pany’s offering to stockholders will be 


underwritten by an investment banking 
group headed by Dillon, Read & Co., 
Inc., and W. C. Langley & Co. 


The net proceeds of the sale will be 
added initially to the company’s general 
funds, $10 per share, or $2,500,000, to be 
allocated to the capital account and the 
balance to surplus. After completion of 
the proposed financing the comnanvy’s 
outstanding capitalization will consist 
of 100,000 shares of capital stock of 
$10 par value. Dividends on the capital 
stock from time to time outstanding 
have been paid continuously since 1873, 
including payments at the rate of $1.X0) 
per share annually since January, 1940. 





° 
Martineau 
(Continued from Page 20) 

and local associations,” continued Mr 
Martineau. “It has long worked to im- 
prove the status of the insurance agent 
through efforts to increase his profes- 
sional standing and the manner in which 
he observes the ethics of his business. 
As a result the American agency system 
today stands high in the ranks of busi- 
ness association and through its mem 
bers it renders a valuable service to the 
business community and to the citizens 
of the country. 

“However, like the business which 
represents and the system of state su 
pervision which regulates that business, 
the agency sy stem must re-examine it> 
practices in an effort to correct short 
comings that still exist. The process bs 
which the business of insurance, th: 
agency system and state supervision ©! 
insurance have been improved throug! 
the years has been one of constant prog 
ress. The recent Federal development 
have served to accelerate that progress.’ 





ONTARIO ADJUSTERS ELECT 

Hugh Murray of Angell & West ha 
been’ elected president for 1947-48 « 
the Ontario Insurance Adjusters’ Assi 
ciation. Vice president is E. A, Deoyi 
of the firm that bears his name. On th 
executive committee are Rupert Sim 
mons of Amgell & West, treasure! 
David General Accident 
Bruce of Western Assuranc: 
and Charles Glens Falls. 


McLean of 
Goddard 
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Orgonized 1852 


Orgonized 1855 
FIRE: MARINE CASUALTY’SURETY The Girard Fire & Marine Insurance Company Royal Plate Glass & General Ins. Co. of Canada 
Organized 1853 Orgonized 1906 
National-Ben Franklin Fire Insurance Company The Metropolitan Casualty Insurance Co. of N.Y. 
Organized 1866 Orgonized 1874 
The Concordia Fire Insurance Co. of Milwaukee Commercial Casualty Insurance Company 
Orgonized 1870 Organized 1909 


ins URANC CE Pittsburgh Underwriters - Keystone Underwriters 
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Two Insurers Share Equally in Auto 
Fire Loss Following a Collision 


One insurance company sued another 


to recover an amount paid to an insured 
in settlement of a claim for loss under 
an automobile fire insurance policy. The 
automobile went out of control on a 
curve, hit a guard rail, then took fire 
and became a total loss. Its value was 
agreed to be $797. The 


ance company covered it with fire in- 


plaintiff insur- 


surance, the defendant with collision 
msurance 

Plaintiff claimed that the defendant 
under its collision policy for 
the entire loss ie defendant accepted 
liability only for the collision damage 
before the fire broke out. To. settle 
promptly with the insured, the total loss 
to app wrtion $295, be- 


was liable 


was divided so as 


ine $345 less $50 deductible, to the col- 
lision damage before the fire, and $451 
to the damages thereafter. 


Question of Right of Subrogation 


This action was then brought to deter- 
mine the respective liabilities of the 
parties. Plaintiff to recover its payment 
of $451 to the owner of the automobile 
under its subrogation agreements with 
On appeal from a judgment 
dismissing the complaint the only ques- 
tion involved was the legal effect of the 
defendant’s receipt for $295 and release 
in connection with the circumstances of 
its execution at a meeting between the 
respective adjusters of the two com- 
panies’ and the insured’s treasurer, as 
explained, modified or refuted by the 
testimony in evidence, and especially by 
plaintiff's proof of loss and loan receipt, 
both for $451. 

The action was based on the plaintiff's 
right of subrogation. The court said 
the chief question was to what extent did 
the plaintiff have any right of subroga- 
tion. 


that owner. 
1 


The decision of the Chenung County 
Court, was as follows: As between the 
insured and the defendant insurance 


company, the Utica Mutual, applying the 
doctrine of proximate cause, under the 
collision policy the Utica Mutual was lia- 
ble for ihe total loss, both collision dam- 
age and the fire damage. 

“Subrogation” arises in favor of one 


who pays a debt for which another is 
primarily liable, who should discharge 
it in equity and good conscience, if such 
payment has been made under compul- 
sion or to protect the interest of the 
party working the payment and in dis- 
charge of an existing liability. As be- 
tween the two insurance companies, 
therefore, the Utica Mutual was held ex- 
clusively liable for the collision damage, 
$295, which it had paid, and “plaintiff 
and defendant having concurrent insur- 
ance were each liable for the fire damage 
($451) paid by the plaintiff.” 


Lower Court Decision Reversed 


The judgment of the lower court was 
reversed on the basis of this decision 
and judgment reduced for plaintiff 
against defendant for $225. Colonial Fire 
Underwriters branch of National Fire of 
Hartford v. Utica Mutual 69 N. Y. S. 2d 
623. The court also said: 

“Plaintiff's contention is that it paid a 
debt for which defendant was primarily 
responsible. This 4 the real point at 
issue. * * * Plaintiff did not pay a debt 
for which defendant solely was primarily 
responsible but one for which plaintiff 
and defendant were concurrently pri- 
marily responsible by virtue of the na- 
ture of the accident.” 

“In consideration of the foregoing, 
therefore, that the plaintiff and defend- 
ant were concurrently responsible for 
the loss due to fire, I do not believe that 
Section 167 of the Insurance Law is ap- 
plicable. Section 167 applies to insurance 
against liability to third parties and 
would not bar a right of subrogation un- 
der a fire insurance policy or its equiva- 
lent. 

“The appellant is greatly concerned as 
to where justice lies in this matter. This 
is my analysis. Each of the insurance 
policies carried the provisions as to con- 
tribution under other insurance. The 
policies are in evidence. The defendant 
admits its liability for the collision loss. 
Tke insurers are both liable for the fire 
loss as above described, but each is en- 
titled to contribution from the other un- 
der the provision of other insurance. 
I think this is the proper adjustment 
in this case. The two insurance com- 
panies should share equally in the fire 
loss of $451 and I so decide.” 


NOT UPHELD 






CEILING PRICE 
Court Holds Control Not Intended to 
Fix Reasonable Market Values for 
Property Damaged 
The ceiling price of an automobile, as 
fixed by OPA under the Emergency 
Price Control Act, is not conclusive as 


.to its reasonable market value when left 


by its owner at a parking lot in an ac- 
tion by the owner against the parking 
lot operation for damage done to the car 
by a person who took it from the lot. 
Betts v. Hitchcock, Texas Court of Civil 
Appeals, 197 S. W. 2d 878. 

The non-warranty ceiling price of the 
car on the day it was damaged, but be- 
fore it was damaged was $1,000. The 
jury found its value at that time to be 
$1,500. Affirming a judgment for the 
plaintiff for that sum, the court said: 

“It appears to us that the Emergency 
Price Control Act was obviously in- 
tended to authorize the fixing of ceiling 
prices for commodities that were offered 
ior sale on the market as the term 
‘sale’ has been defined by law and that 
if it was not its purpose to fix the rea- 
sonable market value of property when 
a loss had been sustained by reason of 
damage to the property and a damage 
suit filed as a result of such loss in or- 
der to determine only the amount of 
damages sustained.” 

The court cited various cases in sup- 
port of its construction of the act. It 
found no decisions to the contrary. 
Cases cited: M. K. T. Rye Co. v. Jaffee, 
etc., Co. (shipment of machinery) 193 
S. W. 2d 986: Rus P:'C Thompson, 
20 U. N. 2d 57; Bowles v. Texas, etc., 
Bd. 148 F. 2d 265; Gen. Exch. I. Co. 
Irving, 152 F. 2d 224; Fugate v. State, 
158 Fed. 177, 157 A. L. K.. 1299, 


Marine hide to Meet 
At Cannes Sept. 16-18 


The International Marine Insurance 
Union will hold its 1947 meeting at 
Cannes in France on September 16-18, 
with headquarters at the Hotel Carlton. 
A full meeting of the union is sched- 
uled for the Hotel Martinez on Septem- 
ber 17. All members of associations be- 
longing to the union will be welcome at 
the full meeting although they cannot 
attend meetings of the council which is 
composed of the chairmen, deputy chair- 
men and secretaries of the member as- 
sociations. Brokers and agents can also 
be present and attend the banquet, to 
be held at the Casino of Palm Beach on 
September 18. 





N. Y¥. BOARD RE-ELECTIONS 

A. J. Smith has been reelected a di- 
rector of the New York Board of Fire 
Underwriters and also continues as 
chairman of the committee on losses and 
adjustments. John W. Begg has been 
reelected vice chairman of the commit- 
tee. 





Liability of Public Ships 


Same as Private Vessels 

\ libel was instituted in the Federal 
District Court for Rhode Island, alleging 
the delivery in a damaged condition in 
San Francisco of a portion of wool 
shipped by the libellant on the SS. 
Mount Vernon at Sydney, Australia, 
on order bill of lading; that the vessel 
was owned by the United States of 
America and was being operated “either 
as a merchant vessel or as a_ public 
vessel.” 

“The libel was brought under the 
Limits in Admiralty Act and the Pub- 
lic Vessels Act. The Government ex- 
cepted to the libel on the ground that 
the Mount Vernon ‘was at all relevant 
times a United States Navy transport 
* * * and was a public vessel of the 
United Staees and that the United 
States has not consented by the Public 
Vessels Act of 1925. 46 1. S:; © A, 
§§ 781-782, to be sued in respect of cargo 
carried in such vessel.” 

The opinion in the case of Canadian 
\viator, Limited, v. United States, 324 





Colonel Herbert Barry Dies 


Col. Herbert Barry, senior partner in 
the well known insurance and admiralty 
law firm of Barry, Wainwright, Thacher 
& Symmers of New York, who died on 
June 19 at his home in Llewellyn Park, 
N. J., at the age of 80 years, was long 
a distinguished figure in the legal world. 
During World I he was a major in com- 
mand of a combat battalion of the 105th 
Infantry, Twenty-seventh Division, while 
in France. 

3orn in Wilmington, N. C., Colonel 
Barry was educated at Bethel Military 
Academy and the Law School of the 
U niversity of Virginia, receiving his 
LL.B. in 1888. He was first with the 
New York law firm of Davies & Rapallo, 
beginning in 1897, and remained as a 





U. S. 215, constrained the court to over- 
tule the respondent’s exceptions. 
ost Lefebore of Rhode Island v. 


States, 64 F. 


Prov- 
United 
Supp. 298. 


partner in the successor firm of Davies, 
Auerbach, Cornell & Barry. 


Drafted Racing Law 


Withdrawing from that company in 
1913, he became senior partner in Barry, 
W ainwright, Thacher & Symmers at 72 
Wall Street. Colonel Barry took a 
prominent part in elevated- railroad liti- 
gation and was active in corporate or- 
ganization and reorganization work and 
in corporate financing. He made the 
original draft of the Percy-Gray Law on 
racing, which later was greatly altered 
by legislative committees, and partici- 
pated in extensive litigation growing out 
of it. 

He handled successfully an important 
case involving the Rothschild banking 
house, in which German bondholders had 
sued its German bri anch. Colonel Barry 
took part in the case of the British 
steamship Appam, which a German prize 
crew attempted to intern shortly before 


cessful 








FOR THE COMPANIES 
Since 1925 


INLAND and OCEAN MARINE 
AUTOMOBILE — FIRE 


Executive Offices: 
11 COMMERCE ST., NEWARK, N. J. 
Phone: Mitchell 2-7080 
New York City — 107 William Street 
Phone: WHitehall 3-5217 


BRANCHES 
Trenton, N. J. 
Asbury Park, N. J. 
Atlantic City, N. J 


Baltimore, Md. 
Philadelphia, Pa. 
Miami, Fla. 











Forming Marine Affiliate 

The Victory General Insurance Corp 
is being formed in New York as an in- 
land, ocean and aviation affiliate of the 
Accident & Casualty of Switzerland. The 
proposed company will have a capital of 
$500,000 and surplus of similar amount. 
Fire and automobile insurance will not 
be underwritten for the present at least. 


FERRYBOAT HELD NEGLIGENT 
A ferryboat collided with a gasoline 
lighter which was tied up to a barge at 
the end of the ship to allow the captain 
to make an observation to determine the 
safety of proceeding into the slip in ex 
ceedingly thick fog. In a libel for dam- 
age sustained by the lighter the evi- 
dence was held sufficient to show that 
the lighter was not at fault in the con- 
tinuance of sounding of fog bells, and 
also that the ferryboat was at fault in 
proceeding sternward without a lookout 
at the stern. The Clifford Perin, Fed- 
eral District Court for Eastern New 
York, 67 F. Supp. 35. : 


25 YEARS WITH N. B. & M. 

June 1 marked completion of twenty- 
five years of service in the field for the 
companies in the North British Group 
by Walter H. Paul, state agent, with 
headquarters at Minneapolis. He_ has 
spent all twenty-five years in the Min- 
nesota field, with the exception of a 
short period of service at the Pittsburgh 
office. 











FIRST AID FIRE APPLIANCES 

The National Board of Fire Under- 
writers has issued a pamphlet contain- 
ing standards for the installation, main- 
tenance and use of first aid fire appli- 
ances. These standards are_ recon- 
mended by the National Fire Protection 
Association. This eighty-page booklet is 
an excellent guide for those interested 
in furthering fire prevention by being 
able to extinguish small fires quickly by 
use of hand extinguishers. 





the entrance of this country into the 
First World War. 

Another case he handled was. thie 
liquidation of the City Equitable Fire 
Insurance Co. He was a member of the 
small committee representing the inter- 
ests of major legatees in the Wendel 
estate litigation and conducted for thie 
Committee of Lloyd’s, London, the liti- 
gation of Bobe vs. Lloyd’s, when unsuc- 
efforts were made to secure 
jurisdiction in New York over Lloyd's 
underwriters. 

Colonel Barry was formerly counse! 
for the American Society for the Pre- 
vention of Cruelty to Animals. He was 
a veteran of seventeen years’ service 
with Troop A, later Squadron A, N. Y 
N. G.; and served on the staff of 'Gover- 
nor Hughes. Before going overseas 1! 
1918, he served in the Officers Training 
School at Spartanburg, S. C. 

He leaves a widow, Mrs. Ethel Daw 
son Barry, formerly of Charleston, S. C 
two sons, Herbert, Jr and Stuyvesan!, 
and a daughter. Mrs. Lawrence Lowman. 
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National A. & H. 
Launching Public Relations Program 










Association Is 


Opening Gun Is Questionnaire Sent to 700 by Disability 
Insurance Joint Committee; Asks for Guidance 


on Solving Industry’s Major Problems 


Boston, June 24—One of the big proj- 
ects of the National Association of A. & 
H. Underwriters in the coming year is 
a nationwide public relations program 
which is being launched under the aus- 
pices of the Disability Insurance Joint 
Committee of Six, composed of three 
members each from this association and 
the Health & Accident Underwriters 
Conference. Gilbert H. Knight, chair- 
man of this committee, who is the Na- 
tional Association’s leader for the com- 
ing year, told The Eastern Underwriter’s 
reporter at the annual meeting here 
that the opening gun in the new pro- 
gram is a questionnaire which has just 
gone out to 700 people in the A. & H. 
industry. Its purpose is to find out what 
are the chief problems of the disability 
insurance business. 

Specifically the joint committee is ask- 
ing agents, general agents and home 
office officials “to give us your ideas of 
what are the three createst problems to 
be solved .. .” in order that the A. & H. 
industry may do a bigger job in its pro- 
tection of the American public against 
disability and sickness. Furthermore, the 
questionnaire also urges that those re- 
sponding tell what in their opinion are 
the correct answers to the problems 
they outline. Responses are to be sent 
to the National Association’s executive 
office at 21 North Pennsylvania Street, 
Indianapolis 4. 

Main objective of the new program, 





KEYSTONE MUTUAL SUSPENDED 





Pennsylvania Commissioner Acts on 
Pittsburgh Company; Hearing 
Called to Check Solvency 
James F. Malone, Jr., Insurance Com- 
missioner of Pennsylvania, last week 
suspended authorization to do business 
of the Keystone Mutual Casualty of 
Pittsburgh. This suspension follows an 
order of June 4, 1947, to the company 
to cease accepting business, new or re- 
newal. The officers of the company 
had been summoned to appear at a 
hearing called and to be held by the 
attorney general on June 25, 1947, to de- 
termine the question of the company’s 

solvency. 

Commissioner Malone disclosed that 
examiners for his Department, aided by 
examiners from Kentucky and Mary- 
land, have been checking the company’s 
financial conditions for several weeks. 
The results indicate an impairment of 
the company’s solvency as of Decem- 
ber 31, 1946. The company has been 
authorized to do business in twenty-six 
States, 

MULTIPLE. LINE. PROCEDURE 

The New York Insurance Department 
has issued qualification procedures un- 
der the multiple line statutes passed 
this year. Prepared by Raymond Har- 
ris, Deputy Superintendent and counsel 
of the Department, the memorandum 
tells how insurers authorized to do fire 
or casualty business in New York can 
transact multiple line business outside 
the United States and on motor vehicle 
and aircraft risks in this country The 
new laws are effective January 1, 1948. 





Chairman Knight explained, is to give 
conclusive demonstration that private 
enterprise can do a better job than a 
paternalistic scheme. Besides himself, 
present members of the Joint Commit- 
tee are G. A. L’Estrange, Wisconsin 
National Life; Fred Grainger, Federal 
Life & Casualty; Joseph W. Scherr, Jr., 
Inter-Ocean Insurance Co. (secretary 
of the committee); E. F, Gregory, 
Business Men’s’ Assurance; C. B. 
Stumpf, Illinois Mutual Casualty, and 
ex officio, Harold R. Gordon, manag- 
ing director of the conference, and O. 
J. Breidenbaugh, National Association’s 
secretary-treasurer. 

The Bureau of Personal Accident & 
Health Underwriters, which had been 
invited to join in the public relations 
program and to name three of its key 
men to the joint committee, decided 
not to participate at this time because 
it did not have sufficient authority from 
its member companies to commit itself. 
President Rollin B. Smith of the Na- 
tional Association conferred with Per- 
sonal Accident Bureau officials on his 
eastern trip a month or so ago. 


Coordinate Offices 
Of 3 Cos. in N. Y. City 


METROPOLITAN AREA CHANGE 


W. J. Thewnees ie Chives of These 
Offices for Eagle, Globe, Royal; 
E. B. Thistle Retires 


The metropolitan offices of the 


Eagle, 
Globe & Royal Indemnity have been co- 
ordinated and located on the ground floor 
at 150 William Street, New York. In the 
Eagle Indemnity this involves a 
removal from its previous location at &4 
William Street. Coincident with this latter 
change Edward B. Thistle, 
Eagle Indemnity, and in 


case of 


vice president, 
charge of its 
metropolitan office since 1925, is being re- 
tired, the management having granted him 
an appropriate retirement allowance in 
recognition of his long and efficient service. 

The coordinated Eagle, Globe 
Indemnity office is under the supervision 
of W. J. Thompson, vice president of the 
three companies. Associated with him in 
administrative capacities are the following 
men, all of whom have had many years 
of experience with the organization’s com- 
panies in the metropolitan area: Frank 
D. Gallaher, manager, casualty department ; 
W. F. Fitzgerald, assistant manager of 
that department; and Frank Guastello, 
superintendent, production department. 

The following head of the underwriting 
division: Accident and health, FE. FE. Brad 
ley; Automobile, W. J. Richardson: Boiler 
and Machinery, T. MacLennan; Burglary, 
W. S. Costello; Compensation and Lia- 
pg « W. S. Macauley; Fidelity and Sure- 
y, D. H. Colyer; G “lass, G. S. MacQueen; 
Special Risk, Bottinger. 


and Royal 


OPENS ONTARIO BRANCH 


Canada Health and Accident Assur 
ance Corp. has opened a new. branch 
office in Sault Ste. Marie, Ontario 
Branch manager is Perey FE. Yull. 
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To Discipline Critics 
Of Non-New York Cos. 
PROMISE TO D. OF C. DEPT. 
Jordan Wrote ae N. Y. Compa- 
nies Complaining of Agents “Knock- 


ing” Cos. Not Admitted Here 


Companies licensed to do business in 


New York State have informed Com- 
missioner Jordan of District of Colum- 
bia that they will discipline any of 


their agents found guilty of disparaging 
companies not licensed to do business 
in this commonwealth. Almost all the 
companies writing in New York have 
told the D. of C. Commissioner they will 
reprint in their agency bulletins the full 
text of a letter written by Jordan on the 
subject. 

Mr. Jordan said it had come to his 
attention that some agents of companies 
licensed in New York intimate to pros- 
pective policyholders that any company 
not having such a license is inferior or 
unsound. The Commissioner says this 
is a gross misrepresentation of fact but 
he also believes agents making such 
statements are unworthy and unsound 

“No really qualified agent should find 
it necessary or desirable to injure the 
reputation of a properly licensed com- 
petitor in order to sell the policies of 
his own companies,” he said. “Further- 
more, unethical and unfair competition 
is subservice of public confidence in the 
entire business of insurance and to that 
extent is harmful to all companies and 
agents.” 


MILLER DELTA PHI PRESIDENT 
Fk. Morris Miller, head of the court 
bond department New York office, Fi- 
delity & Deposit, has been elected 
national president of the Delta Phi 
Fraternity. This was founded in 1827 
at Union College and is a member ot 
Miller has heen 


Johns 


' 


the Union Triad. Mr. 
a member of XI Chapter, 
kins University since 1902. 

















National A. 


& H. Association Meeting, 





Boston, 





23-25 


June 





Eliason 1948 Chairman 
Of Leading Producers 


REPRESENTS MONARCH LIFE 
Qualification for New Members in Round 
Table Raised to $5,000 Annual Pre- 


miums; Ernst Presides at Meeting 


Boston, June 23—Conrad J. Eliason, 
field underwriter of Monarch Life in 
Minneapolis where he is connected with 
the company’s leading agency, was 
elected chairman of the Leading Pro- 
ducers Round Table, top ranking pro- 
ducer’s group of the National Associa- 
tion of A. & H. Underwriters which is 
in annual here. The Round 
Table’s meeting, held this afternoon, was 
presided over by Carl A. Ernst, manager 
North American Life & Casualty, Mil- 
waukee, who has served creditably as 
chairman during the past year. 

Rolf R. Noll,, Mutual Benefit H. & A. 
in Kansas City, was elected by the 
Leading Producers to serve on the 
board of the Round Table section in 
the coming year, succeeding David H. 
Stein, Pacific Mutual Life, Denver. 

Most important action taken at the 
meeting was to raise the qualification for 
new members in the Round Table to 
$5,000 in annual premiums individually 
produced, effective as of January 1, 1948. 
But it was agreed that old members ot 
the section could continue to follow the 
eraduating scale of annual premium pro- 
duction which was adopted at the Denver 
annual meeting and which stipulated 
qualification requirement of $4,000 in 
premiums for 1947 and $4,500 the follow- 
ing year. : 

Following the business session Mr. 
Eliason talked on “Prestige Building” 
and made the following points: 


session 


Prestige Building Pointers 

“Prestige building is the result of do- 
ing a lot of little things. Giving atten- 
tion to people upon whom you call is 
very important and appreciated no end. 
Here are a few ways in which | have 
found prestige can be built: 

“1 Extend praise in a sincere manner, 
“2 Give every consideration to the 
prospect; look at things from his view- 
point. Find out what his insurance needs 
are and then cover them. Don't oversell 
him—when he sees the need he will buy. 

“3, We owe it to our prospects to be 
cheerful when we visit them. Don't 
frighten or scare them by gloomy pic- 
tures of death and accident. 

“4. Being courteous in their presence 

creates opportunities in itself. 
“5. A letter of apreciation after a nice 
interview is one of the best ways to 
build prestige. Also, an expression of 
gratitude after seeing a “lead” recom- 
mended by a policyholder is not forgot- 
ten. 

“6. Doing the little things we are not 

obligated to do helps. 
“7. It’s helpful to send a little gift to 
clients after a sale is made but don’t 
hurry it, make it appropriate, and do it 
casually. 

“8. Since our business is one of serv- 
ice, it is the extra things we do that 
build good will. 

“9 Be frank with your clients. Tell 
them exactly what a contract will cover, 
what its exclusions are. Tell them also 
about riders—not after the sale is closed 
but when you complete an application. 

“10. If you don’t know the answer to 
a question say so frankly, and promise 
to get the answer quickly.” 

\s to participation in local affairs as 
a prestige builder, Mr. Eliason said that 
the agent should select his charities or 
civic groups with discernment and should 
not scatter his energy. “Doing a good 
job in a Community Chest campaign and 
making a reputation thereby is worth- 
while, but don’t do a mediocre job in a 
lot of drives. He also recommended 
membership in the local A. & H. asso- 
ciation as an excellent prestige builder. 


1947-48 Officers Elected 


Boston, June 25—Gilbert H. Knight, 
Federal Life & Casualty manager in 
Cleveland, was elected president of the 
National Association at its closing ses- 
sion here today succeeding R. B. Smith. 
E. F. Gregory, Business Men’s Assur- 
ance manager in Denver, was elected 
first vice president. Mr. Smith auto- 
matically becomes chairman, executive 
board for the coming year. : 

The association also recognized the 
fine work of Charles B. Stumpf, Illinois 
Mutual Casualty general agent, Madison, 
Wis., by electing him second vice presi- 
dent. New members of the executive 
board for a three-year term are Emil 
Lambertson, Lansing, Mich., represent- 
ing Income Guaranty Co., the first 
agent to go on the board; Chris F. Lee, 
Columbian National, Boston (reelected) ; 
Arthur Johnson, Travelers manager at 
Des Moines; Carl A. Ernst, North 
American Life & Casualty, Minneapolis. 
New board members for a _ one-year 
term are G. B. Chandler, General Acci- 
dent, San Francisco, and Porter By- 
waters, Employers Casualty, Dallas. 





Approve New Constitution 


Boston, June 25.—The new constitu- 
tion and by-laws of the National Asso- 
ciation, representing the work and study 
of a special committee headed by 
Joseph Garneau, Hartford Accident & 
Indemnity, was approved here this 
morning at the National Council session 
of this A. & H. producers’ convention. 
Chairman Garneau and his committee- 
men—George Richards, Monarch Life, 
Hartford, and Gilbert H. Knight, Fed- 
eral Life & Casualty, Cleveland—re- 
ceived praise for their efforts. 

Most important changes made in the 
constitution are the following: (1) 
proxy votmg at National Association 
meetings eliminated; (2) voting of past 
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Able General Chairman 


Christopher F, Lee, A. & H. mana- 
ger of the Columbian National Life, 
who was the general chairman of the 
committee in charge of this weck’s an- 
nual meeting of the National Associa- 
tion of A. & H. Underwriters in Bos- 
ton, received many compliments for his 
excellent job of program planning, 
As banquet toastmaster, June 24, Mr. 
Lee also performed ably. 





presidents of the association in national 
council meetings also eliminated; (3) 
three sections have been established as 
part and-parcel of the National Associ- 
ation—the women’s, leading producers 
round table, and agency management; 
and, (4) holding of a mid-year meeting 
by the association no longer required. 











ones are: 


people. 


representatives. 





A GROWING COMPANY 
in 
A GROWING BUSINESS 


The reasons are many, but the more important 


* Accident and Health insurance is rendering 
service and doing great good for millions of 


* A loyal, hard-working agency organization. 
* Unexcelled service to policy owners, 
and 


* A constant desire on the part of the Company 
to give whole-hearted cooperation to field 


WISCONSIN NATIONAL LIFE 
INSURANCE COMPANY 


Oshkosh, Wisconsin 


Assets in excess of $15,500,000. 




















Myrtle B. Quinn Reelected 
Head of Women’s Section 


Boston, June 23.—Mrs. Myrtle Boleer 
Quinn, Denver, was reelected president 
of the women’s section, National Asso- 
ciation of Accident & Health Under- 
writers, at the annual meeting here to- 
day. She is  secretary-treasurer of 
Continental Mutual Health and Acci- 
dent Insurance Company of Denver 
Josephine Meskill, Loyalty Group, New- 
ark, who is president of the New Jersey 
Women’s A. & H. Association, was 
elected vice chairman of the section. 

Under the new constitution of the 
National Association the women’s 
group will become a separate section 
of the national organization, presery- 
ing its identity. Its 1948 program now 
shaping up is centered around increased 
membership. Chairman Quinn reported 
that 216 women now belong, 85 of 
which have signed up since last No- 
vember. Under the new coordinated 
program of the National Association 
she hoped that women employes in the 
A. & H. business nationwide will affili- 
ate with local associations in their com- 
munities. The recommendation of O. ]. 
Breidenbaugh, national executive secre- 
tary, in this connection was (1) work 
with established local units and solicit 
membership from both women and men; 
(2) combine members at large and help 
to establish new associations. 

Both he and Mrs. Quinn were confi- 
dent that there is considerable poten- 
tial power and leadership in the wom- 
en’s section which, developed in the 
right direction, would make the wonien 
a constructive factor in increasing the 
National Association’s prestige and _ in- 
fluence. Mr. Breidenbaugh was lunch- 
eon guest speaker at the women’s lunchi- 
eon today. Ethel Smith of Cleveland, who 
is Ohio manager for Great Northern 
Life and supervises production activi- 
ties of 150 men and women under 
contract, was another speaker. Rub) 
Kension, an officer of Eastern Commer- 
cial Travelers, Boston, handled lunch- 
eon arrangements as chairman of tlie 
women’s committee for this conven- 
tion. About two dozen women attended. 





HARRY L. POPE LUNCHEON HIT 

Boston, June 24—Harry L. Pope, Cape 
Cod philosopher, who was an insurance 
man for twenty-five years until lie 
turned after-dinner speaker, inspired t!1 
A. & H. men here to a more cheeriti! 
outlook on life in his convention lunc! 
eon talk today. President Smith 4s 
toastmaster introduced company pre 
dents on the dais and paid tribute + 
four National Association past pres 
dents who were present: Armand Som- 
mer, Continental Casualty; “Coun! 
Mueller, Provident L. & A.; E. #H. 
O'Connor, Economics Society, and \ 
B. Cornett, Loyal Protective. 


 &) 











1947 








tune 27, 1947 





UNDERWRITER 











Page 31 








National A. 


éS ‘A. Ass SOC lation | 





Smith Points to Increased Pressine, 
Membership Growth of National Ass’n 


Urges in Keynote Address of Convention That Producing 
Agents Receive More Recognition in Local Assns.; 
Sees Educational Program Established 


Boston, June 24—As the keynote 
-peaker at the seventeenth annual meet- 
ing of the National Association of Acci- 
dent & Health Underwriters, which 
pened here today at the Copley Plaza 
Hotel, Rollin B. Smith, president of the 
organization who is Oklahoma and Texas 
supervisor of the Great Northern Life, 
set forth the accomplishments during “a 
truly fine year from every standpoint.” 
He was glad to report a substantial in- 
crease in membership, the establishment 
of new local associations at Grand 
Rapids, Mich., Waco, Tex., New Orleans 
and state associations in Florida, New 
Mexico and Rhode Island and one 
women’s association in New Jersey. In 
addition, the ground work has recently 
heen laid for the first Canadian asso- 
ciation which will probably be known 
as the Association of the Province of 
Ontario. Of still further interest, two 
which were forced to suspend 
activities during the war years have re- 
cently been reactivated—those in Wash- 
C. and Houston, Tex. 


Points to Increased Prestige 


locals 


ington, 


In opening his address President Smith 
put stress on the increased prestige of 
the National Association among insur- 
ance organizations of all kinds; also 
pointed to its strengthened financial po- 
sition. He was particularly appreciative 
of the job done by the various standing 
committees during his year in office and 
gave recognition to “Joseph Garneau, 
Hartford Accident, and George J. Rich- 
ards, Monarch Life, for their work in 
revision of the constitution and by-laws; 
to Gilbert H. Knight, Federal Life & 
Casualty, E. F. Gregory, Business Men's 
\ssurance, and Charles B. Stumpf, Lli- 
nois Mutual Casualty, for their represen- 
tation on the new cooperating commit- 
tee, and to E. H. “Count” Mueller, Provi- 
dent Life & Accident, for his chairman- 
ship of the planning committee during 
the past four years. He cid not over- 
look the national past presidents, nor the 
efficient job being performed by O. J. 
Breidenbaugh of Indianapolis, executive 
secretary, and his assistant, Miss Dwyer. 

“The executive board,” he continued, 
“has held four meetings since the 1946 
annual meeting last June in Denver. To- 
il amount of time spent in these ses- 
yns—Cleveland, Miami Beach, St. Louis 
nd Boston—represents at least thirty- 
ve hours. In addition, your officers and 
vard members have traveled many 
ousands of miles in your interests. We 
irnestly hope that our efforts the past 
‘elve months have added material 
srength and stability to the National 
ssociation.” 


Makes Five Recommendations 


Looking ahead to even greater prog- 
ss in the coming year President Smith 
itlined five recommendations which he 
sped would be considered by the new 
ecutive board, and which the individual 
embers of local associations must in 
turn help to carry out. They are as fol- 
Ws: 

1. More emphasis should be placed on 
‘ie activities of the Leading Producers 
‘ound Table to the end that it continues 


ROLLIN B. SMITH 


to be an organization worthy of achieve- 
ment in which membership should be de- 
sired by all who can qualify. In this 





Bos ton, 


Meeting, 


connection, Mr. Smith said that through 
the facilities of the National’s executive 
office “we are now in a position to han- 
dle the detail work of the Round Table.” 

2. Our speakers’ bureau is another 
operation that can function much better 
from our executive office. “As the re- 
sult of our work in the past few 
months,” said Mr. Smith, “we are now in 
a position for the first time to give you 
any kind of a program, speaker or group 
of speakers that you may need for a 
sales congress or meeting.” 

3. Local associations should recognize 
the importance of placing producing 
agents on their boards of directors or 
executive committees. And wherever 
possible, soliciting agents should be 
elected to various offices in local asso- 
ciations. Said Mr. Smith: “You will find 
that these agents will be your best work- 
ers. Their time is not so crowded with 
memberships in other organizations.” 

4. Perhaps the most important recom- 
mendation is that the National Associa- 
tion, in Mr. Smith’s opinion, must con- 
tinuously show a substantial increase in 
its membership. He explained: “We 
used to talk about increased membership 
so that we would have a more sufficient 
income for our operations. Today we 
need members to give our association 
more prestige and respect, which in turn 
means increased prestige and respect for 
the A. & H. industry and for you.” 


Revision of the Constitution 


Turning his attention to one of the 
big topics scheduled to come up at this 
meeting—revision of the constitution and 
by-laws—Mr. Smith reported that the 
committee in charge of this revision had 
ready for final approval a new, stream- 
lined constitution “which should take 
care of our requirements and provide ca- 
pable administration of association af- 
fairs for many years to come. He 
made clear that not many changes have 
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Endorses Public Relations 

The National Association of Accident 
& Health Underwriters has been one of 
the most enthusiastic endorsers of the 
Agenda on Public Relations, prepared 
early this year by Clyde W. Young’s 
committee of the Health & Accident Un- 
derwriters’ Conference. In recommend- 
ing that every member of the National 
read it carefully, President Smith said in 
his annual report: “We all know that 
public relations is one of our most im- 
portant jobs. I doubt if there is any 
other business that has closer facilities 
for exerting sound influence upon the 
public than has personal insurance. This 
is because our thousands of agents daily 
impress favorably or unfavorably those 
with whom we come in business con- 
tact.” 








been made but among the most impor- 
tant are these: 

“1. We have eliminated all possibility, 
if this constitution is approved, of any 
one group of past officers ever becoming 
so strong as to constitute a bloc or 
faction which could control our organi 
zation. 

“2. We have also provided that no 
particular group can ever legislate the 
affairs of the association or elect its offi 
cers by a proxy system. 

“3. We also feel that a 
meeting is no longer necessary, and our 
recommendation in the constitution is 
that state or regional sales congresses 
be held at strategic points.” 

In the passing, President Smith called 
attention to the outstanding work of the 
law and legislation committee (W. B. 
Cornett, Loyal Protective Life, chair- 
man) during the past year when forty- 
four out of forty- eight legislatures were 
in session. “They had to keep a careful 
watch on several hundred bills which 
were introduced, involving state health 
insurance plans, hospitalization benefits 
or medical care in one form or another,” 
he declared. 


mid-year 


Educational Program Now Established 


President Smith then expressed satis- 
faction over the important job done by 
the National’s committee on education, 
saying: “Some two years ago when the 
idea of an accident and health course 
was conceived at Purdue University 
there wére many who were skeptical and 
questioned both the necessity for such a 
course and the results to be achieved. 
The fact that the course has now been 
established at the state universities of 
California, Michigan. Utah and the Uni 
versity of Baltimore is evidence of the 
expanding need for this training. We 
are receiving more inquiries every month 
from other universities and other local 
associations who are interested in hav 
Ing the school set up in their particular 
areas. 

Urging that companies should take a 
broad viewpoint on this problem of “ca- 
reer training” for the A. & H. business 
rather than confining their training 
plans largely to their own policies and 
coverage, Mr. Smith hoped that the 
years ahead would witness the recruiting 
and educating of several hundred stu- 
dents who would be a credit to the in- 
dustry. 


New Cooperating Committee 


One of the accomplishments of Presi- 
dent Smith’s year in office has been the 
setting up of a disability insurance joint 
committee. Its chief purpose was to es- 
tablish contact for closer alliance be- 
tween the National Association and the 
associations comprised of home office 
executives—the Health & Accident Un- 
derwriters’ Conference and the Bureau 
of Personal Accident & Health Under- 
writers. Speaking of this constructive 
move, Mr. Smith said that “since Janu- 
ary our committee (three key men afore- 
mentioned) has met vag a similar com- 


(Continued on Page 38) 
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Big Sales Congress Program Clicks; 
Knight, Gregory Presiding Officers 


Boston, June 24—Gilbert H. Knight, Federal Life & Casualty manager in 
Cleveland and first vice president of the National 
year, opened today’s sales congress program at the seventeenth annual meeting 
of the organization here at the Copley Plaza. It was a program that clicked from 
start to finish—designed to improve the sales techniques of the rank and file of 
\. & H. producing agents. The galaxy of stars which contributed to the success 
of both morning and afternoon sessions included in the order of their a a 


Putnam McDowell, vice president, Craftsman Insurance Co., Boston; Rudolph ¢ 


larson, field supervisor, Aetna Casualty & Surety; H. H. Nunamaker, general 
avent, Columbian National Life, Cleveland, who is president of the local A. & H. 
association there—one of the best in the country; O. J. Breidenbaugh, Indian- 


Association; Carl A. Ernst, Milwaukee dis- 
& Accident, and Walter G. Gastil, Los An- 
veles, manager of the Southern California agency, Connecticut General, whose 
address on “The Challenge to the Institution of A. & H. Insurance” climaxed 
the congress and gave it added sparkle and invigoration. 

E. F. Gregory, the association’s second vice president, presided at the after- 
noon session, following the luncheon at which national president, R. B. Smith, 
introduced Harry L. Pope, Cape Cod philosopher, as the speaker. Following are 
digests of the various talks: 


executive secretary, National 
trict manager, North American Life 


apolis, 


Stairway t to Globes | 
By Putnam McDowell | 


lice President, Craftsman Insurance 


sifting prospects from suspects is the 
use of the telephone and a survey girl. 
Kor this purpose Mr. McDowell recom- 
mended that the agent start looking 
for a girl to telephone every subscriber 


in a particular neighborhood. Such a 
Nerve, ability, assistance, help and person would need to have an unlimited 
understanding are the five steps to the Private phone, a good voice and a sub- 


Mr stantial amount of education. dest 


stairway of Sales, according to : suited for this purpose would be a 
McDowell. Taking the example of a cripple,” he said. Continuing, he said: 
young war veteran coming into the “There are many more true and tried 
business, he said: plans for sifting the prospects from the 
“His first step was selling himself suspects. Most of you know these and 
on himself and I think we might term have used such things as direct mail 
that step ‘nerve.’ The second step on campaigns, mail campaigns in F.D.D. 


the stairway was the ability of the dis- districts, house to house surveys in per- 
trict agent or general agent to convince — son, etc. Too many agents have a tend- 
Johnny to go into the A. & H. business. ency to operate on the hit or miss, 
We might call that step ‘ability.’ Johnny — devil-may-care, plan. 

took his third step with the assistance The Honeymoon Is Over 

of the supervisors who provided him “In the last five years I have often 
with the means and plans and methods heard it said that it wasn’t hard to get 
of operation, and that step we will call and build a salesman. I disagree with 
issistance. He went on, up another’ this because not many salesmen have 
step because of the help given to all come out of the last five years, al- 


of the field force, that is to the super- though we have in our business today 
visors, to the district agents, to the thousands of order takers, It has been 
veneral agents, and to Johnny Jones’ the heyday for our line, and about all 


himself, by the junior executives in the that was necessary to make a sale was 
company. That step we'll call ‘help.’ to wave the application in front of the 
The next step was made _ possible prospect. He bought primarily because 
through the understanding, cooperation, the next door neighbor bought. But, 
and feeling of the chief executives in gentlemen, I feel sure in saying that 
his home office. That step we can call the honeymoon is over; the day of or- 
‘understanding.’ ”’ der takers is at an end and the day of 
Speaking of getting signatures on real salesmen is with us again. 
\. & H. applications, Mr. McDowell “We are going through a slight re- 
said there is no cut and dried method. cession even now. We are going to 
But there are certain elements of the continue to have this recession for some 
business that stand out so strongly and little time but I do not feel that this 
are so often ignored that the speaker recession will result in a depression, at 
rave them emphasis. He noted: “This least not a depression similar to that 
country is full of suspects but only the which most of us went through a dozen 
honest to goodness pros- or more years ago. But the man in the 
best methods of field is going to find today hundreds 


minority are 
pects.” One of the 
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of excuses for not buying that he has 
never run into the past five or six years. 
It is going to become more and more 
the duty of agency managers and of 
company, officers to provide ways and 
means of merchandising our product; 
to eliminate from the field order takers 
and replace them with salesmen. 
“Fundamentally there is only one 
reason why a man or a woman buys 
insurance, That is fear. It is a word I 
don’t like to use but it is a true and 
descriptive phrase. Fear is the under- 
lined motive back of most buying of 
insurance. Fear of what might happen 
to you, Fear of sickness, fear of acci- 
dent and what it can do to you and 
your family, and it is the job of the 
man in our business to convince them 
that through fear of loss, they should 


invest part of their earnings in our 
form of protection, rather then in 
radios, electric refrigerators, vacuum 


cleaners and other commodities. 
“Fear can be brought on in two ways. 
Through the eyes and through the ears. 
The successful salesman is the man who 
will remember to work into his subject 
through both of these means.” 


| Is a Boll Weevil Needed? 


Rudolph Larson, Field Supervisor, 
Aetna Casualty & Surety 








Just as a boll weevil can ruin a one 
crop farmer, so can some chain of 
events ruin the one or two line agent, 
Mr. Larson stated. “To build a success- 
ful aeency, an agent must take full ad- 
vantage of the sales opportunities in 
every line of insurance. Like the one 
crop farmer who too often meets dis- 
aster, the successful agent should di- 
versify his efforts if he is to have a 
full measure of success.” 

In particular Mr, Larson pointed out 
the advantages of developing one line 
which many agents neglect—accident 
and health insurance. He said 

“Tt has been my good fortune to talk 





OF WORCESTER, MASSACHUSETTS 


with many successful men in the insur- 
ance business and it is remarkable how 
many of them achieved their first suc- 
cess in the selling of A. & H., insurance. 
Most of the great agencies represent- 
ing my company today have a firm 
foundation of A. & H. business and 
successful agencies do not, like Topsy, 
‘just grow. They are built, and there 
is usually a dynamic and positive indi- 
vidual responsible for that success. 

“Consider these things about your 
business. Its unlimited source of pros- 
pects—men, women and children age 
five and up—and don’t overlook the 
children. Agencies get old and so do 
the customers, and many agents are 
faced with a severe drop in their in- 
come at just the time when they would 
like to take it easy. 

“One agent told me not long ago 
that this wasn’t going to happen to 
him—that he was selling a_ student's 
accident policy to his policyholders who 
had children, and that on each renewal 
he sent the child an inexpensive nov- 
elty. ‘Some day,’ he said, ‘these young- 
sters will be grown and I want to sell 
them the insurance. I know they’ll buy.’ 

“Don’t overlook the industrial worker 
either, About 27% of the new weekly 
indemnity accident business of my own 
company this year is written on this 
class of buyer. 

“Competition for A. & H. business is 
not as keen as in many other lines. I 
am acquainted with some of the diff- 
culties of persuading the average mul- 
tiple-line agent to sell this form so I 
know that this class of business is not 
being competed for as is the case with 
some other lines. 

“It’s a high commission line, too. 
Don’t forget $3,000 of accident pre- 
miums will pay you as much in com- 
missions as $7,500 in compensation pre- 
miums. And $3,000 in accident premiums 
will pay you as much as $9,000 in statu- 
tory automobile liability insurance. 

“Also don’t overlook the fact. thiat 
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A. 


A. & H. business renews extremely 
well. According to our figures at the 
\etna, the average life of an accident 
policy is eleven years, 

‘No line of insurance is more impor- 
tant to Mr. Average Man. Most of us 
don’t make enough money to accumu- 
late a reserve sufficient to take care of 
the heavy expense which always follows 
an accident or illness. If insurance isn’t 
carried, burdensome debts accumulate. 
\ccident and health insurance would 
pay these debts. What is more impor- 
tant than insurance to guarantee the 

ontinuance of income, the wellspring 
of our prosperity and ability to meet 
our everyday bills ? Even though a man’s 
income be small, it represents when 
capitalized, a substantial sum of money 
It would take the impressive sum of 
$50,000 of U. S. Government bonds 
earning interest at the rate of 2.5% to 
earn around $25 a week, and when you 
talk to a man or woman about accident 
insurance, point that out. 

“Let’s talk about selling accident and 
health insurance, The need for accident 
and health insurance is the most ob- 
vious thing of all about the disability 
insurance business; yet people have to 
be convinced of the need for it. A re- 
cent example of this was the two Mem- 
orial Day weekend air crashes. In spite 
of the convenience of vending machines 
for the sale of accident tickets at the 
airport, only seventeen of the ninety- 
five persons killed had purchased air 
trip accident insurance, and my own 
company had only one of these air 
passengers insured under its regular 
accident policies.” 





Change of Pace 


H. H. Nunamaker, General Agent, 
Columbian National L ife, Cleveland 





Just as “change of pace” is important 
to the baseball pitcher or football star, 
so it is to the A. & H. agent, Mr. 
Nunamaker stated. “Surely we must 
igree that most of our agents always 
use the same pitch,” he said. “It makes 
not too much difference to them 
whether the prospect is a business man, 
a professional man, an executive, a 
laborer, a butcher, baker or candlestick 
maker, their story is always the same. 
Now, we ought not condemn that pro- 
cedure because if our agents make the 
same pitch to enough people, they will 
sell a great amount of A. & H. in- 
surance, 

“But, is it not reasonable to believe 
that all our agents are capable of mas- 
tering more than one sales presenta- 
tion? In other words, are not most of 
them capable of developing ‘change of 
pace?’ es 

Mr. Nunamaker took, for example, 
three situations where change of pace 
would come in handy: (1) where a 
prospect might put off action, (2) sees 
no value to disability insurance, or (3) 
when he is ready to sign but wants a 
sinall policy. To illustrate these he told 
of the experience of one family—his 
own, 

For the client who wants to put off 
action, he will tell the story of his son 
who made application for a policy to 
provide principal sum, capital sum and 
medical expenses but decided to wait 
a few days before paying the premium. 
lefore he could do so he swallowed 
piece of a razor blade while studying 
one night. Medical expenses ran to $137. 

‘Now what happens when you use a 
‘change-of-pace’ pitch like that?” asked 
\ir. Nunamaker. “The prospect sees 
with his own eyes what he did not 
see in our general presentation. He 
is now buying disability insurance the 
same way he buys a new automobile, 

new suit or anything else, he sees 
What he is buying. This story is a 
change-of-pace. It is a different pitch 
than the general discussion of disability 
Insurance. I can tell you that it works. 
It will either get an application or a 
proof-positive why the prospect needs 
to postpone action, That ‘change-of- 


pace’ caught him so off-balance that 
there was no other choice for him to 
make.” 


To the client who isn’t interested he 
tells his own experience with falling 
and breaking a hip. He was hospitalized 


for thirty days, away from work for 
six weeks and partially disabled for 
another fifteen weeks. Total expenses 


—- to $1,081 which were covered 
, his insurance. Said Mr. Nunamaker: 
“There is a pitch, a ‘change-of-pace’ 

that either gets an ap plication or a 
sufficient reason why he cannot afford 
such a contract. That ‘change-of-pace’ 
caught him when he was sure he had 
won his argument against disability 
insurance.” 

To the client who wants a_ small 
policy, he will tell the story of his wife 
who, while on a visit fell down a flight 
of stairs and broke her neck. She spent 
eighty days in the hospital, had the 
services of nine doctors, full time nurses 
for many weeks and two serious opera- 


tions. Total cost of $2,903 was borne 
by insurance. 
“Perhaps your prospect has never 


known of such a serious accident. But 
this ‘change-of-pace’ called it to his at- 
tention. Well, what would you do if 
you were in his place?” 

In closing the speaker said: “I hope 
I have impressed you with the need of 
visual selling. Just why we expect our 
prospects to buy disability insurance 
without the use of their eyes when 
everything else they purchase has been 
designed for the eve-appeal, is hard to 
understand. Let vour prospect ‘see’ 
what he is buying. You are selling him 
the world’s greatest commodity, the 
American dollar bill. Let him see it 
in action. What it has done for others. 
What it can do for him. 

“Then I should like you to carry your 
thinking just one step farther. You re- 
member the serious accident, the broken 
neck? I told you that the patient did 
not want to live. Lest you missed a 
very important point, let me suggest 
that when you sell disability insurance 
you are often selling a ‘Desire to Live.” 





_ = —/ 
Our Educational Program 
O. J. Breidenbaugh, Executive Secre- 
tary, National Association of A. & H. 
Underwriters 


“If it were possible to gather all of 
the knowledge and power that you as 
individuals possess into a_ readable 
volume, it would be worth $500 a copy 
to every salesman in our business, and 
our volume of production would soar 
to a figure that would soon make it 
possible for us to support the claim 
that we are benefactors of mankind.” 
Thus opened the talk by O. J. Breiden- 
baugh, who was first on the afternoon 
session and who set forth in able fash- 
ion some sales fundamentals which 
have been used by successful producers 


Association is 
its educational 


and which the National 
now making use of in 
program. 

First in importance Mr. 
mentioned the quality of conviction— 
that the person selling must believe 
that what he offers will do what it is 
intended to do. As to why he is so 
strong for conviction, the speaker said: 
“Of the 349 people who have come to 
our classes in universities throughout 
the country, 42% did not have any type 


Breidenbaugh 


of A. & H. protection when they ar- 
rived; more than 65% did not have more 
than the barest accident protection. 
Many of them bought it after being 


importance. But that did 
fact that 90% of those 


sold on its 
not correct the 


who failed in the business after taking 
the course were from the group that 
did not buy A. & H. coverage even 


after completing their classroom work 
and planning a career in our business. 
Here’s the score: Twenty of the 349 
have left the business to date, Eighteen 
out of this twenty failed to buy A. & H. 
for themselves. So I maintain that first 
of all the salesman must have con- 
viction.” 

The speaker listed motivation as the 
next fundamental, declaring that no 
other carries more possibilities for in- 
creased production than this one. Un- 
fortunately, he said, “too much of our 
motivation and most of our techniques 
in this line have been tied up directly 








Association’s 1948 Goals 


Goals of the association for the com- 
ing year were outlined by Mr. Breiden- 
baugh in his annual report. By June, 


1948, he said: 

We should have a total membership 
approximating 6,000. 

We should have an associate company 
membership of more than 100. 

We should have a sustaining member- 
ship of more than 100. 

We should have more 
local associations. 

We should have a national office ex- 
panded to the degree that it can provide 
real service to its increased membership. 

We should have our educational pro- 
gram extended to every important area 
of the country and a staff trained to 
continue it in an effective manner. 


than fifty-five 








with money. He does not agree with 
those who say that success cannot be 
achieved unless the salesman has an 
insatiable desire to make money be- 
cause, in putting all of our eggs in one 
basket we sometimes lose the power of 
the motivation that comes from desires 
that are much more powerful than that 
of earning money.” 

Among other important motivations 
Mr. Breidenbaugh mentioned the desire 
for recognition, desire to excel, to suc- 
ceed, to serve, to build—the desire to 
meet an obligation, to please those in 
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BREIDENBAUGH 


importance, to serve hu- 
good fellow, and finally, 
security. 

that his pet “mo- 
and one which he has 


positions of 
manity, to be a 
the desire for 

The speaker 
tivating force,” 


said 


seen in action, is that of group influ- 
ence and he suggested: “Review your 
own general group activities. Decide 


now what groups leave you wanting to 


move—and what groups seem always 
to get you off the beam. Then make 
it a practice to get inte those groups 


that give you the constant life you 
really need for accomplishment.” In this 
connection, Mr. Breidenbaugh spoke of 
local units of the National Association 
and stressed: “There is no more latent 
source of powerful group motivating 
influence than in a well organized meet- 


ing of these groups.’ 
Time Evaluation 
Time evaluation was next discussed 
by Mr. Breidenbaugh and he declared: 


“Everyone should know just exactly 


what he is worth per hour of time 
worked, and should know what value 
in dollars and cents he should place 
on every minute of his time. 


the speaker spoke of prestige 
as a fundamental that pays off, and said: 
“The attitude of the people who make 
up the buying public in any community 
can make or break any A. & H. sales- 
man. Prospects like to do business with 
a person who gives the appearance of 
being successful, who is affiliated with 
groups that are elevating and stimulat- 
ing, who maintains an attractive, well 
kept office, and who participates in civic 


Finally, 


activities. Why? Because the prestige 
geained from such activities will add 
power to every word you say to a 


prospect.” 

In closing the a aker maintained that 
the importance of these fundamentals is 
definitely tied up with his main topic 
the educational program—and he offered 
proof that a program based on convic 
tion, motivation, time evaluation and 
prestige has produced results for the 
National Association. Citing production 

f business as the acid test, he gave the 
peak of a group of twenty-one gradu- 
ates of the Purdue course as follows: 

“This group wrote a total of 274 ap- 
plications during the four-week period 
immediately preceding the taking of the 


course. This same group in the four- 
week period immediately following the 
course wrote a total of 653 applications 


difference was 
$11,000 for the 
class as against 
premium volume 


In premium volume the 
between approximately 
four weeks before the 
more than $32,500 in 
following the class. 
“Actual cost for the course averages 
$148 per person which means that it 
took $3,108 to get an increase of $21,500 
in premium volume in one month. I be 


(Continued on Page 12) 
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Young Tells Agents’ Role 
In Public Relations 


STRESSES THEIR . IMPORTANCE 


Outlines Twofold Mission to Pursue If 
Policyholders Are to Gain Better 
Understanding of A. & H. 
Boston, June 23—Convinced that an 
program of education is an 
for the accident and 


organized 
institutional “must” 
health 
justify the good opinion of the insuring 
Clyde W. 


Life of 


industry if it is to continue to 


Young, 
Springfield, 


public, president, 
Monarch 
public relations chairman of the Health 
& Accident 
urged members of the 


who is 


Underwriters Conference, 
National Asso- 
ciation at its opening session here today 
to assume individual responsibility in 
their own communities so that public 
understanding, approval and confidence 
in the A. & H. i 


Speaking on “The Importance 


industry may be in- 


creased 
of You,” he 

“You are in the front line—the spear- 
head in our great offensive—whose mis- 
twofold: (1) To 


sell an ever-growing volume of quality 


declared: 


sion must always be 


protection to as many of our citizens 
as possible. (2) To satisfy the public 
vearning for full information and ad 
vice about the quality service you sell 
so that they will always be alive to 
how much youn 


and to their dependents.” Mr. 


service means to them 
Young 
maintained that these two modest con- 


cepts must be 


applied consistently and 
daily to the end that the j 
\. & H. insurance can be driven home 
“with consistent repetition of good 
works, patient education and a high de- 
vree of understanding.” 
Plan Is Workable 

Having given a great deal of time 
and study to A. & H. public relations 
problems since he assumed the chair- 
manship of the conference committee 


message ol 
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@ H. 


Continental Galleries 


YOUNG 


CLYDE W, 


in 1939, Mr. Young spoke with consid- 


erable confidence in outlining to the 
agents attending today’s meeting the 
part they can and must play in the 


institutional program. He said: “I am 
convinced that the plan is workable if 
you in the field are backed up by your 
general agents and your home offices 
in the application of the simple funda- 
mentals I have just mentioned. 

“Your personal task, as I see it, is 
to become a thorough student of your 
business. You must educate yourselves 
so that you are able to give satisfactory, 
reasonable and concise explanations of 
the contracts you sell and the workings 
of the business of health and accident 
insurance lying behind the contract, and 
how they both work for the people they 
serve. However, you must know, in 
general, the merchandising policies of 
your company, what your company is 
trying to accomplish, and how it is 
trying to accomplish it. 


“Your company officials, if they are 
conscious of the need of better public 
prestige of 


relations, realize that the 


Non-Cancellable disability insurance helps 





Monarch’s Participating Life and 


Association Meeting, Boston, 








Values Behind the Product 


_ One of the main points made by 
Clyde W. Young in his address was 
that the growth of the A. & H., busi- 
ness has been so rapid in the past few 
years that the companies have come 
dangerously close to losing touch with 
their policyholders as human_ beings. 
He explained: “We have sold them 
security in ever-increasing quantities, 
but we have not always sold them the 
eternal values lying behind the product 
itself. Hitherto the emphasis has 
been most heavily placed on the need 
for our services. Today and in the 
future this emphasis must be expanded 
to lay equal stress upon the need for 
our services and the value of our serv- 
ices as private individuals and privately 
operated companies.” 

Mr. Young labeled as “misrepresenta- 
tion” if not “outright patent falsehood” 
the belief held by some people that 
“the value contained in our services is 
not equal to the charge rendered for 
the coverages extended.” People are 
convinced that this is the case because 
they do not know the facts; do not 
know what makes the A. & H. business 
tick. If they did, he said, “there would 
be absolutely no support for the various 
schemes which are now being presented 
to reduce large sections of our industrv 
to Government control and monopoly.” 








the health and accident insurance agent 
must be increased. In doing this there 
is no substitute for continuous training 
and supervision, developing to the full 
the capacities of their present organi- 
zation and when new additions are 
made, as far as humanly possible, secur- 
ing better men to distribute our service. 
The chief strength of any company 
lies in its human assets, and only as 
the agent prospers, fully recognizing his 
responsibilities, will the best interests 
of the policyholders, the public and the 
industry be served. They should be pre- 
pared to give you whatever information 
is necessary to prepare you for, and to 
sustain you in, your job. 

“Your general agent and your home 


(Continued on Page 38) 








thousands of families to face the future 


with a feeling of confidence and security. 


SPRINGFIELD, MASSACHUSETTS 








June 23-25 


1947 Goals of A. & H. 
Association Being Met 


O. J. BREIDENBAUGH REPORTS 


Six New Associations Added, Two Re- 
vived; 50% Gain in Membership; 
Exceeds Financial Goal 

Most of those goals of the National 
Association of Accident & Health Un- 
derwriters set down at the Miami meet- 
ing in January, are well ahead of sclhied- 
ule, O. J. Breidenbaugh, Indianapolis, 
executive secretary, stated in his report 
to the annual convention in Boston this 
week. 

“The accelerated pace of the last fey 
weeks would indicate that we were not 
too optimistic in planning for goals that 
no longer ago than January looked like 
remote possibilities,” Mr. Breidenbaugh 
said. “We are closing our association 
year with a record of accomplishment. 

“The disability insurance industry is 
coming into its own. In every area of 
this big country there is an increasing 
interest in our business. This interest 
is picking up momentum every day. We 
would, indeed be a poor organization if 
we could not show remarkable gains dur- 
ing a period of such general develop- 
ment. We have as an organization kept 
pace and in many cases have pointed the 
way in that development. 

Growth in Number of Associations 

“As evidence of that general enthu- 
siasm, we find that six new associations 
have been added during the last year. 
In addition, two that had ceased to func- 
tion have been revived. In reality, there- 
fore, we today have fifty active groups 
where one year ago we had only forty- 
three. And there are more on the way. 
Activities are now underway that will 
result in at least four more new groups 
within a few weeks. 

“The enthusiasm is not confined to 
those areas where we have local groups. 
There has been an increasing number ot 
new memberships at large which, ol 
course, gives us a basis for forming new 
groups when they cluster in an area that 
could support such a group. 

“We have gained in power and stature 
in other ways. The A. & H. courses 
under our sponsorship in the Universities 
of California and Utah, as well as the 
one at Purdue, has been an important 
factor in bringing us prestige with the 
public as well as a growing recognition 
with the companies. It has also given 
us recognition in related industries that 
can go a long way in helping us to build 
better approval from the public. 
Membership Shows Substantial Growth 

“During the last year we have had a 
substantial growth in membership. As 
of June 10 we show an actual gain in 
membership of 1,170. When we consider 
that there has been this gain after all 
lapses were taken out, it means that we 
have almost had a 50% gain in member- 
ship. At our present rate we should be 


able ! 





to realize the goal of a gain ol 
1,600 members before January, 1948. In 
fact, we should be well over that mark. 

“A break-down of this membership 
gain shows that 805 of the gain has come 
through membership in local associi- 
tions, and 365 of this gain came through 
memberships-at-large. 

“An analysis of the source of this gain 
reveals that nineteen of our forty-seven 
associations have been responsible for 4 
gain of 327 members during the last six 
months. The seven new associations 
have accounted for 194 of the gain. There 
has been a gain of 306 members at large 
during the last eight months. A large 
percentage of these came as a result 0! 
the A. & H. courses. In fact, the A. & 
H. courses have been directly respons! 
ble for more than 350 new members. Tlic 
Utah class alone was able to spread 1's 
influence so that it brought into the as 
sociation more than 100 new members 

“We have made a gain of eighteen sus- 
(Continued on Page 38) 














q 
Met 
»>ORTS 


vO Re- 
ip; 


ational 
h Un- 
meet- 
sched- 
apolis, 
report 
yn this 


st few 
re not 
Is that 
‘d like 
baugh 
‘iation 
lent 
try is 
rea of 
easing 
terest 
We 
ion if 
s dur- 
velop- 
. kept 
‘d the 


ns 


nthu- 
itions 
year. 
func- 
here- 
roups 
orty- 


iture 
Irses 
ities 
the 
‘tant 
the 
ition 
iven 
that 


yuild 


wth 


id a 
\s 





June 27, 1947 





Page 35 











National 


A. & H. Association Meeting, 








W. G. Gastil Issues Challenge to 


A. & H. Industry 


June 24.—Climaxing a full 
here of 
Association of A, & H. 
Underwriters, Walter G. Gastil of Los 

\ngeles, manager of Connecticut Gen- 
eral’s southern California agency—third 
ranking of the company—brought the 
house down with his courageous address 
on “The Challenge to the Institution of 

\ccident and Health Insurance.” 

At the outset Mr. Gastil declared that 
both companies and agents were faced 
by a threefold challenge: (1) the neces- 
sity of serving a larger part of society 
with a larger portfolio of appropriate 
coverages at a fair and equitable price— 
and this the companies must answer; (2) 
the need for better service to the in- 
sured which is up to the field force, and 
(3) the need for better public relations 
—a problem which home office and field 
must join hands to solve. 


oston, 


day’s sales 
the National 


congress program 


Frivate Enterprise Under Attack 


Facing the fact that today private en- 
terprise is under attack, Mr. Gastil gave 
the picture of a government kept in 
power because “it promised more bene- 
fits in all directions for more people by 
social legislation than the slower proc- 
esses of private industry.” After listing 
six major examples of such legislation, 
the speaker asked: 

“Is it too radical to assume, when we 
already have compulsory health insur- 
ance in two of our states, that socialized 
medicine, state hospitalization and acci- 
dent and health disability income for 
all on a payroll tax basis is a very real 
threat to the accident and health busi- 
ness? Therein lies the basic challenge 
to the institution. Can we serve society 
better than any other agency? If such 
changes come it will only be because we 
have failed to recognize the change in 


public attitudes and failed to see the 
trend, and failing to see and recognize 


its meaning, we failed to change our 
Ways to meet it and therefore, we will 
truly be pushed around.” 

Endeavoring to find the solution to 
the A. & H. problem, Mr. Gastil said 
that the industry has clung too long to 
its heritage as a child of the casualty 
insurance business, and he posed the 
question: “Perhaps we have outgrown 
that heritage. Is a new understanding 


to Do a Better Job 


WALTER G. 


GASTIL 


of our responsibility to society one an- 
swer to the challenge ?” 

This brought the speaker to a search- 
ing examination of the fundamental 
purpose of A. & H. insurance so as to 


see “to what degree we are fulfilling 
that purpose today.” He said _ that 
A. & H. came into existence because of 


the need for new sources of income 
(plus cash to pay the bills) whenever 
man loses his earning power as a result 
of sickness or accident. First the cas- 
ualty companies saw the need and per- 
haps the chance for profit. Then the 
life and mutual companies, and of 
course, the fly-by-nights found the field 
profitable. Competition was keen; prom- 
ises were long and profits not too big 
at first. In time the accident and 
health business settled down to fairly 
standardized coverages and_ practices 
with the exception of the fly-by-nights 
who still write far too much of the 
coverage and pay far too few of their 
claims. 


“After this settling down process,” 
wan aol - : “ee P 3 ° - 
said Mr. Gastil, “our companies began 
perfecting their coverage, cutting out 
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their losses, and began making a profit, 
until today there is offered by most 
first-line companies a fairly complete 
answer to the problem of lost earning 


power through physical _ disability. 
There is no denying that in the last 
decade it has been a much sounder 


and by far one of the most profitable 
lines of coverage for both the com- 
panies and the field men. But have 
equal strides been made in improved 
benefits to society in general? No doubt 
the range of coverage offered will con- 
tinue to multiply on a sound basis. 
The only question—the challenge of 
the future—is, will it go far enough?’ 
Inspired Too Much by Profit Motive? 
Mr. Gastil wondered whether in the 
past the A. & H. business had been 
inspired too much by the profit mo- 
tive. Non-cancellable benefits were tried 
but they proved unprofitable “so we 
either quit the field or so restricted the 
coverage and narrowed the field of eli- 
gibles that this service is available to- 
day only to a few super risks, and in 
very limited amounts.” He continued: 
“We have a ee that the low wage 
earner needs & H. insurance and hos- 
pital service even more than the busi- 
ness and professional man, yet because 
he could not be profitably sold a small 
policy on the individual basis, we 
mostly ignored him. It’s true that 
group insurance was designed as_per- 
haps a partial answer to the problem, 


but all companies did not sell group 
insurance and some home office men 
and managers fearful of part 


losing a 
of their market, still openly fight group 
insurance so that today less than one- 
fourth of the eligible firms are covered. 
“Then, there is that even larger 
eroup of wage earners not employed by 
a common employer who though under 
workman’s compensation insurance on 
the job, needs and wants off-the-job 
A. & H. coverage. They have great 
need for coverage but little capacity 
to pay for it. Today but few first-line 
companies offer modern forms of both 
accident and health off-the-job cover- 
age with convenient premium payment 
plans. So another segment of society 
remains largely uncovered.” 
The speaker then cited the 
dous progress made in the past ten 
years by the medical profession and 
research men. He pointed to new tech- 
niques and drugs which have shortened 
periods of illness and, in turn, short- 
ened the periods for which claims are 
paid and the cost of hospital and 
medical care. “Yet there has been little 
change in the rates for indemnity,” he 
remarked. “A. & H. insurance is. still 


tremen- 


Boston, 





23-25 


that 


June 





sold at the same rate was in 
force ten years ago. 

“When do we begin to modernize?” 
he asked. “Where are the research 
men of the institution of accident and 
health insurance?” 

Rewards for Low Loss Ratios? 

Mr. Gastil also wondered why the 
companies have made little if any prog 
ress toward providing rewards to agents 
for a low loss ratio or low lapse ratio, 
and said: “We are told that there is a 
great variation in the loss ratio between 
the business of one agent and another, 
that an agent’s business which has a 
high lapse ratio is expensive for a com- 
pany, yet we still pay all agents the 
same rate of commission. Why? 

If more people are to buy more accident 
and health 
selling job. 


insurance we must do a creative 


If we’re going to do a job of crea- 


tive selling, then it seems that a higher rate of 
called for in the first 


selected, well sold 


commission should be 
year. With 


and persisting, less 


business well 
service is 


by the 
work 


required 
commission for service 
called for. We 
ultimate of 


agent and a lowe 


in the future years is must 


face it! If we are to provide the 


coverage within the pocketbook of the majority 


of people, then we must provide it at the mini 


mum cost. I contend that a company’s first 


obligation is to provide the best possible cover- 


largest possible 


That its sec 


age within the reach of the 


number of people at a fair price. 


ond obligation is to offer a fair return for the 


services of those who distribute that  mer- 
chandise. I can’t believe that distribution costs 
premium dollar 


hest deal for 


which run close to 50% of the 


is a fair deal for the public or the 


the general agents and agents. 

The accident and health business is set up 
on the presumption that general agents will 
select high-grade men, train them thoroughly, 


their activities, stimulate them to bet 


their 


supervise 


ter earnings, issue policies, provide othce 


facilities, etc. Thus it is presumed that man 


entitled to a 
compensation out of the 


margin of 
dollar. Yet 
provided for the 


agement 1s reasonable 


premium 


today the margin general 


agent who provides such services and the one 


who does not, are identical. To my mind, it 


seems high time that the institution of accident 


and health insurance does something about those 


individuals who solely because of contract pro 


visions are still able to collect handsome in 


comes for no service to agents and even less 


service to society. They are impeding the spread 
of the benefit of accident and health insurance 
to the majority of the people at a fair and 


equitable 
Challenges to the Field Forces 
Mr. Gastil then centered attention on 

challenges to the A. & H. field forces 


(Continued on 
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National A. 


Convention Acts at Opening Session to Help Defeat Sections 
of Crosser Amendment Affecting Private Insurance; Hear 
O’Connor Plea; Cornett Final Morning Speaker 


By Wat ace L. Ciapp 


Boston, June 23.—C. F. J. Harrington, 
Insurance Commissioner of Massa- 
chusetts, sharing the platform with 
Clyde W. Young, president, Monarch 
Life: W. PB. Cornett, vice president, 
oval Protective Life, and nationally 


prominent le ade rs of the \ & H. indus- 


trv, gave added tone and significance to 
the annual convention here of the Na- 
tional Association of Accident & Health 
Underwriters which opened this morn- 
ing at the Cople Plaza Hotel. Pre- 
siding officer of the morning session 


was Harry C. Hawthorne, president. of 
the Boston A. & H 


chairman of the 


Association who is 


vice local convention 


committee. Michael T. Kelleher, pres- 
ident, Boston Chamber of Commerce, 
could not attend to extend a welcome 
due to death in his family but sent his 
managing director who was as_ hos- 
pitable as he was gracious. Attendance 
neared the 200 mark and will be even 
vreater at tomorrow’s sales congress. 


Commissioner Harrington, speaking 


in a spirit of constructive criticism, 
reed the A. & H. men to be sure that 
their business is conducted with full 


regard for the interests of policyholders 


and their beneficiaries. If this is not 
done, he said, the A. & H. business 
will invite government encroachment. 
Fearful that A. & H. will continue to 


be subjected to a frontal attack by 


those who would socialize the entire 


insurance industry, the Commissioner 


spoke pointedly as follows: 


Inadequate Policy Forms and Premiums 


“The accident and health companies 
need make no apology for the fact that 
their business produces a_ reasonable 
profit However, you should be con- 
cerned about forms of coverage which 
produce an excessive profit. Policy 
forms med to return a small por- 
tion of the premium in benefits to 
policyholders are contrary to the public 
interest and should be discontinued, or 
the benefits under such policies should 
be adjusted in favor of the benefi- 
ciaries. Conversely, in the interest of 
solvency of insurance carriers, inade- 
quate premiums should be adjusted. 

“The practice which comes to our 
Department’s attention most frequently 
is that which is described as ‘under- 
writing the business when a claim is 
reported.” Such a _ practice can very 
readily lead to corrective legislation, 
and therefore we urge that every ef- 
fort be made to dispose of underwriting 
questions prior to claim.” 


de sig 


The Commissioner was generous in 


his opinion of group A. & H. insur- 
ance and said that its general accept- 
ance has overcome sales resistance on 


the part of a tremendous number of 
prospects for A. & H. insurance. But 
he wondered if agents have made the 
most of the opportunities presented 


through this medium and_= said: “It 
seems to me that one of the outstand- 
i opportunities offered to an insur- 
ance salesman who has sold a group 


case is the acquisition of the names and 


Harrington Warns A. & H. Industry on 
Policies Producing Excessive Profit 





€& H. Association Meeting, 


Boston, 


23-25 


June 








ance Economics Society, in a vigorous 
appeal to the National Association 
membership to take collective and indi- 
vidual action in opposition to the 
Crosser bill amendments to the railroad 
unemployment insurance act which di- 
rectly invade the field of private in- 
surance. Specifically, he said, the 
insurance interests strongly oppose the 
inclusion in the Crosser amendment 
which would provide up to $25 weekly 
benefits for disablement resulting from 
non-occupational accidents, sickness or 
pregnancy for twenty-six weeks. Mr. 
O’Connor made clear that “we do not 
oppose retirement or survivor benefits 
as provided in the Crosser amendment.” 

Calling attention to an Economics 
Society bulletin, of which 130,000 copies 
have been distributed, Mr. O’Connor 
urged that the convention by resolu- 
tion oppose the objectionable portions 
of the Crosser amendment and endorse 
the Hawkes bill (S-670) which is now 
in hearings, and the Howell bill (HR- 


addresses of employes covered under 
the group policy whose insurance pro- 
gram mav be implemented by individ- 
ual accident, health and life insurance. 
I recognize that a procedure based 
upon this approach requires intelligence 
and tact. However, the temporary na- 
ture of group insurance—depending to 
a large extent upon business prosperity 


315 ena Sas Fee Cetra Teer 
—invites your consideration of Ways and Se il nt! ag 7] a nL 
means of continuing the insurance sold woulc amenc the railroac — oy- 
on a @holesale fnsia” ment insurance act, as amended, to de- 


lete therefrom non-occupational acci- 
dent and sickness insurance and would 
reduce the railroad payroll tax for un- 


employment insurance to a basis com- 


O’Connor on Crosser Amendment 
The convention heard E. H. 
()’Connor, director, Insur- 
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_ the National 


parable with that paid by other industries 
under state plans.” 

Mr. O’Connor’s recommendation was 
approved and the National Association 
this morning unanimously adopted thy 
following resolution: 

“Whereas, the Crosser amendments to the 
railroad unemployment insurance act directly 
field of private insurance to the 
end of causing the loss of livelihood to many 
and health agents immediately, and 
place in jeopardy the livelihood of all accident 
and health agents; 

“Whereas, the discriminatory treatment of 
one class of employes sets a vicious 
which complicates the future 
curity program; and 

“Whereas, every state will lose a considerable 
sum in premium taxes from 
also the Federal 
derived from 


invade the 
accident 
and 

pattern 


of the social se- 


private insurance 
government will 
profits of 


companies, 


lose taxes insurance 
companies, as well as income tax from insurance 
agents’ earnings; and 

“Whereas, private 
have 950,000 of the 


sickness and accident benefits, and a large per- 


insurance compan ies 1 Ww 


1,350,000 insured providing 


centage of the employes also have hospitalization 
and 
dependents ; 

“Now, That this 
association unanimously endorses and urges the 


surgical benefits for themselves and_ their 


therefore, it is resolved, 
passage of the Hawkes bill S-670—now in hear- 
ings—and the Howell bill (HR-3150); and 

“Tt is further That a copy of this 
resolution be immediately dispatched to 
tors Taft, Ball and Hawkes, and to Represen- 
tatives Wolverton and Howell.” 

The delegates also accepted Mr. 
O’Connor’s suggestion that night letters 
be sent to their respective Congressmen 
giving full support to the Hawkes and 
Howell bills. Unless defeated, the fea- 
ture of the Crosser amendment affect- 
ing private insurance becomes operative 
July 1, 1947. 

Cornett in Membership Plea 

Final speaker of the morning’s session 
was W. B. Cornett, vice president, 
Loyal Protective Life, Boston, a past 
president of the National Association, 
and one of its most enthusiastic work- 





resolved, 


Sena 


ers since 1932. Backing up President 
Smith’s urge for more members and 


establishment of more local associations, 
Mr. Cornett said: “We should have a 
local association in every city of 75,000 
or more. They are needed particularly 
to watch legislative developments, and 
to help check the trend toward govern- 
ment intrusion in private business.” 

The speaker stressed the serious ob- 
ligation of agents who go out on the 
firing line to properly represent the 
business and their companies to the 
public. He admitted that companies 
have in the past looked upon A. & 
from the profit motive ‘but said that 
today it is necessary to do an A. & H. 
selling job from the policyholder’s view- 
point. “No one can object to our de- 
sire for a reasonable profit on our busi- 
ness,” he declared, “but the return to 
the policyholder in claim payments and 
improved coverage should be more 
adequate.” 





Harrington Recognizes 100th 
Anniversary of Health Ins. 


Boston, June 23.—In his address at 
the National A. & H. Association meet- 
ing here today Commissioner C. I’. J. 
Harrington of Massachusetts gave rec- 
ognition to 1947 as the 100th anniver- 
sary year of writing health insurance 
in this country. He said that reli: ble 
authority had fixed this milestone. \c- 
cident insurance business in the '.> 
dates back to 1864, the Commissioner 
noted, 





71 ASSOCIATE CO. MEMBERS 


Seventy-one companies—among them 
some of the largest in the country— W 
hold associate company membershiy i? 
Association of A. & H. 
derwriters in annual session this week 1m 
Boston. They are given full page recog- 


Un- 


nition in the official program for t!us 
convention. 
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Pass Two Resolutions 

Boston, June 25—Voicing its opposi- 
tion to the compulsory health insurance 
plan recommended to Congress. by 
President Truman recently, the National 
\ssociation of A. & H. Underwriters 
at its closing session here today passed 

resolution declaring that such pro- 
posed legislation (the Wagner-Murray- 
Dingell bill) would be detrimental to 
the welfare of the general public. Six 
strong reasons why were enumerated. 
Copies of this resolution will be widely 
distributed to members of the Congress. 

In another resolution the association 
recorded itself in favor U. S. Senate 
bill 545, now pending, which is de- 
signed to coordinate health functions 
under one agency, expand public health 
service, encourage medical and dental 
research by state grant. This resolu- 
tion will likewise be distributed to 
members of the Congress. W. B. Cor- 
nett, Loyal Protective, law and legis- 
lation committee chairman, submitted 
both resolutions. 





TWIN CITIES GETS 1948 MEET 

Boston, June 24—Five cities bid for 
the 1948 annual meeting of the National 
\. & H. Association but the Twin 
Cities (Minneapolis-St. Paul) will be the 
choice for next year’s site. Final action 
will be taken at the National Council’s 
session here tomorrow. 


Gastil’s Talk 


(Continued from Page 35) 
and was vigorous in his constructive 
criticism, He made the following points: 

“1. In the past we salesmen have also 
looked too much towards our own 
pocketbooks and thought too little 
about the whole job to be done. Far 
too many policies have been sold at 
wrong classifications resulting in pro- 
rated claims, 

“2. Too littie time has been given 
to fitting A. & H. policies to the pros- 
pect’s needs. 

“3. We have insisted upon an even 
shorter application blank to speed up 
its completion. and thus have been of no 
service in helping the home office to 
properly underwrite the risks nor have 
therein gained any respect from the 
client at the time of purchase or the 
time of claim. 

“4. We have clamored for a quick, 

slick package sale. 
“5. We have spent our time among 
prospects where sales and profits were 
easiest to make and not always where 
coverage was most needed. 

“6. We sold our policyholders and 
left them and concerned ourselves not 
at all about keeping them sold. 

“7. We have spent more time selling 
a prospect who already had a policy 
in another company than doing creative 
selling and developing new buyers. 

“8. We have been so eager to sell 
nore that we have not had time to help 
iose who had claims, but left it to the 
aims men to settle or adjust the claims, 
You say, ‘Not me!’ Perhaps not, but 
ie shoe fits many of our number.” 

The speaker’s general summation was 
at producers have gotten away from 
e€ proper emphasis of the income re- 
acement, fundamental purpose of 

& H. insurance, and one of the 
‘lief reasons why in his opinion is that 
“we have asked for far too little 
lucation, training and supervision.” In 
is connection he said: 

“Unless the field force, both agents 





aid management, can recognize its ob- 


ligations as well as its opportunity for 
profit, the real future of the accident 
id health business cannot be _ too 
right.” 


The Challenge of Public Relations 


As to the third challenge, that of pub- 
relations, Mr. Gastil said in part: 
“The accident and health business 
































































000,000 in premiums and represents big : women’s section of the National Asso- 
business. Today it’s a target for poli- Executive Board Acts on ciation, both of which are being set up 
ticians and reformers. To realize its Three Important Matters 5 special sections under the new con- 
full future potential our business should stitution. This committee will assist 
produce at least ten times its present both sections in planning their pro- 
business. To do so we must avoid in- grams for the year and in taking care 
roads in our markets and ruinous tax- of details of membership, etc. at na- 
ation. We then must start now to ac- tional headquarters. 

quaint the public with the excellence of The board also ruled that no funds 
our service and begin the building of a or membership be solicited from in- 
wall of friends to defend us, people surance companies by local or state 
we can count upon if attacked. associations without first obtaining ap- 

“What can you and I do to make our proval from national headquarters. 

future more secure? My answer to 


Boston, June 22.—Three important 
actions were taken here today at the 
executive board pre-convention session 
of the National Association of Accident 
& Health Underwriters. National Presi- 
dent Rollin B. Smith, Great Northern 
Life, Oklahoma City, presided in place 
of Board Chairman R. J. Costigan, 
Business Men’s Assurance, Kansas City, 
who is absent from the meeting on doc- 





that is—render better service. No sales- t0"'S orders. 42 SUSTAINING MEMBERS 
man has done a real job of selling By unanimous resolution the board The National Association of A. & H 
until the buyer is acutely conscious of decided to recommend to the National Underwriters. now has intrtue sus- 
the service rendered—so acutely con- Association that following the adoption — ;\jnino members—representing a veri- 
scious that he will talk about it. of its new constitution (at this meeting) table ‘Who’s Who in the A & H field 
“If by the unusualness of service ren- local associations should be encouraged sationwide. They are given a page of 
dered each accident and health sales- to pay all or part of a delegate’s ex- their own in the official program book- 


man of America would each week make Pense so as to have representation at jet for this week’s annual meeting 
just one policyholder acutely conscious the annual National Council meetings. gph at OG ween ast 

of what had been done for him, then This action, it was explained, was taken HAROLD R. GORDON ATTENDS 
in one year the 30,000 accident and SO as to help solve the problem which Boston June 23—Harold R. Gordon 
health men of America would make a arose at a previous annual meeting managing director, Health & Accident 
million and a half friends. In ten years when proxies were voted for absentee conference, was on hand as the National 


15 million men and women voters of members. Association’s convention here got under 
America would be friends of the acci- The executive board also acted to ap- way today. Always a friend of the A 
dent and health business and we need point a committee from the board to & H. producer, Mr. Gordon received a 
never fear for the future of our busi- advise with the chairman of the Lead- hearty welcome and a gift at the ban 
ness. ing Producers Round Table and the  quet. 





Protecting Humanity 


The Washington National will continue in 1947 to provide 
sound, low-cost insurance protection to the American public 
as it has done for the past thirty-six years. This company 
is a strong, legal reserve insurance company doing business 
under the supervision of government insurance departments 
in forty-six states and the District of Columbia. Life, acci- 
dent and health, group, and hospitalization coverage is avail- 
able through Washington National representatives in more 


than a thousand American communities. 


WASHINGTON NATIONAL 
INSURANCE COMPANY 


CHICAGO 
Executive Offices: Evanston, Illinois 


George R. Kendall, President 
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Young Tells of 


(Continued 


office should be operating on a basis 
which permits them to back up your 
words and deeds with clear evidence 


that your words and deeds carry sub- 
and reflect the operating policy 
itself the last 
analysis, of course, it is what your home 


stance 


of your company In 


office officials, your general agents or 
managers do and not what they say, 
that counts.” 
Reflect a Humane Viewpoint 

Mr. Young then pointed out that at 
L minimum this operating policy should 
support the agent in the following 
wavs: “Ail home office correspondence 


should reflect a humane viewpoint and 
a willingness to understand the prob- 
lems and give satisfaction in every 
instance possible to the public served 
Claims should be handled rapidly and 
justly so as to reduce to the very min- 
imum complaints on the part of the 
public which have any tendency what- 
ever to interfere with the development 
of the most favorable possible relations 
Unremitting warfare should be waged 
against technical policy interpretations, 


avainst complicated — policy forms, 
against restrictions and exceptions 
which have little or no meaning. Em 
ploves should be carefully selected, es 


pecially those having direct public and 
agency contact, that nowhere along 
the line will the clear channel of 
thoughtful, understanding treatment be 
denied the public 

“In asking you to treat your policy 
holders and public as friends, the least 
you can expect is the same attitude on 


SO 


the part of the organization which 
stands behind you. Any organization 
which is not willing to go this far in 


sustaining you in this most vital cam- 
paign for the betterment of public un- 
derstanding of our industry is not 
worthy to have you as its representa- 
tive among the public.” 


Compliments National Association 


for agent- 


his plan { 
urged 


speaker 


National 


Enlarging 
participation, 
of 


upon 
the 
the 


that 


members Association 





President Smith’s Talk 
31) 


mittee from the Conference on two oc- 
casions. Matters of vital interest to our 
industry were discussed. 


(Continued from Page 


Before closing President Smith ex- 
pressed his optimistic opinion that pres- 
ent membership of the National Associa- 
tion would be doubled in not too many 
vears from now. Most important factor 
in its future growth is that the A. & H. 
business, now in its ascendancy, shows 
great promise for substantial production 
increases in the next few years. Sec- 
ondly, there are more agents writing A. 
& H. today than ever before, and in 
making this observation Mr. Smith put 
on the record that several life companies 
have set up A. & H. departments in the 
past few years; life insurance men are 
clamoring again for return of total and 
permanent disability provisions, and mul- 
tiple line casualty companies have “re- 
discovered” their accident insurance de- 
partments and giving more attention to 
development of A. & H. as profit lines 
after the sad experience of the past few 
years in their automobile insurance de- 
partments. 

Finally, the speaker emphasized that 
members of the National Association 
should not lose sight of the fact that 
“we are an association interested pri- 
marily’ in the sales end of the business 
and that our greatest effort should be 


concentrated upon helping the man who 
carries the rate book to progress.” 


Public Relations 


from Page 34) 


should study and apply its public rela- 
tions program which he considers “one 
of the clearest, finest, most readily ap- 
plicable and most understandable” that 
it has been his pleasure to study. Said 
Mr. 


press 


Young: “You can extend and im- 


this program upon your asso- 
You can exert all the influence 
which you can bring to bear to gather 
within the folds of the National Asso- 
all members 
profession who are qualified for mem- 


bership but who have as yet failed to 


ciates 


ciation of those of your 


join. Your association is a tremendous 
force for good in the A. & H. industry 
and it should grow and prosper might- 
ily. You can guarantee its growth and 
prosperity by carrying on individually 
an unflagging effort to enroll the largest 
possible representation. If I were you, 
I would not consider the job satisfac- 
torily accomplished with less than all 
qualified representatives of our industry 
becoming members of your association.” 

Mr. Young then promised the full 
cooperation of the Health & Accident 
l nderw riters Conference in the accom- 
plishment of the desired objectives. He 
pointed out that the conference’s own 
public relations program parallels in all 
inajor aspects that of the National As- 
sociation and said that “the conference 
is prepared to consult and advise with 
your association in every possible way, 
and in turn seeks the advice and sup- 
port of your own association in its pub- 
lic relations efforts.” 


He therefore hoped that National As- 


LIFE-TIME 


awaits a successful insurance man in each of these cities: 


Houston + Richmond, Va. + Buffalo + Chicago » Dayton « Wichita 
Elmira, N.Y. ¢ Indianapolis « Kansas City, Kans. ¢ South Bend 


If you have the necessary background of experience to qualify as a General 
Agent or District Agent, we have an unusual proposition for you. First, we 
offer a complete portfolio of LIFE, ACCIDENT, HEALTH AND HOSPI- 
TALIZATION policies... policies of proved popularity and volume possibil- 
ities. Second, we offer effective development assistance and protected 
territory. Policy issuance and claim paying authority granted. Many other 
attractive features in our plan. Write today for the complete story. 


FEDERAL LIFE & CASUALTY CO., DETROIT 2, MICHIGAN 








sociation members would do their part 
in applying the program where it will 
do the most lasting good—guiding its 
application 
it will be most effective. Furthermore, 
he said that 


into those channels where 
“vou can grasp errors in 
application in the very beginning and 
can suggest changes which will benefit 
and improve the over-all program itself. 
This is a most important aspect because 
changes will undoubtedly be made and 
improvements most certainly should 
the From 
what better source could they originate 
than 


contact with our problem?” 


come with passage of time. 


with you who stand in closest 





the business grow. 


HEALTH and 





The Association delivers claim checks for loss caused 
by sickness, accident or hospitalization at the rate of more 


than a thousand individual checks each working day. 


Good value, good service and good salesmen make 





Local claim service in 170 branch offices in all states. 





THE WORLD’S LARGEST EXCLUSIVE 
ACCIDENT COMPANY 


Surplus over $20,000,000.00 





Tune in Gabriel Heatter’s “A Brighter Tomorrow” 
Sunday Night, Mutual Network 














1947 Goals Being Met. 


(Continued from Page 34) 
taining members within the last 
months. We still have a long way to go 
to reach our goal of 100 for this type of 
membership, but I believe that we can 
expect to come very close to that goal 
before the year is out. 

“Despite the increase in dues for as- 
sociate company members, we did not 
suffer the loss that we anticipated. We 
still have seventy-four paid-up associate 
company members, and I believe that we 
can get the additional twenty-six that 
will be needed to reach our 100 goal for 
that type of membership. 

Financial Goal Exceeded 

“Financially we have more than ex- 
ceeded our goal. This year we operated 
on a budget of a little more than $10,- 
000. With all current obligations met we 
were able to show an actual increase in 
our bank balance of more than $4,500. It 
is fortunate that we show this type ot 
gain financially, because the increased 
activities of the national office are going 
to require expansion and addition ot 
personnel. The next year will require 
a budget that is almost 50% greater than 
that of last year; but we will be able to 
operate on a balanced budget basis and 
pay our own way, despite this increase in 
expenditure. 

“We started the year with $14,391.77 
We have today a balance of a little more 
than $19,000. This in the face of the fact 
that for the first six months we showed 
a deficit of $563.49. For the year our 
income was $14,708.68—our disbursements 
with all bills paid were $10,178.82. This 
is an indication of what the recent spurt 
in membership has meant to this associ- 
ation—all in the last six months. We 
can in the next year as an association 
promise you more service from an cx- 
panded staff; a more active representa- 
tion, and some inspirational leaders!i'pP 
from an active group of officers and 
board members. 


SIX 


PRE-CONVENTION TEA PARTY 

3oston, June 22.—A _ pre-conveniior 
social event of the big A. & H. meei 
here was the Boston tea party held /ils 
evening at the Copley Plaza. It vas an 
occasion for renewing old friends!\)s 
and making new ones. 





WALKER PUBLICITY CHAIRMAN 

D. Stuart Walker, Philadelphia, \!u- 
tual Benefit H. & A. manager, di! a 
fine job as publicity chairman for the 
National A.’& H. Association’s conven- 
tion this week in Boston. He is also ou 
the executive board of the association. 
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TEN YEAR CLUB MEETS 





Fifty-Two Standard Accident Employes 
Win Awards for Ten to Twenty 
Years of Service 

At the annual meeting of the Ten- 
Year Club of the Standard Accident In- 
surance Company last week, fifty-two 
Standard employes were presented with 
pins for from ten to twenty-five years 
of service. Brief talks were given by 
Barney Doyle, president of the club, and 
Ek. A. Warnica, vice president of the 
company. Pins were presented by R. H. 
Platts, president; F. S. Brown, vice 
president and secretary; J. P. Hacker, 
vice president and E. A. Warnica. Those 
honored were: 

25 years: Jessie M. G. Campbell, 
Clare G. Newton, Alice Bradtke, Mary 
McArthur, Gladys I. Kraft, Elmo Smith. 

20 years: Theodore L. Sedwick, Mar- 
garethe Bothe, John L. DeGurse, Caro- 
lina Jagielo, Harry Jones, Carl Spencer, 
\W. H. Rolen, Roberta Edwards, Helen 
Paterson, Fred W. Renter, Helen Hauf- 
man, C. L. Miller, Wilson C. Videan, 
Frank Locy, Bertha M. Feather, M. M. 
Sellers, Clyde Wilber. 

15 years: Robert J. Walker, Roger F. 
Quail, Albert C. Toper, Arthur Walters, 
Bert W. Thompson, Ethel McLean, Mar- 
earet Tresidder, Anna Brill, Mary M. 
Wilson, Clare S. McKnight, Carl Fischer, 
Lawrence M. Goodspeed. 

10 years: Marjorie B. Ledane, Robert 


Weed Elected President 
Of Kemper Men’s Club 


Arthur R. Weed 
president of the 
Men’s Club to 
year. Mr. Weed is head of the produc- 
tion 


elected 
Insurance 


has been 
Kemper 
serve for the coming 


department of the 
Kemper Group. He succeeds Edward 
H. Zeller, 

Other officers elected at the annual 
dinner meeting of the Club at the Edge- 
water Beach Hotel are G. V. Fuller, 
first vice president; D. B. Barker, second 
vice president; R. U. Kenost, treas- 
urer, and G, Brock, secretary. 
Newly elected to the board of gov- 
ernors are O, D. Moreen, F. W. Comp- 
ton, R T. Depau, C. H. Halsey, E. H 
Zeller. 

Following the election, Mr. Weed ap- 
pointed committees for the Men’s Club’s 
annual spring outing at Lake Lawn, 
Wisconsin on June 28. 


coordination 





L. Jackson, Lanier Dryden, Rheona 
Courval, John L. Hight, Leonard H. 
Brooks, Florence Drinkert, Margaret 
Shafer, Sven Mogelgaard, Jr., William 
Wickham, Margaret Campbell, Robert 
3ohan Evelyn Keifer, Charlotte Strick- 
ler, William E. Palen, Don W. Hunter, 
Douglas L. Williams. 





KEEP YOUR EYE ON THIS BALL 


and you'll break all previous 
Commission Records 













crime wave. 


CASUALTY ~* 


—the best club you can choose to achieve 
a good score is a DDD Policy. This broad 
combination dishonesty-burglary-holdup-for- 
gery protection is increasingly popular with 
commercial businesses due to the mounting 


For full information, write, call or visit your 
nearest Manufacturers Insurance Companies 
office or general agent. 


Casualty Insurance Co. + Fire Insurance Co. 
1617 Pennsylvania Boulevard 
PHILADELPHIA, PA. 


W. STANLEY KITE, President 
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That fluttering of the insurance seis- 
mograph which was so noticeable last 
week, was caused by the arrival in town 
of Marie (Health & Accident Under- 
writers’ Conference) Meade, and her big 
sister, Catherine, who simply hates to be 
called “Marie Meade’s sister.” Our tal- 
ent scout of the Beauty Department tells 
us that Catherine will soon join the Loy- 
alty Group in Chicago, and if that 
doesn’t get the smart Chicago brokers 
traipsing in with business in even greater 
numbers—then, we miss our guess—and 
we’re no guess-misser. The Meade sis- 
ters are a wonderful team and are great 
ones to take out to lunch, because they 


have such very bird-like appetites. 
(That’s on the level.) 
eS 


There was some talk that the Meades 
came to New York to attend the annual 
meeting of the National Assn. of Insur- 
ance Women. But actually we found it 
was because they wanted to contribute a 
poem written by our friend, Clarence L. 
Lee, but they were afraid the postal au- 
thorities wouldn’t let it go through. So, 
they brought it in, and here it is—much 


to our delight and we hope, yours. It is 
called “The Tree.” 
Of all the things that I might be, I had to 


be a lousy tree—a tree that stands out in the 
street, with little doggies ’round my feet; I’m 
nothing else but this, alas, a comfort station in 
the grass, I lift my leafy arms to pray, go away, 
A nest of robins I must 
wear, and what they do gets in my hair, of all 
the things for me to be, I had to be a d— old 


little doggies, go away. 


tree. 
* # 

“Hold everything.” Stop the Press! 
V. L. (Eureka-Security Fire & Marine) 
Gallagher sends us a clipping reading: 
“S. W. Duck has been appointed agency 
superintendent in Ontario for Pruden- 
tial of London. He has been with the 
company since 1935, lately as casualty 
inspector for Ontario. Mr. Duck is su- 
pervisor of Ontario Blue Goose.” Thanks, 
old fellow, for spotting this important 
bit of nonsense. It is stuff of this sort 
which proves something or other, but 
don’t tell us what. 

ie ae 

Sam Goldwyn isn’t the only fellow who 
perpetrates what we call backhand Eng- 
lish. We spotted this on a life insur- 
ance application blank of a large life in- 
surance company: “Any policy issued by 
virtue of this application may, at the 
company’s discretion, include aviation 
risk exclusion.” 



















The GENERAL ACCIDENT and 
POTOMAC are staunch supporters of 
the American Agency system and 
protect their agents and brokers by 
adhering strongly to the position 
that no business will be written 
except through properly licensed 


agents and brokers. 


Ask the representatives of these companies 
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Orr’s Statement on Aviation Losses 


(Continued from Page 1) 


2.500 feet was the objective of 
the descent and the ship was not heard 
from again it may be assumed that what 
ever happened to cause the ship to lose 
altitude below the 2,500 level must have 
occurred at 2,500 or above, since there 
is no explanation for the fact that the 
ship struck a ridge on the West Virginia 
side only a few thousand feet from the 
Virginia boundary, at an altitude .of 
about 1,500 feet. 

‘To say that the occurence was due to 
‘pilot error’ in the sense that he could 
have avoided striking the ridge is an 
unwarranted and unjustified guess. Pilots 
are human and value their lives as much 
as anyone else. They are generally a 
high type individual with the most in- 
tense grasp of their responsibility to 
their passengers and their ship. Captain 
Stark was particularly so. It is un- 

tural to believe that he sat carelessly 
by and negligently committed suicide. 

‘There are many explanations, much 
probable, that his loss of altitude 
causes beyond his control, 
for instance turbulance, which is a force 
ff nature beyond the control of any 
human agency. His choice of an alter- 
nate ‘contact’ route was in no sense a 
risky or unsafe undertaking since its 
execution did not bring the ship within 


“Since 


more 
was due to 


oR Ie aS of teet of the terrain over 
which - planned to fly. If Captain Stark 
were here to defend himself we would 
have an explanation of what actually did 
occur. Since he is not, it is doubtful 


that the real cause will ever be deter- 
mined on any basis except pure specula- 
tion, 
Public Misconceptions 
‘There is a general misconception by 
those who do not understand insurance 
that every airline passenger is insured 


for a certain amount per seat. That is 
not true. No domestic airline operating 
in the United States carries any insur- 


ance whatever on the lives of its passen- 
vers. An airline is legally not an in- 
surer of its passengers’ safety. In the 
interest of the public the Civil Aero- 
nautics Board requires, and all certified 
airlines comply, that every airline satisfy 
the board of its financial ‘ability to satis- 
fy meritorious claims from passengers 
and their legal heirs, of the public and 
for property damage it may do. It 1s 
usual for American airlines to furnish 
proof of such financial ability by insur- 
ine their legal liability with responsible 
insurance companies. This is quite dif- 
ferent from insuring the lives of passen- 
gers, 

“Pennsylvania Central Airlines Cor- 
poration (The Capital Airline) insures its 
legal liability in reasonably adequate 
limits to passengers, crew, the public and 
for property damage (as well as its own 
property) with the United States Air- 
craft Insurance Group, a group of more 
than sixty outstanding American insur- 
ance companies, of which United States 
\viation Underwriters, Incorporated is 
viation underwriting manager. 

“Passengers desiring to insure their 
lives without regard to legal liability may 
purchase aviation accident insurance on 
a trip basis of $5,000 for twenty-five 
cents or by annual accident coverage 
available from a number of insurance 
sources. USAIG happened to have no 
accident policyholders aboard the plane 
on this flight although some passengers 
may have been insured in other com- 
panies. 

Passenger Claims Cost 

liability towards passengers 1s 
entirely dependent upon legal liability, 
and the facts, either of the accident or 
the claimants, are not yet established so 
after the occurrence, it is impos- 
sible to estimate with any degree of ac- 
curacy the passenger claims cost. How- 
ever, the fair and sympathetic attitude 
ot both the airlines and their insurers 
are known and we know that recovery 
for wrongful death for accidents occur- 


“Since 


soon 


ring in West Virginia is limited to 
$10,000 

“While obviously no airline or other 
potential defendant can properly admit 


is definitely 


liability—and legal lability 


not admitted in this instance—it is the 
policy of airlines and their insurers to 
make reasonable and just settlements of 
claims growing out of airline accidents, 
irrespective of legal liability. That pol- 
icy will be followed in this instance. In 
accordance with USAIG procedure the 
claims will be handled by the claims de- 
partments of the various USAIG mem- 
ber casualty companies, at the point most 
convenient to the claimants under the 
direction of the USAIG Central Claims 
office in New York. Based upon former 
experience in similar cases the cost to 
the insurers of settling all claims in 
this instance, passengers, crew, and the 
destroyed DC-4 should total between 
five and six hundred thousand dollars. 

“Another matter not generally under- 
stood is that the investigation of the 
Safety Bureau of the Civil Aeronautics 
Board, or its conclusions, have no effect 
upon legal liability. Its record and re- 
port are properly excluded by federal 
law as admissible testimony in any law 
suit since much inadmissible testimony 
is admitted — hearsay, opinion —and no 
cross-examination of witnesses is allowed 
by others than official examiners, al- 
though such examiners are most coopera- 
tive in asking any question which might 
properly add to the record. 

“The Civil Aeronautics Board is not a 
court of law but purely a government 
agency. Its objective, always plainly 
stated before undertaking an inquiry, is 
to learn everything available about the 
accident, not to place liability with which 
it has nothing to do, but to (1) find out 
if its regulations were being complied 
with and (2) to determine as nearly as 
possible the cause of the accident so 
that further regulations may be pro- 
mulgated if necessary to avoid a similar 
future accident. The conclusions as to 
probable cause can not be acepted as a 
basis of liability. Legal liability can only 
be determined by legally admissible evi- 
dence.” 





AIRLINE TRIP LOSSES PAID 


$285,000 Being Paid on 28 Policies of 
Associated Aviation Underwriters 
Following Three Accidents 
three recent airline accidents, 
twenty-eight airline trip in- 
$285,000 


In the 
a total of 
surance policies aggregating 
were purchased by passengers, accord- 
ing to Daniel deR. M. Scarritt, of Asso- 
ciated Aviation Underwriters. Associated 
Aviation is the insurance group which 
sells the 25c policy at all airline ticket 
counters country-wide. 

As soon as they heard of the mishaps, 
they began checking records of hand and 
machine sold policies and immediately 
prepared to pay the beneficiaries. All 
policies have now been paid or closing 
papers placed in the hands of the bene- 
ficiaries, many of whom were not aware 
that insurance was in force until so ad- 
vised by Associated Aviation. 

“Accidents occasionally happen in all 
forms of transport,” Mr. Scarritt said, 
“some having a much greater accident 
potential than scheduled airlines. As a 
matter of fact,” he added, “the safety 
records of the airlines make it possible 
for us to make available $5,000 to $25,000 
of insurance covering trips anywhere in 
the United States (including round trip, 
if round trip airline tig - is purchased) 
for a premium of only 25c for each $5,000 
of insurance and it is paket to under- 
stand why all airline passengers do not 
buy this protection for every trip.’ 


ATLANTA CO. CHANGES NAME 

Industrial Life & Health Insurance of 
Atlanta has changed its name to the 
Life Insurance Company of Georgia. 
Making formal presentations to its 
agents, four groups of company officials 
have been holding meetings announcing 
the name change to tfe field. 


TRANSFERRED TO WASHINGTON 

Roy Hayes, claim examiner, has been 
transferred from the Washington office 
of the Standard of Detroit Group to the 
home. office. 
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Speakers to Appear at 
September Claims Meeting 


Lon Hocker of Jones, Hocker, Giad- 
ney & Grand, St. Louis, and Rein! ird 
A. Hohaus, actuary, Metropolitan Life, 
will be among the speakers appeari 
at the September 15-17 annual conyen- 
tion of the International Claims Asso- 
ciation, William Hutchinson, chairman 
of the executive committee has an- 
nounced. 

Mr. Hocker will discuss current prob- 
lems and trends of decisions in the 
field of disability coverage, and Mr 
Hohaus will analyze the recent de\el- 
opments in the field of hospitalization 
and medical insurance. Convention vill 
be held at Swampscott, Mass. 





North America Casualty 
School Graduates 22 


Twenty-two agents who completed a 
five-weeks’ casualty course in North 
America’s School for Agents, were 
given dip lomas at commencement eXer- 


cises held at ‘Eagle Lodge,” North 
\merica’ Ss recreation center. a We lve 
of the graduates previously had_ fin- 


ished the fire and marine courses. 

Six agents were among the top honor 
men. They are: casualty—Gerald E 
Dailev I. D. McQuistion Co., Erie; 
Russell C. Davis, Nugent & Pullen, 
Jackson, Miss.; Robert W. McElroy, 
Brown & Owen Ins. Agency, Daytona 
Beach, Florida; Jesse T. Reese, Jr. 
Jesse T. Reese Agency, Columbia, S. C.; 
Fire—Fred W. Pool, J. Henry Pool, 
Wilkes-Barre, Pa.; fire and marine— 
Oliver H. Reed, Jr., J. Fenton Cloud, 
Norristown, Pa. 

Diplomas were awarded to the gradu- 
ates by C. S. Roberts, vice president 
of the Indemnity Company of North 
America. In addressing the graduates, 
he stressed the importance of raising 
the standards of agency personnel to 
lift the business of insurance into a 
recognized profession, and urged agents 
cenerally to earn CPCU degrees, in the 
same fashion as a doctor or a lawyer 
merits his degree. The other graduates 
arc. 

Max Baker, Russel Baker Agency, Wabash, 
William B. Bard, Geo. W. Bard & 
Son, Lancaster, Pa.; Harold F. Budd, Storrie & 
Budd, Woodbury, N. J.; Gilbert J. Farrington, 
HiI, Gilbert J. Agency, Norris- 
town, Pa.; Herbert T. Greene, Kinkade & Co., 
Mass.; Richard L. Hadley, Hadley 
Service, Lafayette, Indiana; Michael 


Indiana; 


Farrington, Jr., 


Inc., Boston, 


Insurance 


J. Harty, O'Dell & Company, Gerard J. Horga 
Denis J. Horgan, Jr., Agency, Richard N 
Knight, Jr., H. C. Knight Agency, Charles A 


Synnestvedt Agency, 
Paul A. Lineburger, Jr., Chase & Heckmat 
Agency, F. Earl Reed, Jr., F. Earl Reed 
Paul Wechsler, Jr... Wagner-Taylot 
Edward E. Stansfield 


hoenig, ve, Robert E. 


Agency, 
Co., Philadelphia, Pa.; 
Bernard E, Stansfield, Mechanicsburg, [a.: 
John B. Waldrop, Chas. Lunsford & Sons, 
Roanoke, Va.; Zink, Ward & Coving 
ton, Spartanburg, S. C. 


James C. 


R. J. KEANE RESIGNS 
Manager of Continental Casualty’s 
Downtown N. Y. Branch for A. & 11. 
to Enter General Agency Fie!d 
Robert J. Keane, who has been mia 
ger of the Continental Casualty’s .\. & 
H. and hospitalization branch office im 
downtown New York for the past tour 
years and who joined the company 1 
1938, has resigned effective July 21. 
Starting from scratch, this branch 0! 
the Continental’s A. & H. division has 
expanded under Mr. Keane’s direct 
until in 1946 it produced a premium vo! 
ume of about $325,000, and an over-al 

loss ratio of 31%. 

Mr. Keane’s future plans are not yet 
announced but he plans to enter thi 
& H. general agency field. He is ap- 
proaching his fifteenth anniversary year 
in the insurance business; is popularly 
known among metropolitan brokers an 
has a fine reputation in the A, & H 
field. Until his successor is appointe 
John B. Léibig, chief assistant to \ ce 
President J. M. Smith of Continentals 
home office, will be in charge of the 
branch. 
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Holger Jensen Retiring, 
T. B. McMath Successor 


MARYLAND CASUALTY CHANGE 





Former Founded Its Safety Engineering 
Dept. in 1913; Paid Tribute by 
President Harper 


Holger Jensen, founder of the engi- 
eering division of Maryland Casualty 
Co. and for thirty-four years its direct- 

head, on July 31 will retire from 
ictive duty after forty-one years ot 
service With the company. He will be 
succeeded by T. B. MeMath, who will 
ive the title of director of the boiler 
nd accident prevention division, and 
ssume full responsibility for all boiler 





T. B. McMATH 


inspection and underwriting operations 
and aecident prevention work of the 
Maryland Casualty. 

Mr. MecMath, a Purdue University 
graduate from its school of civil engi- 
neering, was in the engineering and 
accident prevention fields prior to join- 
ing the Maryland in 1936. He is widely 
experienced in all phases of boiler in- 
surance operations. Starting with the 
Maryland as a safety engineer, he was 
later assigned to boiler and machinery 
production work. After a period as an 
underwriter in the boiler and machinery 
department, Mr. McMath was made 
issistant manager of the department in 
1942, 

Holger Jensen’s Career 


One of the most widely known safety 
engineers in the United States, Holger 
lensen helped organize the National 
Satety Council and was a charter mem- 
ber of the American Association of 
Safety Engineers. 

Born at Thiested, Denmark, Mr. Jen- 
sen came to America at the age of 15. 
He joined the Maryland as a_ boiler 
inspector in charge of the Pittsburgh 
territory in 1906; came to the home 
ottee in 1913 and was given the assign- 

nt of creating a safety engineering 
lepartment. 

Mr. Jensen started in safety engineer- 

when it was practically a new field, 

a time when employers and the pub- 
had to be sold on the value of safety 
grams. He assisted in 1913 in com- 
ing the first booklet of safety stand- 
rds for industry ever published. He 
also was a pioneer in promoting greater 
satety in truck fleet operations and his 
original plan developed in 1924 was 
lely adopted by other companies and 
satety councils. 

In 1942, when casualty insurance com- 
panies were called upon to utilize their 
atety experience in expediting the pro 
duction of war materials, Mr. Jensen was 

sen as Chairman of the casualty in 
(Continued on Page 42) 
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3 APARTMENT HOUSE 


Even ina small community, you will find all or most of the 
nine types of buildings pictured above. Their owners need the pro- 
tection of boiler and machinery insurance and the inspections which 
accompany it. The people who have already bought fire insurance or 
other kinds of policies from you are particularly good prospects. All 


of these leads can add up to important extra income for you. 


You can sell boiler insurance. The Special Agent of Hartford Steam 
Boiler will be glad to help you with all necessary engineering informa- 
tion and sales aids. It’s his job to assist you in soliciting and servicing 
your accounts, 

Why not decide now to write this potential business that’s vir- 
tually in your own back-vard? Call in your Hartford 
Steam Boiler Special Agent and get a sales program 


functioning. 





The Hartford Steam Boiler Inspection and Insurance Company 


HARTFORD, CONNECTICUT 
FOR POWER-PLANT IMNSURANCE, IT PAYS TO CHOOSE THE LEADER 
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Surety Ass’n Revises 
Three Bond Forms 


BROADENS SCOPE OF COVERAGE 
Involved Are Senines Banks, Federal 
Home Loan and Savings 


and Loan Forms 


In a move designed to broaden the scope 
of coverage, Surety Association of 
America has revised Savings Banks Blank- 
et Bond, Standard Form No. 5; Federal 
Home Loan Banks Blanket Bond, Standard 
Form No. 20, and Savings and Loan 
Blanket Bond, Standard Form N. 22 

The revisions were effected in collabora- 
tion with the National Association of 
Mutual Savings Banks, the Federal Home 
Loan Bank Administration and the United 
States Savings and Loan League. In con- 
junction with the revision of the forms, all 
riders likewise were revised 


Nimeteen Major Changes 


Nineteen major changes common to the 
three forms were made, among them the 
following : 

The application of the premises insur 
ing clause to the location of property has 
been broadened, and the privileges coverage 
under this clause also has been extended 
to include any loss of subscription, con 
version, redemption or deposit privileges 
through the misplacement or loss of prop- 
erty. The office and equipment paragraph 
has been broadened to cover not only 
damage to but also the actual loss of 
furnishings, fixture and equipment in the 
insured’s offices caused by larceny, theft, 
burglary, robbery or hold-up, or by vanda- 
lism or malicious mischief. This coverage 
previously had been available with form 
No. 5 by rider 

The in transit insuring clause has been 
expanded to cover property not only in 
the custody of any employe but also in 
that of any other person acting as mes- 
senger, except while in the mail or with 
a carrier for hire other than an armored 
motor vehicle company for the purpose 
of transportation. This coverage also had 
been available hitherto by rider 

The time limit for starting legal pro- 
ceedings has been increased from 18 to 
24 months after discovery of a, loss 

The valuation provision has _ been 
amended so that the underwriter now un- 
dertakes to replace in kind lost securities 
or to pay the cost of such replacement 
determined by the average market value 
on the day preceding discovery of the loss 
by the insured 

Revisions of coverage in Form No. 20 
alone include : 

Various items of property have been 
added to the Definition of Property Clause, 
such as U. S. Savings Stamps, insurance 
policies, and valuable papers and docu- 
ments. 

The Fidelity Insuring Clause has been 
extended to give coverage on employes of 
duly elected or appointed attorneys of 
the insured. 

Changes peculiar to Form No. 22 in- 
clude: 

Items of property under the definition of 
property clause have been broadened, and 
the fidelity insurance clause has been ex- 
tended to provide coverage not only on 
employes of duly elected or appointed at- 
torneys but also on employes of any ex- 
ecutive officer of the insured 

A new paragraph has been added to the 
premises insuring clause to provide cover- 
age, through any hazards specified, or any 
of the items of property, as defined while 
within the insured’s offices and in the 
possession of any customer or the insured 
or of any representative of such customer 

The net effect of these changes is an 
over-all extension of coverage, a broader 
scope of service to the insureds, and a 
modernization of contracts that are of 
increasing importance to the financial in- 
stitutions for which the forms were de- 
vised. 


HEADS D. C. CLAIMS WORK 

C. W. Travis has been placed in charge 
of claim work at Washington, D. C. for 
the Standard of Detroit Group. 
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1944-1946 Workmen’s Compensation Aggregate 
Results, Country-wide and N. Y. State Given 


Aggregate tables on workmen’s 


York State Insurance Department. 


expense exhibits filed by the companies licensed to do business in the state. 
and incurred losses on a net premium basis (after reinsurance ). 
(New York State loss ratios are on a direct basis before reinsurance). 


exclude allocated claim expenses. 


Because of fluctuations in premium volume from year to year, 
types of expense to written premiums in order 


include Federal income taxes. 
veregate tables are 


\ttention is called to the 
plans or gt 


mium. basis. 


Net premiums 


written earned 
1944 $249,045,754 $249,541,464 
1945 243,396,634 241,168,067 
1946 22.00... 251,891,879 250,919,219 
1044 . $152,003,102 $151,642,082 
1945 ......... 149,014,049 = 145,206,233 
1946 ......... 149,508,566 = 150,605,318 
1944 . ... $28,273,380 $27,384,146 
1945 25,533,320 25,604,788 
1946 . 28,757,455 28,562,275 
1944 ........ $6,713,575 $6,498,129 
1945 .......0- 5,173,598 5,198,028 
1946 ......08. 3,979,549 3,916,548 


* Premiums earned of the State 
adjusted to an estimated manual basis. 


+ These ratios show results before 


Premium ies Plan 


Adopted for Glass Risks 


The National Bureau of Casualty & 
Surety Underwriters has promulgated 
and the New York Insurance Depart- 


Its- 


ment has approved a new premium 
count pli in to be used in connection with 


glass insurance policies written for not 
more than one year, covering exposures 
located only in New York State. Chief 


feature of this plan is that the first $100 
of the policy premium will be charged 
in full but the excess will be subject to 
discount. It is also stipulated 
separate policies written by the 
insurance carrier covering the ex- 
posures of a risk in this state may be 
combined for the purpose of applying 
the premium discount plan. However, if 
two or more carriers insure separate 
portions of the same risk, it will not be 
permissible to combine sich policies but 


a 25% 
that 
same 


each one is to be separately subject to 
the plan. 

Under the plan the production cost 
allowance (including allowance for re- 
gional agents, producers, etc.) on the 
amount of idhesmnted premium over 
$100 is reduced 50%. 

The new plan has been endorsed for 
use in New York by the Insurance 
Brokers’ Association, the Brokers’ As- 


sociation Joint Council and the New 
York State Association of Local Agents. 

\ substantial increase in glass insur 
ance rates will be announced soon. 


compensation, 


fact that when 
raduated premium discount plans or their equivalent 
standard 60% permissible and the expense ratios would be lower than contemplated under 


und in the 


consideration of 


country-wide 


Incurred losses 


to present accurate results. 


given only for three years on a comparable basis. 


a substantial volume 


the loss ratios 


Stock Company a 


Country-wide - _ 


Underwriting Ratios 
Losses Claim Acq. & fld. 
incurred Exp. Net gain exp. to sup. to 
to earned (adj.)F — (adj.)* earned — written 
56.9 S53 78 7.6 15.0 
H0.8 36.3 2.9 &.1 16.2 
ce 39.2 31 8.4 16.8 


Mutual Company Aggregates 


58.3 21.9 19.8 7.1 18 
57.9 23.4 18.7 7.1 5.6 
60.3 23.2 16.5 i 6.2 


*State Fund Aggregates 


70.0 18.4 11.6 8.9 ” 
78.5 (),2 1.3 7.6 7 
88.0 23.1 11.1 8.3 yA 


738 23.1 3.1 1.2 1:7 
52.4 23.1 24.5 2.0 14.6 
794 27.3 —6.7 20 17.9 


second column are on 


Federal Income Tax. 


Smith Treasurer of 
James S. Kemper & Co. 


Vance C. Smith has been appointed 
treasurer of James S. Kemper & Co. of 
Chicago. He will make his headquarters 
in the Chicago office of the agency. 


Prior to his return to Mr. 


Smith 


Chicago, 


was manager of the Toronto 
office of Lumbermens Mutual Casualty 
and National Retailers Mutual, a posi- 


tion he held since 1923. 
in Toronto by B. 
vice president. 

Both of the 


He is succeeded 
C. Dahlmann, resident 


new appointees are for- 
mer Chicagoans. Mr. Smith graduated 
from the University of Indiana and 
joined Lumbermens in 1919. Mr. Dahl- 
inann, a graduate of DePaul University, 
began with Lumbermens in 1928. In 
1936 he went to Toronto and was as- 
sistant manager until his recent promo- 
tion. 


W. B. KLOPPENBURG MILESTONE 


W. B. Kloppenburg, a member of the 
rating and research department. staff, 
Hartford Accident & Indemnity, cele- 


brated his twenty-fifth anniversary with 
the company on June 15. A Princeton 
vraduate, who studied law at New 
York Law School and at Franklin In- 
stitute, Columbus, ©O., Mr. Kloppen- 
bur 


1943. He 


¢ has occupied his present post since 
? , 
2OY 


is active in Scout work. 


and New York state, 


of premiums is written 
thereunder 


Expense 


a collected basis. 


based on case estimate reserves and 


expense ratios have been adjusted so as to relate certain 
It will also be noted that expense 


ratios do not 


under various retrospective rating 
would be expected to exceed the 
the normal standard manual pre- 


Analysis New York State 


Reinsurance Company Aggregates 


Gen. Insp. & Taxes & Direct Losses 
“il weed ee cane Goan 
7.6 1.9 3.2 $45,580,393 65.0 
8.0 2.0 3.0 47,797,564 64.8 
8.7 2.0 a 52,829,535 64.3 
5:1 27 2.2 $42,270,756 61.7 
5.1 BT 2.9 41,233,691 65.6 
4.3 2.6 2.9 46,473,178 56.7 
6.1 ae 6 $34,191,799 56.1 
7.1 18 3.0 32,330,805 62.2 
71 iy aye 35,875,115 70.1 
4.3 =| 1.8 $188,696 72 
4.3 a 1.9 188,690 38.3 
4.5 5 1,7 148,904 67.1 


In the N. Y. S. column they have been 


Pacific CPCU Diane for 
Big Convention Sept. 3-5 


Pacific Chapter, CPCU, which will be 
the host chapter to the Society of 
Chartered Pronerty and Casualty Un- 
derwriters at its annual pre in 
Los Angeles, September 3, 4 and 5, has 
announced tentative general outline of 
the program. Headquarters wi'l be at 
the Hotel Miramar, Santa Monica. 

Wednesday, September 3, will be de- 
voted to registrations and preliminary 
matters. The first convention session 
will be at 9:30 a.m., Thursday, Sentem- 
ber 4. National presentation of CPCU 
diplomas will be made at luncheon, Sep- 
tember 4. Evening entertainment  in- 
cludes dinner at a world famed unique 
restaurant, sight-seeing trips, visits to 
night spots and the annual banquet. 
Visiting ladies will be taken on tours 
and shopping trips. 

The Pacific Chapter is in entire 
charge of the convention, and its officers 
and committees are holding weekly 
meetings to complete the program. 


WINS PENN. SAFETY AWARD 


Standard Accident of Detroit, has been 
presented a certificate of honor from the 
Department of Labor and Industry of 
Pennsylvania in Tecognition of — the 
company’s excellent safety record in that 
state. : 





were released this week by the New 
The tables were compiled by the New York Insurance Department from casualty insurance 
These tables show country-wide earned premiums 
are 





PROMINENCE OF R. S. BASS 


American Management’s Newly Elected 

Insurance V.P. Has Many Interests; 

Active in Mid-West Buyers’ Group 

Ray S. Bass, the newly elected vice 
president of American Managemen; 
Association’s insurance section, is one 
of the most prominent insurance buyers 
in the Mid-west. He has been with 
A. E. Staley Manufacturing Co. of De- 
catur, Ill., since 1919, advancing from 
accountant to treasurer and director oj 
the company. Indicative of his impor- 
tance, he was elected to the executiy 
committee of the A, E. Staley company 
a few months ago. 

Among Mr, Bass’ many activities in 
the insurance field are the following: 
He has been active in Midwest In- 
surance Buyers Association since 1944 
and a director in 1944-45; a member 
of the Federal taxation, social security 
and insurance committees of the Illinois 
State Chamber of Commerce and di- 
rector of Risk Research Institute, Inc. 
New York. He was also a member of 
the advisory committee, Illinois Civil 
Service Commission at the time the 
office was set up to administer the 
state’s unemployment compensation act, 
1938-39; director of Illinois Credit 
Union league for seven years, and has 


held high offices in that organization. 
Also a member of Illinois Manufac- 
turers’ advisory board, Lumbermens 


Mutual Casualty. 

Outside of business, Mr. Bass is vice 
president of the board of managers of 
James Millikin University, Decatur, III, 
a director of the Decatur Blue Cross 
plan, and a treasurer and director oi 
the local association of commerce. 





Auto Liability Rates 


Increased in Tennessee 
Increases in automobile liability rates 
in Tennessee were announced last week 
by the National Bureau of Casualty and 
Surety Underwriters. The new Tennes- 
see rates apply to bodily injury liability 
for commercial automobiles, for storage 
garages and service stations, to school 
buses of the private passenger type and 
in addition to property damage liability 
coverage for virtually all classifications 
including private passenger cars. 
Increases of 3.4% for bodily injury 
and 35.4% for property damage, consid- 
ering all Tennessee cars combined, will 
result; the increase for private passen- 
ger cars being 30% for property damage 
only, while for commercial cars the in- 
crease is 11.1% for bodily injury and 
40% for property damage. 
These revised rates reflect the recent 
adverse experience encountered by com- 
panies providing automobile bodily in- 


jury and pronerty damage insurance 
Tennessee is the  thirty-ninth — state 
where such rates have been revised this 


vear. 
NAMED CLAIM REPRESENTATIVE 
Victor J. Doyle has 
claim representative at 
branch office 
Group. 


named a 
New York 
of Detroit 


been 
the 
of Standard 


Maryland Casualty 


(Continued from Page 41) 
surance committee in charge of the ac- 
tivities of a bureau established by in- 
surance companies in Washington. He 
has served on the engineering and proj- 
ect committee of the National Conserva- 
tion Bureau for more than twenty-five 
vears and is a member of nearly all the 
nationwide safety engineering organiza- 
tions in the United States. 

In announcing Mr. Jensen’s retirement, 
William T. Harper, president of the 


Maryland, said: “Mr. Jensen’s services 
have been invaluable to the compan) 
His outstanding work for more than 


forty vears has been a credit, not only to 
himself and the Maryland, but to the 
entire insurance industry. It is with 
regret that*we see him go, but he leaves 
with our best wishes for the enjoyment 
of well-earned leisure.” 
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James P. Metzler 


Graduates of Notre Dame . 
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Robert J. Metzler 





. » Officers in the Marine Corps... 


Jim and Bob Metzler are typical examples of the men who attend 
ZEtna’s Home Office Casualty and Surety Sales Course. Industrious, 
intelligent and personally ambitious, they have produced an outstanding 
volume of new business since completing the Sales Course and 


returning to Kansas City. 


Selling Like Sixty 


“When we returned from the Service in 1946 and decided 
to enter the insurance business, we agreed that our success 
depended upon (1) the degree with which we could develop 
our personal contacts; (2) our knowledge of the business; 
and (3) our ability to convince prospects that our sincere desire 


was to serve their best interests. 


“The Etna’s Home Office Casualty and Surety Sales Course 


equipped us to meet these objectives. Not only did we gain 


from the Course a thorough knowledge of the various insurance 
forms but we also learned how to apply this knowledge to the 


needs of our clients. As a result, we've been selling like sixty. 


“To any young man entering the insurance business today, 


the Sales Course, in our opinion, is a ‘must’.” 
James P. Metzler 


Robert J. Metzler 
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— We AGE... MR. PRESIDENT 


More than a year ago, Insurance Company of North America 
Companies published “Hidden Hazards” —a 64-page, illustrated 
book for distribution through North America Companies’ Agents, 
to those planning to build or remodel their homes. A guide to 
the selection of fire-resistive building materials and correct con- 
struction methods, it has had a wide distribution and has won 


acclaim from civic leaders and fire prevention experts. 


“Hidden Hazards” still is available to Agents of North America 


Companies—through North America Service Offices. 


The publication of ‘Hidden Hazards” is in keeping 


HIPPEN ¥ with North America’s traditional policy of serving 
WAZA Re D 1S “ ne the public interest, doubly emphasized by the 
me current effort to reduce fire losses by educating the 

a. people of America in the ways to avoid the staggering 


annual loss from fire. 


INSURANCE COMPANY OF 


NORTH AMERICA 
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INSURANCE COMPANY OF NORTH AMERICA 
INDEMNITY INSURANCE COMPANY OF NORTH AMERICA 
PHILADELPHIA FIRE AND MARINE INSURANCE COMPANY 
THE ALLIANCE INSURANCE COMPANY OF PHILADELPHIA 

















